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Trend Toward Better 
Cooperation Seen By 
Producers and Co.’s 


Legislation and Outside Competi- 
tion Tending to Eclipse 
Internal Difficulties 


BAIR PLEDGES AGENTS’ ASS’N 


New President Also Calls on Com- 
panies to Help Along the Prog- 
ress Already in Evidence 





‘A definite trend toward more amicable 
relations between organized insurance 
companies and their agents is in evidence 
in many parts of the country. Although 
there is still a considerable amount of 
criticism of companies by agents, and 
vice versa, there is also a growing feel- 
ing that competitive problems of the day 
call for the putting aside of essentially 
petty differences and the formation of a 
more united front to curb the inroads 
made on premium income by some non- 
board stock companies and the general 
run of non-stock insurers. With threats 
presented to the American Agency Sys- 
tem by the price competition of many 
insurers and by hostile legislation, agents 
and their companies both realize more 
keenly that first grade service to the in- 
surance buying public must be main- 
tained through the hearty cooperation of 
those who sell insurance and those who 
underwrite the liability. 

Cooperation or Disintegration? 

In the East it would not be surprising 
if conferences were to be held this fall 
of winter between agents’ and company 
committees to work out settlements of 
internal problems and clear the way for 
attacking more far-reaching problems of 
competition and state legislation inimical 
to stock insurance. Kenneth H. Bair, 
newly elected president of the National 
Association of Insurance Agents, in a 
speech which he delivered this weck be- 
fore the Michigan agents at Petoskey, 
took for his subject “Cooperation or Dis- 
integration?” After describing some of 
the bills which have been introduced in 
Congress and state legislatures he said: 

Such legislation is threatened in all 
of the states. Our companies need us 
to fight their battles for them, because 
where the insurance company is looked 
= as a selfish capitalistic enterprise, 
We are citizens of our own states and 
have a right to be heard. The fire com- 
panies undoubtedly will need us to stifle 
public demand for rate decreases on ac- 
count of their splendid loss ratio of last 
year and their experience up to this time 


(Continued on Page 45) 
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The Sign Of 
GOOD CASUALTY INSURANCE 


U. S. Branch 
1892 


Established 
1869 





LONDON 
Guarantee & Accident Co., Ltd. 


Head Office: 55 Fifth Ave. 
NEW YORK 


+ 
J. M. Haines, United States Manager 
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WRITES 
Automobile, Boiler, Burglary, Credit, Elevator, Engine, Flywheel, Liability, 
Plate Glass, Compensation and Personal Accident and Health 
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Settle in Person 


If the settling Agent in this story had personally delivered 
the settlement check, he probably wouldn’t have lost a sale that 
could have been his. One of our General Agents is speaking :— 


An official of one of our largest corporations had a $5,000 En- 
dowment maturing in another good company. The Agent who wrote 
the insurance mailed the settlement papers to the insured, together 
with several elaborate proposals for using the money. He did not 
personally contact. 

One of our Agents did. He came away with a check for $10,000, 
the single premium on an Annuity. Half was fresh money, and the 
other half was from the matured Endowment policy. The buyer jok- 
ingly said it wouldn't be nice simply to endorse the other company’s 
check and hand it over to our man, and so he gave his personal check 
and deposited the Endowment one. 


Salesmanship that fails to follow promptly through in face- 
to-face encounters, lazily or foolishly leaning instead on the 
written or the printed contact, is spotted with expensive losses. 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 
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N. Y. University 
Runs Lecture Course 
At Company Meetings 








Cooperates with Guardian Life by 
Getting Speakers for 
Field Men 


PROF. KEMMERER SPEAKER 
Sales Meeting Followed by Talk on 


Inflation; Why Experi- 
ment Is Tried 





New York University’s division of gen- 
eral education has begun a series of ex- 
perimental meetings for the Guardian 
Life of a new and unusual nature, the 
objective of which is to build up the eco- 
nomic, social and political background of 
the agent by class lectures given from’ 
time to time by outstanding authorities 
in the fields discussed. The first such 
meeting was held in New York City last 
week, with Professor E. W. Kemmerer, 
internationally famous economist of 
Princeton University and authority on 
inflation, explaining that subject. 


The nature of these meetings is dual. 
Metropolitan district agents of the com- 
pany meet late in the afternoon for a 
sales session addressed by one of their 
own number and by a company official, 
both on the same subject. Last week 
these were Julius M. Eisendrath, general 
agent, and Curtis Robertson, assistant 
secretary. Then dinner is served, fol- 
lowing which the university part of the 
meeting is held. 

The division of general education of 
the university was formed to supervise 
all of the institution’s off-campus activi- 
ties, especially in the field of adult edu- 
cation. Its dean is Dr. Ned H. Dear- | 
born. He had been working on the prob- 
lem of how to present to active business 
men authoritative information on the 
problems of the day which involve eco- 
nomic science. Floods of explanation, 
propaganda and misinformation have 
poured over the business field in the ; 
last few years, causing much confusion | 
about taxation, inflation, social security, 
national and international debt, consti- 
tutionality, all highly complicated sub- 
jects. 

Meantime the Guardian Life had been 
working on plans for a series of sales 
meetings. At the managers’ meeting in 
Florida last January a committee had 
been appointed headed by John Havi- 
land and Clarence Leyendecker. 


Meeting of Two Ideas 


A mutual acquaintance brought to- 
gether Dean Dearborn and James A Mc- 
Lain, vice-president of the Guardian, and 
this new series of cooperative meetings 
is the result. The place of the initial 
session was the club rooms of the Build- 
ing Trades Employers’ Association, No. 
2 Park Avenue. 

The dignity of business is closely con- 

(Continued on Page 31) 


B-(9 | 










THE EASTERN = 




















October 4, 193: 














133 


FROST, FIERCE 
k Co 


| 
| 

















[RON k STEEL 











“I hope they’re out” 


Do you turn doorknobs or call by appointment? Do you get a cold chill when you enter 
@ prospect’s office? IS IT BECAUSE You are going to tell him you want to analyze his 
policies? OR You are going to tell him he should prepare for retirement? OR You are 
going to tell him his family will starve unless he buys more life insurance? 


OR 


HAVE YOU ACQUIRED ALL THE CONFIDENCE THAT GOES WITH 


THE NEW “COMPRESENTATION’” 


AVAILABLE ONLY AT 
the New "exhite A gency 


100 E 42d St 


Massachusetts Mutual Life Insurance Company 
LLOYD PATTERSON 


GENERAL AGENT 
ASHLAND 4-8610 
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The annual meeting of the Life Advertisers’ Association at Swampscott this 
week had a varied program put together by Kenilworth H. Mathus of the Con- 
necticut Mutual, chairman of the program committee, James M. Blake of the Massa- 
chusetts Mutual and Cyrus T. Steven of the Phoenix Mutual the other committee 
members. 

Ward Phelps of the Sales Research Bureau gave good and bad examples of 
public relations, clippings from newspapers. James M. Blake and Seneca M. Gamble 
of the Massachusetts Mutual gave a dialogue demonstration of getting agents to 
use sales literature, with Mr. Gamble as the hard-boiled agent who believes such 
material to be “junk.” John H. McCarroll of the Bankers Life, Des Moines, con- 


general open forum. 


In cooperation with the Life Advertis- 
ers Association the Life Insurance Sales 
Research Bureau made a survey of the 
expenditures of life insurance companies 
in the United States for advertising dur- 
ing 1934. The findings of this survey 
were made public for the first time on 
Wednesday by John Marshall Holcombe, 
Jr, manager of the Bureau, and Ken- 
neth R. Miller, consultant, at the Life 
Advertisers’ meeting at Swampscott this 
week. 

It was found that an average expendi- 
ture of somewhat more than $40,000 was 
made for advertising last year by forty- 


The Life Advertisers’ Association at 
its meeting at Swampscott this week 
elected as its president D. Bobb Slattery, 
assistant to the agency vice-president of 
the Penn Mutual Life. He succeeds 
Stephen A. Swisher, Jr., assistant super- 
intendent of agencies, Equitable Life of 
lowa, who continues as a member of the 
executive committee. 

Other officers elected were vice-presi- 
dent, Charles C. Fleming, editor of pub- 
lications, Life Insurance Co. of Virginia; 
secretary, Troy M. Rodlun, advertising 
manager, Acacia Mutual; treasurer, Rich- 
ard C. Budlong, publicity director, North- 
western National Life. 


President Slattery’s Career 
Before being appointed to the position 
of assistant to the agency vice-president 
of the Penn Mutual Life early last year, 


Mr. Slattery was agency secretary, and 
for some years previous to that he was 
Manager of the direct mail department 
of the company. He made a record in 


















the organization by popularizing direct 
mail service among the companies’ agents 
assisting at the same time in general 
sales Promotional work. He entered the 
Service of the company at the home office 
in the auditing department, becoming 
later a traveling auditor. In this work 
€ came in contact with the field organi- 
zation and soon demonstrated his flair 
for sales promotional work which ac- 


ducted a discussion on charges for sales literature. 


Company Advertising Expenditures 
Shown In Research Bureau Survey 


five life companies which furnished suf- 
ficiently complete information to make 
comparisons. Taking the forty-five com- 
panies as a whole their advertising ex- 
penditures represented $1.19 per $100 of 
new premium income. It is pointed out 
in the Bureau report that in breaking 
down the figures into various categories 
of expenditures the wide difference in 
accounting methods by the companies 
made it impossible to give accurately 
comparable figures and the Bureau 
makes a plea for more uniform account- 
ing procedure in these expenditures. 

In making a summary of the figures 


D. Bobb Slattery Elected President Of 
Life Advertisers; Other Officers 


counted for his rapid advancement to an 
important position in the agency depart- 
ment of the company. 
Charles C. Fleming’s Career 

Although Charles C. Fleming was born 
in Atlanta he has spent most of his life 
in Virginia. His father, who bore the 
same name, was prominent in Georgia in 
fire insurance circles, having been iden- 


ey 





D. BOBB SLATTERY 


R. C. Budlong conducted a 


for advertising expenditures, the Bureau 
divided the companies into four classi- 
fications, depending upon the amount of 
life insurance in force, as follows: 

A companies—over  $400,000,000 in 
force. 

B companies—$150,000,000 to $400,000,- 
000 in force. 
_ C companies—$50,000,000 to $150,000,000 
in force. 

D companies 
force. 





less than $50,000,000 in 


The results of the survey showed total 
advertising expenditures for 1934 for 
companies in each group, together with 





the median amount in each group, as 
fellows: 
Classification Total Spent Median 
15 A Companies...... $1,411,987 $56,512 
8 B Companies ; 167,752 20,016 
15 C Companies...... 193,871 10,161 
7 D Companies...... 49,150 4,107 


45 Companies ........ $1,822,760 


The separate items on which com- 
panies reported were as follows: annual 
report advertising; space advertising, in- 
cluding newspapers, magazines, insurance 
journals, special editions; billboards; 
radio; direct mail; general sales litera- 
ture; conservation literature; biotters; 
signs and displays; novelties; calendars; 
advertising allowances to agents; annual 
statement folders or booklets publicity; 
Home Office salaries charged to adver- 
tising; Life Insurance Week. 


tified with the New York Underwriters’ 
Agency and during the last fifteen years 
of his life was secretary of the old South- 
eastern Tariff Association. 

After his father’s death Mr. Fleming 
moved to Virginia with his mother where 
he attended Augusta Military Academy 
and later the University of Virginia from 
which he has a B.L. degree. He is also 
a member of the Virginia bar. His first 
activity was as a teacher at Augusta Mil- 
itary Academy and he left this to join 
the army, being attached to Camp Wads- 
worth officers’ training school as a second 
lieutenant serving with the 6lst Pioneer 
Infantry. After discharge from the army 
Mr. Fleming again taught for a while but 





CHARLES C. FLEMING 


Lite Advertisers Association Holds 
Annual Meeting «# Swampscott 





Exhibit Awards | 

The Life Advertisers’ Association 
announced awards Monday night in 
advertising and sales promotion ma- 
terials which were original and used 
by companies during the past year. 
The material was on exhibition at the 
New Ocean House and the awards 
were made by votes of members after 
viewing the exhibits. 

The Connecticut Mutual had the 
most votes so won the silver loving 
cup. The second place went to the 
Equitable Society, third to Bankers 
Life of Iowa. Honorable mention 
went to the Massachusetts Mutual. 

Those getting the most votes in in- 
dividual classifications follow: 


Insurance journal advertising, Penn 
Mutual. 

Magazine advertising, Northwestern 
Mutual. 

Newspaper 
Life. 

Booklets, Penn Mutual. 

Folders and leaflets, North Ameri- 
can Life, Toronto. 

Other printed matter, Connecticut 
Mutual. 

Weekly publications, Equitable So- 
ciety. 

All other publications, Massachu- 
setts Mutual. 

Publications to policyholders, North- 
ern Life, Seattle. 

Sales promotion, Metropolitan Life. 

Direct mail, Massachusetts Mutual. 

Conservation, Reliance Life. 

Annual statements, Provident Mu- 
tual. 


advertising, Imperial 








on getting married he entered life insur- 
ance as offering a better opportunity, be- 
coming district manager in Staunton for 
the Reliance Life. Later he became a 
special agent in the Ordinary department 
of the Life Insurance Co. of Virginia and 
in 1926 went to the home office of the 
company in his present capacity. 

Mr. Fleming had served as treasurer 
and-secretary of the Insurance Advertis- 
ing Conference until the formation of the 
Life Advertisers Association three years 
ago. He was elected treasurer of the 
latter organization at Memphis last year. 

Troy M. Rodlun was formerly a cir- 
culation executive for Hearst magazines. 
Later he built the magazine “Nation’s 
Business” circulation from 79,000 to 250,- 
000. He next went with David Law- 
rence’s “United States Daily” and from 
that to the Acacia Mutual. 

R. C. Budlong is a son of E. C. Bud- 
long, for many years vice-president of 
the Federal Life of Chicago and promi- 
nent in health and accident insurance cir- 
cles. A brother, Roger, publishes a pa- 
per for brokers in Chicago. 


New Executive Committee 


The new executive committee of the 
Life Advertisers Association is composed 
of the following: 

Cyrus T. Steven, Phoenix Mutual; C. 
I. D. Moore, Pacific Mutual; John H. 
McCarroll, Bankers of Iowa; Karl Ljung, 
Jr., Jefferson Standard; E. Morton, 
North American Life, Toronto; Douglas 
J. Murphey, General American. 





(Report of L. A. A. Convention con- 
tinued on Pages 27 to 30) 
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Opening the Way to 
Greater Opportunity 














Our new, enlarged quarters with its atmosphere of enthusiasm 
and prosperity is contagious. No other business offers the 
Opportunity that Life Insurance does for a career of outstanding 
success. 








Backed by nearly a half century of progress, this AGENCY 
continues to grow and offers an exceptional opportunity for men 
of vision and intelligence. 


A pleasant smile, a friendly greeting, courteous and efficient 
cooperation are characteristic of this Friendly Agency. 


WILLIAM H. KEE, MANAGER 
The Mutual Life Insurance Company of New York 


16 Court Street, Brooklyn, N. Y. 











BROOKLYN JAMAICA, L. I. 
12 Graham Avenue 90-04—16l1st Street 
M. LARGEMAN, Branch Mgr. Max Haas, District Mgr. 
HEMPSTEAD, L. I. 
Hempstead Bank Building nee = ee STANLEY D. BONNER, Agency Organizer 
J. E. Kunken, Distrist Mgr. DONALD E. MITCHELL, Educational Director 
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Aetna Boston Agency 
GOES THERE FROM HOME OFFICE 
Native of Missouri and a High School 


Teacher, He Joined Aetna in Little 
Rock in 1925; Starts Immediately 





Clyde F. Gay is the new general agent 


jor the Aetna Life in Boston, leaving the 
ome office to take over the management 
of that office which is one of the com- 





CLYDE F. GAY 


pany’s major agencies. A young man 
who was graduated from the University 
of Arkansas highest honors 
awarded by that institution, he has been 
with the Aetna since 1925 and since 1928 
he has been at the home office. In 1931 
he was given the title of agency secre- 
tary. 

k. L. and R. P. Place recently resigned 
as general agents in Bodsion. 

As agency secretary Mr. Gay has been 
engaged chiefly in field management, in 
the supervision and coordination of all 
life agency department activities, and in 
the direction of life agencies’ affairs. 


Had Highest Grades Ever Given 
by University 


with ever 


Mr. Gay was born in Ironton, Mo., in 
1900 and was graduated in 1921 from the 
University of Arkansas. He led his class 
scholastically and has the honor of hav- 
ing graduated with the highest grades 
ever attained at that university. 

Following a year of teaching at the 
Little Rock High School, Mr. Gay be- 
came associated with Crane Co. as sales 
promotion manager. That was in 1923 
and ever since that time he has special- 
ized particularly in sales plans and as a 
sales executive. Resigning from Crane 
in 1925, Mr. Gay attended the Aetna 
Life Group School in Hartford and upon 
the completion of this course was made 
home office group representative in Little 
Rock. 

His sales record in Group and Ordinary 
Production brought him, in 1926, the ap- 
pointment of associate general agent in 
oo of the Shreveport office under 
Gordon Campbell, general agent at Little 
Rock. In this important office he or- 














ganized and built within a two years’ 
period a strong full-time field organiza- 
tion. 

In October, 1928, Vice-President K. A. 
Luther brought Mr. Gay to the home 
office where he was appointed superin- 
tendent of the Southern Division agen- 
cies. In January, 1930, he was promoted 
to an assistant superintendency of agen- 
cies and in January, 1931, he was elected 
agency secretary. 

Mr. Gay has been much in demand as 
a speaker and has written and had pub- 
lished for use in the field books on sales 
and sales training. 




















Che Weasel Word-- 
“TU ait” 


Theodore Roosevelt thus charac- 
terized words without force or 


purpose, and W-A-I-T surely belongs 


in that category. 


When a Prospect decides to “wait” to acquire 
protection he might be excused on the 
grounds of lack of realization of its 


importance. 


But when a Life Insurance Salesman says 
“T’'ll wait to see that prospect” he knows 
the danger of such delay and is unfair 


to both the Prospect and himself. 


The Prudential 


Insurance Company of America 


Epwarp D. Durrie.p, President 


Home Office, Newark, New Jersey 




















Explain Mystery Word 
Of Patterson Agency 


WHAT 





“COMPRESENTATION” IS 





Phonograph Used to Demonstrate Spe- 
cial Sales Ideas; Described by 
Peyser at Agency 





“Compresentation,” mysterious word 
which has been used in recent advertis- 
ing of the Pershing Square Agency, 
Massachusetts Mutual Life, was ex- 
plained Tuesday of this week when Gen- 


eral Agent Lloyd Patterson gave a 
luncheon at the Advertising Club attend- 
ed by a group of insurance men. The 


word was shown to be short for “presen- 

tation for comprehension,” a _ presenta- 
tion developed over a long period of tim 
and tested during the past two months 
which is designed from the prospect's 
point of view to clarify his unders.and- 
ing of what insurance can do. 

“Compresentation” is distinctly differ- 
ent, especially in its details. It involves 
two material objects—a phonograph used 
to teach the sales “compresentation” and 
a booklet which is given to the prospec 
which contains in type the main features 
of the idea. 

“Compresentation” was developed by 
P. A. Peyser, production manager of the 
agency and for years an outstanding pro- 
ducer himself. The idea is to present 
certain comments in such a way that the 


prospect replies by telling about his 
present insurance set-up and his family 
situation. 

It winds up with a novel clinching 
close that experience has shown to be 
almost irresistible. 

Has Increased Business 120% in Two 
Months 

During the sixty days the plan has 
been in operation in the Pershing Square 
Patterson office production has been 


120% greater than during all of the 
ceding seven months. 

3ecause the idea in “compresentation” 
must be presented in exact order and 
with proper emphasis of the voice it was 


pre- 


found most effective to record the dia- 
logue. First this was done on a dicta- 
phone. It was worked over and revised 
during the experimental period and re- 
cently, in finished form, it was put on 
phonograph records. 

The explanation is spoken by Mr. Pey- 


ser, who also acts the parts of both agent 
and prospect, cleverly using two different 
voices. The record itself is seldom 
played except at group meetings. New 
agents learning the dailogue hear it on 
dictaphones with ear phones. Sometimes 
as many as four will be studying it at 
once. The master phonograph record is 
used to make dictaphone copies 





Lyons’, Reinis’ New Posts 
With Alexander-Warshauer 


The Alexander-Warshauer agency ol 
Guardian Life in Brooklyn has appointed 
Arthur Lyons production manager ond 
has added Herman E. Reinis to its staff 
as brokerage supervisor. 

Mr. Lyons has received his entire 
insurance experience as a member of the 
\lexander-Warshauer agency. After se\ 
eral years of personal production he was 


Wf 
11E¢ 


placed in charge of brokerage business 
Mr. Reinis has been engaged in life 
insurance in New York for more than 
ten years. The agency, located at 16 
Court Street, Brooklyn, is headed by 
Paul Alexander and Jack Warshauer 


Cc. C. DAY’S ANNIVERSARY 


The twenty-fifth ponte orig of -his 
connection with the company was th 
occasion of an all-day meeting and lunch- 
eon Saturday in honor of C. C. Day, 
general agent at Oklahoma City, for the 
Pacific Mutual Life. The event was at- 
tended by twenty-six of the company’s 
agents, members of the Oklahoma ass« 
ciation and general agents from Los An 
geles. New Orleans, Phoenix, Nashville, 
Houston and Cincinnati 





Louisville, 
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Crowd Jams Ballroom 
For 4 O’Clock Meeting 


FINE START FOR GLENN DORR 








Life Underwriters of New York Turn 
Out 600 Strong to Hear Dawson; 
Members Only Admitted 





Leaders of the Life Underwriters As- 
sociation of New York City were well 
pleased with the success of their first at- 
tempt at an afternoon meeting. The 
four o’clock session put on the associa- 
tion program this year as more or less 
of an experiment drew a capacity crowd 
that packed the southeast ballroom of 
the Hotel Pennsylvania last week and 
spilled over into the anteroom. Many 
who arrived late found even the stand- 
ing room taken. 

It was the first meeting in the admin- 
istration of Glenn B. Dorr and it was 
novel on two counts: First, for the evi- 
dent approval of the late-afternoon ses- 
sion which he introduced after sounding 
out the membership’s opinion through a 
questionnaire last Spring and second, for 
the use of membership ticket stubs for 
the first time in New York. Members 
only were admitted and their member- 
ship was their admission. 

C. Preston “Pep” Dawson was the fea- 
ture attraction. He delivered his talk 
on prospecting which has met with such 
enthusiastic response wherever he has 
given it and which was so well received 
at the convention of the National Asso- 
ciation in Des Moines last month. AIl- 
lowed a full hour he developed his sub- 
ject more fully than usual building up 
ways of using “the five known methods 
of prospecting.” 

At the start of the meeting when Mr. 
Dorr introduced Mr. Dawson the small 
ballroom was already filled. At ten 
minutes after four Mr. Dawson inter- 
rupted himself to say, “Here, take my 
chair, too, I don’t think I’ll faint.” Ho- 
tel attendants were busy placing more 
chairs in any available space. More 
than 600 members were in the room. 

Among those association leaders who 
were in the anteroom were Theodore 
M. Riehle, immediate past national pres- 
ident; John M. Fraser, immediate past 
president in New York; Clancy D. Con- 
nell, president of New York State Asso- 
ciation; Julian S. Myrick, Walter E. 
Barton, S. Samuel Wolfson, Melvin J. 
Sackerman and others. 





TALKS ABOUT TAXES 


The Indianapolis Chapter of C.L.U. 
heard Milton Elrod, Jr., legal editor of 
the Insurance Research & Review Ser- 
vice discuss the new Federal and state 
tax measures. “Today it is impossible to 
consider estate creation and estate con- 
servation without considering the subject 
of taxation,” he said. 





USE OF SALES LITERATURE 


An interesting dialogue on the proper 
function and use of company sales lit- 
erature was given ‘at the Life Adver- 
tisers’ Association convention at Swamp- 
scott this week by James M. Blake, man- 
ager field service department, and Sen- 
eca M. Gamble, direct mail division, 
Massachusetts Mutual Life. 





WOLFE SECURITY DIGEST 
The S. H. & Lee J. Wolfe firm of 


consulting actuaries has issued a mem- 
orandum to its clients digesting the main 
features of the Federal Social Security 
Act and the New York State Unemploy- 
ment Insurance Law as they will affect 
the employer. 





TRACTENBERG’S NEW POST 


George Tractenberg has joined the 
production department of Goulden, 
Woodward, Cook & Gudeon, general 


agents for the Connecticut General in 
New York City. Mr. Tractenberg has 
had considerable experience in handling 
brokerage business. 





Knight Agency Actors Put 
On Play in Own Quarters 


The acting troupe of the C. B. Knight 
Agency, Inc. of the Union Central Life, 
which made a hit at the company’s $250,- 
000 club convention at White Sulphur a 
teow weeks ago, reached Broadway on 
Monday when they repeated their play 
in the agency headquarters at 225 Broad- 
way. The skit called “One Monday 
Morning” is all about what happened in 
an agency when the general agent was 
delayed by a blizzard and the agents put 
on their own sales demonstrations, so 
that it was an appropriate auditorium for 
the presentation. 

The Knight agency feels that dramatic 
presentations can be as successful at 
agency meetings as at conventions. The 
production was so successful that other 
skits will be given at agency meetings 
from time to time. “One Monday Morn- 
ing” is one of the plays presented at 
various company conventions under the 
direction of Olivia Orth, seven of which 
were given at White Sulphur. 

Because Sigmund Wiltschek, who was 
a particular hit at the convention, was ill 
this week his part was taken by Charles 
Mansfield on short notice. Others in the 
cast were Hubert E. Davis, Diederich H. 
Ward, Lester Rosen, Herman Stark, 
Schuyler Livingston, Frank W. Austin, 
Robert F. Pennell and Mrs. Diederich H. 
Ward. None had ever been on the stage 
before except Mr. Davis, who has been a 
member of the famous Morningside 
Players of Columbia University and who 
assisted in the direction of the play. 





ALL-TIME SEPTEMBER RECORD 


Starting off its second half century, 
Northwestern National Life of Minne- 
apolis reports the largest September and 
the largest third quarter sales of or- 
dinary life insurance in its history with 
a total of $5,639,908 for the month and 
$15,871,803 for the quarter ended Sep- 
tember 30. The best previous Septem- 
ber was in 1929, with a total of $4,214,890. 


Aetna Life Adopts 
New Dividend Scale 


INTEREST ON FUNDS AT 3%% 





Reserve Basis in Participating Depart- 
ment to Be 3% After January, 1936; 
President Brainard’s Letter 





In a letter to the field force of the 
Aetna Life, President M. B. Brainard 
states that the directors of the com- 
pany have voted dividends to be paid 
rext vear under a new dividend scale. 
The company states that while the new 
dividend scale gives effect to the reduced 
prevailing rate of interest, it also gives 
effect to the improved rate of mortality 
and economies of management. The net 
result, the company says, is an increase, 
generally speaking, in dividends during 
the first twenty years of premium pay- 
ing policies but a reduction in dividends 
on paid-up policies and on policies of 
long duration arising from the lower rate 
of interest used. The new dividend scale 
requires the appropriation of approxi- 
mately the same amount in the agere- 
gate as the old one. 

The rate of interest allowed in the 
Participating Department on the proceeds 
of policies left with the company and 
on dividend accumulations for all pay- 
ments falling due in 1936 will be 34%. 
This is a reduction of half of 1%. 

A similar reduction to 34% will be 
made in the Non-Participating Depart- 
ment on funds held by the company. 

From and after the first of January, 
1936, all new Participating policies will 
be written on a 3% reserve basis. New 
Participating premium rates and non-for- 
feiting values will be placed in agents’ 
hands at an early date. 





McEWEN MADE A DIRECTOR 

D. C. McEwen, vice-president and sup- 
erintendent of agencies for the Pacific 
Mutual Life, has been made director and 
executive committeeman. 
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Will Discuss Growa 2 
And Social Security 


A. L. C. ROUND TABLE PROGRAM 





Convention at Edgewater Beach in Chi 
cago Next Week; Propose New _ 
Industriai Bureau 





When the American Life Convention 
meets at the Edgewater Beach in Chi 
next week one of the sessions of gq. 
usual interest will be the Group round 
table, under the chairmanship of Ralph 
Rk. Lounsbury, president Bankers Na- 
tional Life of Montclair. The twenty. 
one suggested subjects as sent by bulle- 
tin to members include pension g 
and their effect on the National Security 
Act; effect of group annuities on the 
new Social Security Act. 

A project which has been received with 
much interest in the convention and wij 
be discussed in the annual Meeting of 
the Industrial Section Thursday is the 
proposal to form an Industrial Bureay 
in the executive office, with a staff whose 
functions will be to carry on many actiy. 
ities in behalf of Industrial company 
members, such as studies and surveys 
J. F. Maine, chairman of the section and 
agency executive of the London Life of 
London, Ont., will preside. 

There will be a meeting of the Con 
vention’s valuation committee Tuesday, 
Gerard S. Nollen, president of the Bank. 
ers Life of Des Moines, is chairman of 
the committee. 


Report on Under-Average Lives 

Another important contribution at the 
Convention’s annual meeting, which wil 
start with the annual session of the Legal 
Section, October 7 and 8, and continue 
through Friday, October 11, will be the 
report of the under-average lives com- 
mittee, to be delivered by E. M. Me 
Conney, vice-president and actuary of 
the Bankers Life of Des Moines. This 
will show results of a study which has 
been conducted for a considerable time, 
the purpose being to bring up to date 
the occupational manual prepared by the 
convention in 1931. 

The investment and investment law 
committee will meet Monday evening, 
October 7. Russell T. Byers,  vice- 
president of the American Central Life, 
is chairman. 





PORTLAND (ORE.) MANAGER 





Guardian Life Appoints L. T. Steadman, 
formerly of South Dakota, To 
Coast Position 

The Guardian Life of New York has 
appointed as manager of its agency in 
Portland, Ore., Livingstone T. Steadman. 
Mr. Steadman first became associated 
with the Guardian Life in 1928 as 4 
member of its Detroit Agency. Cor- 








sistently’ among the foremost personal 
producers in that agency, he displayed 
an aptitude for managerial work that led 
to his selection for the company’s supet- 
visors’ school. 

In July, 1933, he was appointed special 
representative for South Dakota _ané 
given supervision over the Sioux Fall 
Agency. In his present appointment 4 
manager at Portland, he succeeds Clar- 
ence S. Samuel, who recently resigned 
as the Guardian’s manager in that city 


HEAR M. L. WOODWARD 
Milton L. Woodward, general agett 
for the Northwestern Mutual Life in De 
troit, spoke last week at Richmond to the 
Virginia Association of Life Ll nder- 
writers. 


GREAT-WEST TORONTO MOVE 
The main Toronto branch of the Great: 
West Life, under the management 
H. A. H. Baker, has moved to the ninth 
floor of the Canada Permanent Building, 
where’ the agency has larger quarters. 


ACACIA MUTUAL BULLETINS 

The Acacia Mutual Life is sending ot! 
a series of bulletins on the use of direct 
mail advertising, written by T. M. Rot- 
lun, advertising manager. 
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Prudential Reception October 15 
Will Mark Co.’s 60th Anniversary 





Original Office of the Prudential at 812 Broad Street 


On Tuesday October 15 the Prudential 
Insurance Co. will be sixty years old. 
\s has been the custom for the past ten 
years the company will hold a reception 
which will be attended by leaders in 
the professional, business, clerical and 
metropolitan area. This observance had 
its inception at the time of the com- 
pany’s golden anniversary. So great was 
the response and the interest of civic 
leaders that the function has continued 
annually ever since. It is probably un- 
ique in business. 

Edward D. Duffield, president of the 
Prudential, with other company execu- 
tives will receive the guests and a buffet 
luncheon will be served. 

The office established sixty years ago 
by John F. Dryden is shown in the 
photograph above. The home office now 
covers several blocks in the heart of 
Newark, the Prudential now insures one 
person in every six in the United States 


and Canada. Even so there are some 
employes still with the company who 
have been with it almost since its in- 


fancy. 

Benefits, Tangible and Intangible 
The intangible benefits to the country 
of the Prudential’s operations have been 
tremendous. The tangible benefits in 
1934 alone included payments amount- 
ing to $419,000,000, including death 
claims, matured endowments and other 
disbursements. 

3y a curious coincidence the Newark 
Register in referring to the Prudential 
in 1875 remarked, “It may be said to be 
founded upon a rock,” this many years 
before the Gibraltar slogan was thought 
about. 

One of the most interesting stories 
of the Prudential’s steady growth is 
found in its record of paid for insurance 
over the years. 

Passed Billion Mark in 1904 

The billion dollar mark was first 
reached in 1904. In the next five years, 
or by the end of 1909, the figure was 
approximately $1,700,000,000. By 1914, 
paid for insurance in force had amounted 
to $2,600,000,000 and five years later, in 
1919, the mark was just short of $4,500,- 
(000,000. 


MYRICK’S SEPTEMBER GAIN | 

Paid-for business of the Julian S. My- 
rick agency, Mutual Life of New York, 
Was $2,027,269 for September, an increase 
over the $1,743,259 figure last year. For 
1935 total business is $25,044,221 com- 
pared with $19,131,414 that period 1934. 








From this point increases were rapid. 
By the end of 1924, the paid for insur- 
ance had almost doubled the mark at 
the end of 1919, with more than $8,100,- 
000,000, and in the ten years closing with 
December 31, 1934, there was a gain of 


more than $7,000,000,000, bringing the 
total mark up to $15,300,000,000. Assets 
are now about $3,000,000,000. 


Riehle Agency on Air; 
“March Through Life” 


EVERY FRIDAY ON WEAF RADIO 





Dramatic Playlets to Be Broadcast Start- 
ing Tonight; Agency Goes to Radio 
City to Hear Dress Rehearsal 


Riehle Associates of the Equitable So- 
ciety will go on the air tonight with a 
program over Station 

called “The March Through 
The time is 7:30 and the program 


radio dramatic 
WEAF 
Life.” 
will be 
time. 

T. M. Riehle, in announcing the pro- 
gram, says, “Considerable studying has 
eae done as to radio as a life insurance 
sales and advertising medium, particu- 
larly in local areas, at proper cost. The 
purpose of the radio program is not as 
a substitute for Riehle Associates’ regu- 
iar daily program of effort. It is being 
attempted as a ‘plus’ proposition, pri- 
marily designed to increase agents’ in- 
comes by additional leads and only gen- 
eraliy by any aid it may give agents in 
closing their regular run of prospects. 

“It is hoped that if this program is 
successful, that it may be the beginning 
of the use of radio in local areas by 
companies, life underwriter associations 
and general agents and managers to help 
further distinguish the career under- 
writer.” 

Following a recent dinner in honor of 
T. M. Riehle’s completing his term as 
president of the National Association of 
Life Underwriters the entire agency went 
to Radio City to hear a dress rehearsal 
audition of the program. Rose-Martin 
advertising agency puts on the program 


heard every Friday for some 





HEADS TOWER CLUB 
Horace Hathaway is the new president 
of the Tower Club, production group of 
the Northern Life of Seattle. 
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National Advertising Prepares 


Prospect Field 














Total circulation: —3,798,337—a vast field of pre-approached 
prospects for personal harvesting. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 


Established 1860 


50 UNION SQUARE 


Guardian of American Families 








During October, three nationally circulated magazines will carry 
Guardian advertisements that will help Guardian underwriters to 
develop a profitable Fall and Winter Market. 


Saturday Evcning Post — with 3,000,000 circulation 
New York Times Magazine—with 728,351 circulation 
Automobile Trade Journal—with 69,986 circulation 


NEW YORK CITY 


for 75 Years! 








Wm. H. Kee Completes 
One Year as Manager 


FOR MUTUAL LIFE OF NEW YORK 





Brooklyn Agency Has Made Marked 
Growth; Increased Production; 


Opened Two Branch Offices 





William H. Kee, manager of the 
Brooklyn agency for the Mutual Life of 
New York, completed his first year as 
During the 


manager there on October 1. 





WILLIAM H. KEE 
year the Kee agency has made big 
strides as an insurance leader in Brook- 
lyn. It has increased its volume of paid- 
for business, added to its full-time force, 
nearly doubled the size of its office space 
and opened two branch offices on Long 
Island. A direct successor to the War- 
ren E. Diefendorf agency, the organiza- 
tion is backed by nearly a half century ot 
progress 

Shortly after Mr. Kee became mana- 
ger the offices were moved from 185 Mon- 
tague Street into larger space at 16 Court 
Street. On January 1 a district office 
was opened at Hempstead, L. I., under 
management of Joseph E. Kunken. Last 
spring the Jamaica office was opened with 
Max Haas in charge. Both offices have 
been successful and the managers have 
continued to do a large personal busi- 


ness. The branch office at Williamsburg 
has been established more than twenty 
years. Morris Largeman is the present 


manager. 

Last spring the Kee agency invited all 
general agents and managers to a series 
of conferences in the agency auditorium 
where plans were laid for the observ- 
ance of Life Insurance Week in Brook- 
lyn. Those conferences resulted in the 
breakfast meeting attended by 2) gen- 
eral agents, managers and agents in the 


Towers Hotel at the start of Life Insur- 
ance Week. It was the first time that 
all the agencies had got together for the 
good of life insurance in Brooklyn 


started with the Mutual Life 
in Brooklyn as a personal producer in 
1922. His volume of business soon put 
him among the leaders of the company 
and later he was transferred to New Jer- 
sey territory. He built up his business 
on the basis of counselor and client and 
he is directing his efforts now toward 
building his agency on that same basis 
He became Brooklyn manager October 1, 
1934. During the past year an advertis- 
ing campaign directed to public school 
children resulted in 700 inquiries in tw 
days and will probably lead to the intro- 
duction of insurance speakers in the 
schools. 


Mr. Kee 





Pettingill, manager for the 
twenty- 


George B. 


Prudential in Clyde, N. Y., for 
five years, 


died recently. 
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Leon O. Fisher Dead; 
Officer of Equitable 


VICE - PRESIDENT OF SOCIETY 


New Englander Who Went to Work At 
14; Supervised Building Home Office; 
On Railroad Committees 


Leon O. Fisher, vice-president of the 
Equitable Society and since January of 
this year a member of its board of direc- 
tors, died suddenly Wednesday morning 
at his home in Yonkers, N. Y. 
in his sixty-sixth year. 


He was 
The funeral will 





LEON O. 


FISHER 


be held at 2:30 P. M. Friday afternoon 
at St. John’s Episcopal Church, Yonkers. 

Mr. Fisher was a New Englander who 
started working when he was fourteen 
years old, entered life insurance via ac- 
countancy, was supervisory officer in the 
building of the Society’s present home 
office, and lately had been active on rail- 
road bond protective committees. He 
was also a prominent citizen of Yonkers, 
where he resided twenty-six years. 

Mr. Fisher was a native of New Hamp- 
shire. He attended the Manchester high 
school, was exceptionally good with fig- 
ures, and got his first job in the freight 
claim department of the Fitchburg Rail- 
road. He came down to New York City 
to go with the freight claim department 
of the New York Central and was with 
them for a year and a half. 

Becomes A C. P. A. 

While in New York he became a C. 
P. A., quit the railroad business to join 
the staff of William Trenholme, Toole & 
Dennis, public accountants. He soon 
joined Haskins & Sells, one of the lead- 
ing accountancy outfits of America and 


became a member of that firm before 
three years were out. 
His first contact with the Equitable 


came while he was with Haskins & Sells 
in 1906. That same year the Equitable 
Society appointed him general auditor. 
He was elected third vice-president in 
1912, second vice-president in 1918, vice- 
president in 1929 and a director this year. 

One of the high spots of his career 
was the erection ten years ago of the 
Equitable’s home office building on Sev- 
enth Avenue. As chairman of the office 
auxiliary committee, he was the officer 
of the Society most directly in charge of 
the building operations, and consider- 
ably added to his reputation in the sup- 
ervisory activities. 

In 1918, from February to September, 
Mr. Fisher was in Washington as chief 
of the administration branch division of 
purchase, storage and traffic of the War 
Department under General Goethals 
Assistant Director of War Risk Bureau 

From February to November, 1919, he 
was assistant director, Bureau of War 
Risk Insurance, U. S. Treasury Depart- 
ment. While with the War Risk Bureau 


he had considerable to do with arranging 
for the designing of the war risk policy, 
an unusually artistic and beautiful piece 
In his possession is a copper 


of work. 
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plaque of this policy signed by Carter 
Glass, who was Secretary of the Treas- 
ury; Jouett Shouse, who was Assistant 
Secretary; and Director Cholmeley- 
Jones of the War Risk Bureau. It was 
presented to Mr. Fisher by Secretary 
Glass. 

Mr. Fisher’s latest activities included 
being chairman of the Protective Com- 
mittee for Holders of Central of Georgia 
Rk. R. Consolidated Mortgage 5% Bonds; 
and chairman of the 4% mortgage bond 
protective committee of the Chicago, 
Rock Island & Pacific. 

He was a member of the advisory com- 
mittee of the Mutual branch of the 
Chase National Bank; was a member of 
the Unemployment Relief Commission 
of Yonkers; was chairman of the Second 
Regional Committee, Boy Scouts of 
America: and was president of the Yon- 
kers Council Boy Scouts of America 1921 
to 1926. Another chairmanship he had 
was on Mayor Wallin’s committee to in- 
vestigate the Yonkers pension system. 
Formerly, he was governor of the Sleepy 
Hollow Country Club. One of his clubs 
was The Pilgrim of the U. S., which has 
done so much in the cause of interna- 
tional amity. 





HONOR CO’S PHOTOGRAPHER 


Sheldon H. Hine, photographer of the 
Lincoln National Life, is recognized as 
one of the outstanding photographers of 
the United States and his “Thick Weath- 
er” has been printed in the new Year 
Book of photography, “U. S. Camera,” 
there being 150 photographers repre- 
sented. The picture was put on exhib- 
ition at Rockefeller Plaza, New York 
City, this week and earlier was shown in 
Tokyo, Japan. 


John J. Kemp Charged With 
Misappropriating Premiums 
A large number of insurance people 
who know John J. Kemp, general insur- 
ance man of Fifth Avenue, New 
York, were shocked this week when they 
learned he had been arrested, charged 
with misappropriating premium and divi- 


551 


dend payments passing through his 
hands. Numbering among his clients 
many prominent stars of the stage, 
screen and musical world, Kemp had 


often been the subject of articles in the 
insurance and theatrical papers. He was 
known to have done many generous and 
kindly acts in taking care of insurance 
of members of the theatrical profession 
when they were out of touch on the road 
or temporarily out of funds. In one case 
he carried the life insurance of an old 
time actor who was down on his luck 
and sick. When this actor died Kemp 
delivered to his widow a check for the 
insurance in full on policies that were 
thought by the family to have long since 
lapsed. Some of Kemp’s professional 
clients used to have royalty checks sent 
to him for safe keeping while they were 
abroad or on the road. Having to go to 
work when but nine years old Kemp had 
a hard youth. He was proud of his rise 
and of the many friends he had among 
prominent stars. Financial pressure ot 
living up to this circle was given by the 
authorities as the probable cause of 
Kemp’s situation. 








SALESMAN'S 


PROOF 





like and will buy it. 


ing idea: “superior. contract.” 


LIFE INSURANCE COMPANY 





Though a product or service may be technically 
sound—the very apple of its makers eye—it can fail 
miserably if the prospect doesn’t like it. We have 
long been sure that the Mutual Benefit policy con- 
tract is technically and “mutually” sound .. . but 
Mutual ‘Benefit men proved again that prospects 
Here is the proof: they hung 
up a new record in submitted applications, doubling 
the goal they had set and far surpassing the pre- 


vious best week of the Company’s history. The sell- 


The Mutual Benefit 
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Northwestern Mutual's 
New Annuity Rules 
SINGLE PREMIUM FORMS Aly 


Put Limitation Also on Changing Po| 
icies Soon to Mature; Annuities a 
At Young Ages 





A number of changes in rules applying 
to annuity and single premium Policies 
have been made by the Northwester, 
Mutual Life. Hereafter single Premium 
and endowment policies will not be js. 
sued on any plan for which rates are Not 
listed nor for amounts permissible unde; 
previous rules but which require a Single 
premium in excess of $40,000 inclusive of 
any single premium for insurance or ap. 
nuity paid on the same life within on 
year. Also such single premium policies 
will not be issued for delivery unless the 
required premium is collected with the 
application. 

The company further states that afte; 
placing a limitation on the issuance of 
single premium policies it follows that 
some limitation must also be placed on 
the existing practice of changing policies 
to fully paid up and to endowmens 
shortly maturing. No change is contem- 
plated in the practice of changing pol- 
icies to lower premium and reserve plans 
As to changes which involve a substan: 
tial increase in the policy reserve (other 
than conversions of term policies) it js 
impossible to furnish a definite rule ap- 
plicable to all cases but generally and for 
the present changes from annual prem. 
ium to single premium (i.e. to fully paid- 
up) or change to an endowment plan 
shortly maturing will not be made where 
it appears that the object is to secure a 
safe investment for funds in hand of 
substantial amount. 

With reference to life annuities at 
young ages the company says, “It was 
not supposed that anyone would consider 
the purchase of a life annuity producing 
an annual yield of less than about 5% 
Numerous requests for quotations at 
ages under 40 indicate that agents are 
soliciting annuity applications without 
regard to the rate of yield. In some cases 
for which rates have been requested the 
yield (percentage of purchase price pay- 
able annually) has been less than 4% 
The home office believes that the issu: 
ance of single life annuity contracts a! 
ages where the vield is under 434% may 
eventually result in misunderstanding 
For this reason the actuarial department 
will, except under special circumstances, 
decline to quote rates at the young ages 
where the annual vield is less than 44% 
1. e. less than $45 per annum for each 
$1,000 of purchase price.” 





‘ . 
New Accident Policy 

On October 1 the Connecticut General 
Life released to its agents a new acti- 
dent insurance policy covering accidental 
death for those who fly for pleasure or 
for private business in fully licensed ait- 
planes. For some years those insured 
under the Connecticut General's regular 
accident insurance policies have been 
covered while travelling as passengers 
en regular air lines with licensed pro 
fessional pilots but a policy covering 
those flying their own or chartered 
planes is a new departure, a landmark in 
both accident insurance and aviation. 
In addition to the airplane hazard the 
new policy covers death due to any ac 
cident. The rate is $15 per $1,000. In 
order to keep the rate low, the more 
hazardous types of flying and ail profes 
sional flying are eliminated from the cov 
erage. 
In devising the coverage and arrivitig 
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at the rate the Connecticut General’s ac 
cident department has had the assistance 
of William W. Brinckerhoff of New 
York City, a specialist in aviation insult 
ance and Treasurer of the Private Fliers 
Association. 
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Othce Management Group 
Considers Field Viewpoint 


Appreciation of the field point of view 
4s an attribute to better home office man- 
qvement was discussed by George W. 
Skilton, retiring president of the Life 
Ofice Management Association in Cin- 
cinnati this week. He said, “Only a short 
while ago we nonchalantly shrugged our 
shoulders and remarked that the general 
agent's office was his concern. Now we 
realize that every minute we can save 
the general agent or manager means 
ereater development of his agency and 
increased production.” Mr. Skilton is 
comptroller for the Connecticut General. 

The meeting which was the twelfth 
annual conference of the L.O.M.A. drew 
approximately 250 representatives from 
member companies to the Netherland 
Plaza Hotel in Cincinnati. Discussion 
this year centered chiefly around the 
selection and handling of office person- 
nel and the part that the individual plays 
in eficient management. Many of the 
papers presented were of a_ technical 
nature. 

Mr. Skilton said in his address: “The 
management executive must understand 
and appreciate the field point of view if 
he is to function most efficiently. He can 
be a good office manager with little con- 
ception of field problems, but he can be 
a far better office manager if he consid- 
ers the field viewpoint in every home 
ofice decision. 

“The dividing line between the home 
fice and the field is very indistinct as 
afew examples will show. In some com- 
panies, all agency commissions are paid 
directly from the agencies; in others, 
first commissions are paid from the 
agencies, renewals from the home office. 
Some companies have an abbreviated 
form of premium report—just the sim- 
plest that can be made. Others require 
the field to complete more elaborate and 
complicated reports. Some mail all pre- 
mum notices from the home office; 
others send them to the agencies for 
mailing. Some keep production records 
which show the general agent or man- 
ager each day exactly where his agency 
and each of his men stand with relation 
to their quotas. In some companies all 
of this work is left to each agency; in 
others, the figures are prepared monthly 
at the home office. This list could be 
mereased to cover almost every agency 
clerical function. 

“As specialists in management we 
should analyze every function of our 
agencies. First, we should find out why 
each operation is performed—i.e., is it 
really necessary? You'd be surprised to 
know how expensive certain jobs are and 
how relatively unimportant. 

“Having learned the why of each oper- 
ation, then let us study where this oper- 
ation can be most easily and most eco- 
nomically performed. Again we will be 
surprised to learn that some necessary 
agency functions can be more economic- 
ally performed at the home office without 
any loss in efficiency. 

I favor the establishment of a sepa- 
tate department to carry on research and 
systematizing work among the cashiers 
-~ have that department responsible 
md for leases, equipment, training of 
Po cy clerks and auditing. This system 
gajcertain definite advantages in that 
thos a na a department whose sole func- 
the Pd © serve the field on all jobs with 
in § Reption of production thus reliev- 
ator: agency department for the more 
portant activities. 

Tn attempting to study your agencies 


I suggest that you select some agency 
fairly near your home office and analyze 
it very carefully. Then translate your 
analysis into a definite time study for all 
of your agencies. It will give you an 
exact picture of what transpires in an 


agency and the difference between the 


various agencies. In your studies I am 
sure you will come to appreciate the 
cashier. 

“The Life Office Management Associa- 
tion is making plans to assist the cashier 
and her employes in acquiring a more 
complete knowledge of life insurance. 
We have seen how eager the average 
home office employe has been to learn 
more about his job. The number of stu- 
dents taking one or more Institute ex- 
aminations in 1935 was more than doub’e 
the enrollment in 1933 and we have not 


But of 


were 


yet reached the saturation point. 
these 1,750 students only a few 
field employes.” 


Many Speakers on Program 


The three days of conference sessions 
on problems of home office management 
brought many speakers before the meet- 
ing. The L.O.M.A. Institute seminar held 
the fourth day added another list to the 
program. Many of them hold important 
management positions in the companies 
they represented. 

Charles Hommeyer, vice-president, 
Union Central Life, was general chair- 
man of the meeting. W. Howard Cox, 
president of that company, made the ad- 
dress of welcome. Charles F. Williams, 
president, Western and Southern Life, 
made the final address before adjourn- 


L.O.M. A. Report May Lead To 
Destruction of Records Code 


A report which may lead to the adop- 
tion by life companies of a uniform code 
for destruction of old records was pre- 
sented before the Life Office Manage- 
ment Association by Sydney A. Smith, 
secretary, Penn Mutual. Mr. Smith is 
chairman of the committee which made 
a study of company practices in the dis- 
position of obsolete records. Any solu- 
tion which L.O.M.A. may reach will be 
presented for approval to the National 
Convention of Insurance Commissioners. 
John Mayer, Penn Mutual, led the dis- 
cussion on the report. 

Two interesting demonstrations fol- 
lowed Mr. Smith’s address. H. U. Doeb- 
ler, Remington-Rand, Inc., demonstrated 
the dexigraph and John K. Boeing, East- 
man Kodak Co., the recordak—equipment 
used in “destruction of records” program. 
Mr. Boeing said, “Approximately 2,352 
documents the size of a letterhead sheet 
or about 8,000 documents bank check size 
can be photographed on a 100 foot roll 
of Recordak film.” He estimates that 
the film record occupies considerably less 
than 1/100 of the space occupied by the 
original documents. 

Mr. Smith said: “There is a need for 
a standard records destruction program, 


embodying standard terminology, for life 
companies, a program based upon wider 
cxperience than any one company can 
command, upon the soundest legal opin- 
ions and with the cost conscious view 
which typifies far-seeing management.” 

He continued: “The factor of costs 
should be noted if records have been 
routinely set up in such a way that they 
have to be read for the purpose of with- 
drawing the obsolete portion. The cost 
involved in reading and examining many 
types of files in order to withdraw use- 
less records is frequently in excess of 
the value of the filing space occupied. 
However, this statement is just another 
argument for closer attention on the part 
of management to the filing problem in 
its early stages. 

“The perfect inactive filing system 
would be so simple that anyone familiar 
with the business would know instantly 
where to look for a particular item—and 
find it. Such a system would also be 
inexpensive yet durable, dust and vermin 
proof, moisture resisting, large enough 
to accommodate all records but with an 
eye always to economy of space and, 
finally, suited for the orderly removal 
of more obsolete records to remote stor- 
age or ultimate destruction.” 


William Breiby Presents ‘Tables 
To L.O.M. A. for Further Study 


Successive steps in the normal devel- 
opment of a life insurance company were 
outlined by William Breiby, consulting 
actuary in the firm of Fackler & Breiby, 
New York, at the opening session of the 
L. O. M. A. conference. Mr. Breiby laid 
particular emphasis on home office func- 
tions and showed the necessity for build- 
ing soundly and with foresight. 

Mr. Breiby does not believe in a uni- 
form set-up for all companies. At the 
opening of his remarks he stated: “I 
cannot be otherwise than an advocate of 
both efficiency and economy. Neverthe- 
less I would dislike seeing the several 
life insurance companies emphasize effi- 
ciency to the point of. producing a coid 
operating machine, along standardized 


lines, subordinating completely the hu- 
man relationship. It may be a fortunate 
thing for the life insurance institution 
that on the whole we have different 
forms of organization reflecting different 
personal viewpoints, tastes and biases.” 

His paper, necessarily sketchy, traced 
the growth of home office functions from 
the time the company is organized until 
it is one with more than $500,000.000 in- 
surance in force. At its conclusion Mr. 
Breiby said: “I hope I have presented 
something which will serve as the basis 
or incentive for more detailed study and 
discussion. I have become quite enticed 
with the idea of an article, or rather a 
volume, covering: Outlines of model or- 

(Continued on Page 10) 





ment speaking on the personnel equation 
in the management of a life insurance 
company. John F. Ruehlmann, vice- 
president of the Western and Southern 
presided at that session. 

An exhibit of office equipment was 
again a feature of the meeting this year. 
The annual banquet was held on Monday 
evening at the Netherland Plaza. 





Retires as President 


GEORGE W. SKILTON 


A solid ivory gavel was presented to 
George W. Skilton, retiring president of 
the Life Office Management Association, 
as a remembrance to him for his two 
years of service from 1933 to 1935. The 
presentation was made on behalf of the 
association by Ralph Coombes, assistant 
secretary, Massachusetts Mutual, at the 
business meeting on Tuesday. Mr. 
Skilton automatically becomes a direc- 
tor of the association 


G. Hardwick and R. Boissard 
Elected by L. O. M. A. 


Gordon A. Hardwick, vice-president 
and comptroller of the Penn Mutual Life, 
was elected president of the Life Office 
Management Association at its annual 
convention in Cincinnati this week. Dur- 
ing the past year he has been first vice- 
president. Richard Boissard of the Na- 
tional Guardian was advanced to first 
vice-president and R. A. Taylor, assist- 
ant comptroller, Sun Life of Canada, was 
added to the executive group as second 
vice-president. ; 

R. R. Coombs, assistant secretary of 
the Massachusetts Mutual, and H. T. 
Polk, treasurer, National Life & Acci- 
dent, were added to the board of direc- 
tors, as was the retiring president, 
George W. Skilton, comptroller of the 
Connecticut General. Other directors 
who remain are A. A. Rydgren, Conti- 
nental American; L. C. Ashton, Provi- 
dent Mutual; Nelson P. Wood, State 
Mutual; H. W. Foskett, Equitable Life 
of Iowa; James B. Slimmon, Aetna Life, 
and William F. Hagerman, Minnesota 
Mutual. 








Page 10 










+— Lie —_- 






—— ee FP 
esse] THE EASTERN 
UNDERWRITER sss 







October 4, 1933 








L.O.M. A. Cincinnati Meeting 


Fowler, General Agent, 
At Cincinnati Conference 


One general agent spoke before the 
L.O.M.A. conference in Cincinnati this 
week. He was L. D. Fowler, general 
Connecticut Mutual, Cincinnati, 
the 


of agency branch au- 


agent, 
and he spoke at session on home 
office supervision 
diting. Other speakers were Everett R. 
Walker, State Mutual Life; William F. 
Hagerman, Mutual; Phil D. 
Miller, General; Ray W. 
Simpkin, Connecticut Mutual, and R. A. 
Taylor, Sun Life of Canada. 

Mr. Fowler said in part: “The 


faction of knowing where you are in an 


Minnesota 
Connecticut 


satis- 


agency and where you are going cannot 
be possible if the home office does not 
keep adequate records of all agencies 
and if the general agency office records 
are not simple and complete. However, 
most important of all is a department 
or man qualified to take this information 
and through analysis give the general 
agent vital statistics on his agency, which 
can be practically applied by the general 
agent to his particular problem. 

“This is your problem because you 
alone have access to the records which 
provide the vital statistics of agency 
management and long range probabili- 


Breiby Address 


(Continued from Page 9) 





ganizations for companies of different 
sizes; a tracing of all the operations and 
successive steps involved in the company. 
I commit that work to the members of 
this association.” 

As an aid to any work of the type sug- 
gested Mr. Breiby submitted to the as- 
sociation appendices to his paper cover- 
ing: Outline of functional activities of a 
life insurance company. Analysis of cer- 
tain phases or features in home office or- 
ganization covering committees, special 
departments and machine equipment. 
Business in force per each home office 
employe, giving date as of December 31, 
1934, for 135 Ordinary companies and 59 
Industrial companies. The appendices 
cover twenty typewritten pages. 

Mr. Breiby discussed the objectives of 
a life insurance company, its personnel, 
the necessary division of labor among 
home office officials, office equipment, 
type of home office building and _ its 
location. Early in his discussion he 
cited the importance of the agency man. 
He said: “The setting up of the office 
organization is comparatively simple con- 
trasted with that of developing an agency 
force. That is the big problem—to get 
business. That problem needs an agency 
man of first class calibre and experi- 
ence.” 





HOLD INSTITUTE SEMINAR 

Casper K. Blackburn, educational sec- 
retary of the association, presided at the 
L.O.M.A. Institute seminar held yester- 
day. Speakers were H. N. Hamilton, 
Union Central; Ralph R. Coombs, Mas- 
sachusetts Mutual; W. P. Barber, Jr., 
Connecticut Mutual; E. W. Barnhart, 
United States Department of the In- 
terior; Ralph W. Beeson, Liberty Na- 
tional Life, and Charles M. Taylor, Prov- 
ident Mutual. 


ORDWAY TEAD SPEAKER 

Ordway Tead, author of “The Art of 
Leadership” and lecturer in personal ad- 
ministration, Columbia University, was a 
speaker before the annual conference of 
the Life Office Management Association 
Monday afternoon. E. E. Reid, manag- 
ing director, London Life, was chairman 
of the session. 





Elected President 


GORDON A. HARDWICK 





M. A. Bills Discusses Types 
Of Tests for Employes 


Tests furnish one means of 
judging an applicant, Marion A. Bills, 
assistant secretary, Aetna Life, told the 
the Life Office 
Management Association on Monday. 
Mr. Bills is chairman of the committee 
investigating the present status of intel- 
ligence and aptitude tests for life insur- 
ance clerical workers. 

Other speakers at the session were S. 
E. Mooers, secretary, Acacia Mutual; H. 
L. Rhoades, Metropolitan Life; G. A. 
Burns, Canada Life; Dr. H. C. McAlister, 
Lincoln National, and D. M. Stevenson, 
assistant secretary, London Life. 

Some of the points Mr. Bills brought 
out in his report were these: “The Army 
Alpha test, practically unchanged but 
now named Bureau Test VI, is used in 
nineteen insurance companies today. An 
early study of this method showed the 
correlation between the rating by a job 
supervisor and the test scores was dis- 
couragingly low. The essential govern- 
ing factor had been missed—the wide 
spread in the ability needed in jobs which 
were as unlike as those of file clerk and 
senior underwriter. 

“Then gradually with other companies 


simply 


conference session of 


smaller groups were carefully studied. 
Two fairly definite results have appeared, 
both connected with critical scores: 


First, a mental alertness test will pre- 
dict with an astonishing degree of ac- 
curacy the level of work which any per- 
son can do with a degree of satisfaction 
which permits his continuance on the 
job. Second, it will predict the length 
of time which it will take for that per- 
son to learn the job. There is another 
phase of testing which most of us try to 
cover in an interview—interest and per- 
sonality.” 





ACOUSTICAL DEMONSTRATION 


Among features on the L.O.M.A. pro- 
gram was an acoustical demonstration 
lecture by Harold R. Berlin, Johns-Man- 
ville Sales Corp. He said that noise has 
a three-fold effect on humans—impair- 
ment of health, efficiency and hearing 
He demonstrated how noise can be re- 
duced. “An installation of quieting treat- 
ment in the telephone room of the West- 
ern Union Co. at Cleveland,” he said, 
“reduced the number of errors made in 
handling messages 42%, a net saving of 
3% in the cost of each message.” 





Actuaries Discuss 
Social Legislation 


MEET IN TORONTO THIS WEEK 


Prominent Men Address Actuarial Soci- 
ety of America; Canadian Compa- 
nies Give Banquet 


Social security legislation and unem- 
ployment insurance as it exists in both 
Canada and the United States was an 
important part of the discussion at the 
fall meeting of the Actuarial Society of 
America held in Toronto yesterday and 
today. The business of the meeting in- 
cludes discussions presented at previous 
meetings and presentation of new pa- 


pers. J. G. Parker, actuary, Imperial 


Life of Canada, presided and made the 


opening address. 

A banquet was given members of the 
Society and their friends by life com- 
panies of the Province of Ontario. It 
is six years since the society met in 
Toronto. 

M. Albert Linton, president, Provident 
Mutual Life, presented a paper on the 
reserve provisions of the Federal Old 
Age Security program. H. H. Wolfen- 
den, consulting actuary of Toronto, dis- 
cussed the actuarial basis of the Can- 
adian Employment and Social Insurance 
Act of 1935. W. R. Williamson, Trav- 
elers, Hartford, and Otto C. Richter, 
American Telephone & Telegraph, New 
York, also presented a paper on the So- 
cial Security Act stressing the work of 
the committee on economic security. 

Speakers on other topics included Ar- 
thur Hunter, New York Life, “Replacing 
old policies by new insurance”; John K. 
Dyer, Jr., Prudential, “Some notes on 
the theory of Group annuity valuation” ; 
J. E. Hoskins, Travelers, “Further notes 
on changes in policy forms”; John L. 
Roberts, a member of the society who 
lives in Brunswick, Me., “A family of 
osculatory formulas.” 

Among the technical papers presented 
was one by Kingsland Camp of the 
Equitable Society explaining the theory 
underlying the dividends payable on par- 
ticipating annuity contracts. The tech- 
nique was devised by Robert Henderson, 
chief actuary of the Equitable. 

Mr. Wolfenden in his discussion of 
Canadian social legislation said in brief 
that the powers of the commission to 
impose additional terms in respect of 
casual, seasonal and intermittent work- 
ers, and certain married women, and to 
extend the plan to any of the employ- 
ments which are at present excepted, 
provides as widespread and elastic a pro- 
ject as can be undertaken safely under 
Canadian conditions and in the light of 
the experiences of other plans. Stress is 
laid upon the importance of the functions 
of the advisory committee, which is to 
report upon the financial condition of the 
unemployment insurance fund every year 
or whenever the fund is likely to be in- 
sufficient to discharge its liabilities. 

With regard to health insurance, it 
was pointed out that the act refers the 
whole question to the commission for 
consideration, and that no specific health 
insurance plan is included. 

Concluding, the paper expressed the view 
that this legislation will put to a severe 
test the administrative capacity and co- 
operative ability of the Canadian people, 
and that there is inherent in it a chal- 
lenge from which few persons in the 
Dominion will find it possible to escape. 
“Nevertheless,” he said, “it may be hoped 
that it contains enough of thoughtful 
care and common sense to ensure at least 
that it will provide an honest channel 
for an attack upon the problem of alle- 
viating financial distress consequent on 


unemployment.” 

In their discussion of the American 
bill Mr. Williamson and Mr. Richter 
pointed out that those qualities of insur- 
ance applicable to Social Security are 
risk-sharing, cash indemnity, statistical 
analysis, coinsurance, organizations to 
collect funds and disburse benefits and 


a 


Linton Cites Problems 
In Huge Federal Funq 


TALKS ABOUT SECURITy BILL 


Discusses Several Aspects of Act Befo, 
Actuarial Society of America ‘ 
at Toronto 


M. Albert Linton, president, Provident 
Mutual Life, was a prominent speake 
on the program of the Actuarial Society 
of America in session at Toronto yes. 
and today. ; 
aspects, 


terday He discussed. the 
actuarial, political and 
financial, of the proposal to build a huge 
reserve fund of some $47,000,000,000 with. 
in forty-five years to support the con. 
tributory old age pension program pro- 
vided by the Social Security Act. \,; 
Linton said in part: 

The actuarial considerations have to do 
with the method of calculating the ap. 
nual appropriation to the reserve a¢. 
count; with the wisdom of the assump- 
tion made by the Senate and Finance 
Committee that the average retiremen 
age would be about sixty-seven and one. 
half; and with the shifting to the coming 
generation of a part of the cost of ou 
pension load, by charging them more 
than the actuarial premium correspond. 
ing to the benefits they will receive. 

The political considerations are felt to 
be the dominant ones in determining the 
success or failure of the program. The 
building of the reserve fund will require 
a very large excess of taxes over benefit 
payments and expenses. The excess js 
expected to continue for about thirty 
years reaching as much as one and one- 
quarter billion dollars in 1950. The sug- 
gestion that Congress would actually be 
willing to add hundreds of millions of 
dollars each year to a fund already ru- 
ning into the billions seems almost fan- 
tastic. Other things are almost sure to 
happen. 

Much more likely is action by Congress 
to increase the pensions, lower the pen- 
sion age or spend the money for ex- 
traneous purposes which would be politi- 
cally adavntageous. Increasing the fu- 
ture pension load might be extremely se- 
rious and cause the system eventually t 
fall of its own weight. Spending the 
money for extraneous purposes would not 
achieve the objectives for which the re- 
serve is to be built—namely to lighten 
the load on future generations as they 
face the problem of meeting three and 
one-half billions of benefit payments. 

The financial considerations deal with 
the consequences if the reserve fund ac- 
tually should be built. Since its funds 
must be invested in United States Gov- 
ernment obligations, of which the pres- 
ent total is less than thirty-four billions, 
it would appear not only that the Federal 
debt would never be reduced but that it 
was to be kept alive and completely 
transferred to the reserve account. 1s 
it sound not to look forward to a reduc- 
tion of the debt? Furthermore, if United 
State Government obligations are to be 
absorbed by the reserve account what 
will take their place as liquid invest- 
ments in the portfolios of the banks and 
other financial institutions ? ‘ 

Mr. Linton discussed the essential dif- 
ferences between life insurance compan) 
reserves and reserves in a nation-wide 
public pension plan supported by taxi 
tion. Finally he urged that actuaries 
give the whole subject the most carell! 
study so that constructive suggestions 0! 
change may be made. In that study he 
suggested that the broad principles ut 
derlying the British contributory old agt 
plan should be given much consideration 


many 





the derived quality of risk-preventiol 
Those insurance qualities not applicable 
are the level-premium idea in life inst 
ance, cash values, specific interest rates 
underwriting or selection, exactness 0! 
cost estimates. The need for further 


search in cooperation with professioné 
groups was stressed. 
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This painting by Jules Adolphe Breton is reproduced through the courtesy of The Corcoran Gallery of Art, Washington, D. C. 





Dp" the spring and summer the 
seed is sown and crops are culti- 
vated. At harvest-time, the fruits of labor 
are gathered and stored for the days when 
Nature may be less kind. In the spring 
and summer of life, men and women save 
in order to reap the harvest of a retire- 
ment income during their autumn years. 

One of the best retirement plans is the 
New York Life Annuity Endowment. 
You save a fixed amount each year for 


your premiums. When your policy ma- 
tures, you are guaranteed a monthly re- 
tirement income that will last as long as 
you live. In event of death before your 
annuity begins, your family is protected. 

Thus you have “double protection,” 
that is, protection for your family and 
yourself. Ask the New York Life rep- 
resentative in your community for full 
information ... or write for our Annuity 
Endowment booklet. 


i. Fe HARVEST 


eesti 
To our Policy-holders and the Public: Early in 
1929, when the speculative boom was at its height and 
we were sometimes criticized for being “too conserva- 
tive” in our investments, this Company’s position was 
stated as follows: “ This bull market creates the great- 
est need this country has ever had for institutions that 
will hold fast to security as their foundation. What 
goes up too far may come down too far.” In investing, 
safety should always be the first consideration. Much 
of the strength of a sound life insurance company in 
periods of depression is the result of pursuing a con- 
servative financial course in good times as well as bad. 


ODAownar O~ . Pmancnah— 


President 





SAFETY IS ALWAYS THE FIRST CONSIDERATION . . . NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


A MUTUAL COMPANY" 


THOMAS A. BUCKNER, President 





New York Life Emblem Since 1859 


FOUNDED IN 1845 
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Massachusetts Mutual 
To Have Radio Program 


WILL START ON NEXT SUNDAY 
Individual Local Stations to Carry 
“Jewels For Tomorrow”; A 
Musical Presentation 

Massachusetts Mutual goes on the air 
October 13 for twenty-six weeks of 
broadcasts every Sunday. It will not be 
a national network but individual local 
stations v.ill be used in cities which are 
so located that between forty and fifty 
general agency territories will be reached. 
The type of program will be popular mu- 
sical selections, the hits of today and 
yesterday played by Palmer Clark’s or- 
chestra, which orchestra was a feature of 
the Chicago World’s Fair. The orchestra 
has fourteen musicians and a number of 
soloists will perform. These artists are 
well known on radio. The name of the 
program is “Jewels For Tomorrow.” The 
insurance tie-up will consist of human in- 
terest siories by Jean Paul King, famous 
radio commentator, which stories will 
have an insurance angle too. 

The series is built around the idea that 
the popular selections of yesterday and 
today will become the musical “Jewels 
For Tomorrow.” Thus Victor Herbert’s 
sprightly “Kiss Me Again” will share the 
program honors with Hoagy Carmichael’s 
“Stardust,” and the musical comedy airs 
that the world whistled fifteen years ago 
will be interspersed with the best mu- 
sical hits of today. 

“Jewels For Tomorrow” is principally 
a musical program, and only a few brief 
moments are for commercial announce- 
ment. 

‘The final broadcast will be April 5, 
1936, and by then the Massachusetts Mu- 
tual name is expected to have become 
familiar to many new prospects. 


N. Y. Chapter of C.L.U.’s 
Hears Julian S. Myrick 


At a closed session of the New York 
Chapter, Chartered Life Underwriters, 
the members heard Julian S. Myrick, 
one of the directors of the American 
College of Life Underwriting, discuss the 
future plans of the college, especially in 
reference to the proposed increase in the 
endowment fund. The meeting was held 
Monday with President Benjamin Alk in 
the chair. 

Others speaking briefly were Harry 
Krueger, secretary-treasurer; C. L. Post, 
former president of the chapter, and 
Thomas G. Murrell, who was recently 
elected treasurer of the national chap- 
ter. 

Glenn Dorr, former president of the 
New York chapter and now head of the 
Life Underwriters’ Association of New 
York City, was given a greeting by the 
chapter. 

Leroy F. Whitelaw, educational com- 
mittee chairman, held a meeting of the 
committee on the compilation of infor- 
mation regarding company provisions, in 
regard to slight amendments to the com- 
pilation. It is*intended to revise the 
work every six months. 





AGE 70, LEAVES PRUDENTIAL 

Frederick Skinner, seventy years old 
and therefore ten years older than the 
Prudential for which he was a claim in- 
spector, retired this week. 

ON BOARD ROTTERDAM 

A. W. Greason, Jr., an employe of the 
Mutual Benefit Life in Newark, was 
among the passengers rescued from the 
ship Rotterdam when it went on a reef 
this week. His father is vice-president 
of the National State Bank. 

Officials of the Rural Bankers Life 
Agency Co., Inc., of South Bend, Ind., 
have filed papers with the Indiana sec- 
retary of state changing the name to the 
Pure Protection Agency Corp. 
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A NEED DRAMATIZED — A 
NEW PROSPECT CREATED! 


"Prudent business men carry fire 
insurance as a matter of course on 
their buildings, equipment and 
And yet if there are 3 
partners, aged 50, there are 23 


stocks. 


chances that one of them will die 
within the next 24 hours to one 
chance of fire. That may mean an 


‘orphaned’ business." 


Thousands of prudent business men will re- 


consider the adequacy of their life insurance 


(both business and personal) this month as 


Northwestern Mutual agents use this arrest- 


ing approach from their Company's current 


full page 


advertisement in 


NATION'S BUSINESS. 


é The 
Northwestern 
Mutual 


LIFE INSURANCE COMPANY 





TIME 


and 


The assets of the Northwestern Mutual, as reported to state insurance 
departments, now total a billion dollars—a great estate administered 
for the mutual welfare and protection of more than 600,000 policy- 
holders with over three and one-half billions of insurance in force. 

















New York Seminar _ 
And Dinner Oct, 19 


OSBORNE BETHEA IS CHAIRMAN 





Packs Ten Speakers Into Aft 
Program; Sales Executive — 
Socony is Dinner Speaker 





The first dinner meeting and the an- 
nual fall selling seminar of the Life Un- 
derwriters Association of New York City 
are scheduled for October 10, Boy, 
events will be held in the grand hallroon; 
of the Hotel Pennsylvania. Osborn, 
Bethea, general agent, Penn Mutual, 
chairman of the seminar committee has 
packed his entire program into the after. 
noon. The dinner will follow the same 
evening. 

At the dinner John M. Fraser, retiring 
president, will turn over the gavel of 
office to Glenn B. Dorr. The speaker js 
Frank W. Lovejoy, sales executive of the 
Socony Vacuum Oil Co. Mr. Lovejoy 
has devoted nearly his entire busines: 
life to sales production. At one time he 
was New York Sales Manager for Curtis 
Publishing Co. As last year, the confer. 
ment of C.L.U. degrees will be made at 
the dinner meeting. 

The seminar session will start in the 
early afternoon with the first feature 
billed as Benito Miscalino and his Pe 
Ragazzi. What it is all about has noi 
been announced. Captain Tim Heal 
popular radio personality and originator 
of the Ivory Stamp Club of the air, is the 
next speaker. He has selected an insw:- 
ance subject. 

Seven New York insurance men wh 
have all made a success of their personal 
production will give a practical treatment 
of sales technique from the approach to 
the close. They are Sadler Hayes, Mur- 
rell agency, Connecticut General: 
Thomas Carpenter, McMillen agency, 
Northwestern Mutual; Benjamin Salin- 
ger, De Long agency, Mutual Benefit: 
Robert A. Bernard,  Luther-Keffer 
agency, Aetna Life; John D. Howeli 
Bethea agency, Penn Mutual; Harold J 
Ransom, Fraser agency, Connecticut Mv- 
tual, and Percy A. Peyser, Patterson 
agency, Massachusetts Mutual. C. Pres- 
ton Dawson, Beers agency, New Englan 
Mutual, has consented to repeat his talk 
on prospecting for those who were un- 
able to hear him last week. 

Professor Hubert Greaves of Yale Uni- 
versity, who has spoken on several life 
underwriters’ programs, will bring th 
seminar to a close with an address on 
“How To Say It.” 


D. E. Mitchell Educational 





Director of Kee Agency f 


William H. Kee, manager at 16 Court 
Street, Brooklyn, for the Mutual Life, 
has appointed as educational director 0! 
the agency Donald E. Mitchell. who has 
already started on his new duties. 

Mr. Mitchell comes to the Kee Agency 
with broad insurance experience of prat: 
tical field work as well as a_successft 
career as agency supervisor and trainet 
of men. His most recent work has bee! 
in South Dakota. 





SUPERVISORS TO MEET TUESDAY! 


The first fall luncheon of the Life 
Supervisors’ Association of New Yor 
City will be held Tuesday, October 4 
at the Hotel Governor Clinton. ¢ 
meeting will be devoted entirely to & 
sociation business, a number of matte 
of considerable importance being schet 
uled to come up. It will be the fir 
meeting with the new president, Jeromt 
Siegal, and new vice-president, Jamé 
McGrath. 





PHILA. LUNCHEON DATE _ 

The Philadelphia Association of Lit 

Underwriters will hold its first lunched 

meeting of the season Thursday, Octt 
ber 17. 








October 


William 
the presid 
$250,000 c 
announce‘ 
conventio! 
Springs f 
company : 
the first. 
E. Harris 
vice-presi 
ing the cl 
his use ‘ 
problems 
Both mer 
vention b: 
Herman © 
was also | 

The cor 
400 agen 
home offic 
Stage pre 
in the pr 
called “Li 
a scene 11 
office wit 
playing th 
the final i 
“Up in J 
posed to | 
at the Gi 
concluded 
Other pla 
on by the 
Morning,” 
of New Y 
the Cinci 
Cleveland, 
My Busit 
named de: 
company’s 
and the { 
properly < 

“One 


the Charl 
pecial hit 
est honor: 
who play 
members | 


Late 
Fo 


Oceola 
agencies | 
Moines w! 
week, was 
who rescu 
by his mo 
killed by | 

Mr. Jacl 
Cal., Febri 
meno Jacl 
few mont! 
1858, while 
from St. 
join in the 

When h 
to save th 
attack, M 
band of si 
the wagor 
ing Sioux 
migrants. 
to Nevadz 
her son, - 
him the nz 
of the frie 
life and tl 

Oceola 
boyhood « 
of a typic 
was fiftee 
brought h 
home nea 
school and 
on the Sz 
nineteen | 
read law i 
On May 7 
Kinch of 
was admit 
tised law 
in the Fli: 

Later h 





he an- 
fe Un. 
rk City 

Both 
Ulroon, 
sborne 
Lutual, 
ee has 
- after. 
> same 


etiring 
vel of 
aker jg 
of the 
OVE joy 
1Siness 
ime he 
Curtis 
‘onfer- 
ade at 


in the 
ature 
15 Be 
aS nol 
Healy 
inator 
is the 
insu: 


n wh 
rsonal 
atment 
ach to 
Mur. 
neral: 
gency, 
Salin- 
enefit: 
Keffer 
Lowell, 
rold J 
it Mu- 
terson 
Pres- 
nglan 
is talk 
re un- 


e Uni- 
al life 
i the 


SS On 





October 4, 1935 











Page 13 








Union Central’s $250,000 Club 
Holds Annual Meeting; Monroe Heads 


‘liam B. Monroe of New Orleans is 
Pha ones a of the Union Central Life’s 
$250,000 club for the coming year, it was 
announced at the club’s second annual 
convention held at White Sulphur 
Springs recently. Mr. Monroe led the 
company’s field forces with $1,261,742 for 
the first eight months of 1935. Robert 
E, Harrison of Cincinnati is the club’s 
vice-president. He paid for $819,963 dur- 
ing the club year. Mr. Harrison described 
his use of estate and inheritance tax 
problems to sell insurance coverage. 
Both men were introduced to the_con- 
vention by Vice-President Jerome Clark. 
Herman Stark, president $500,000 club, 
was also present and active. 

The convention was attended by about 
400 agents, managers and assistants, 
home office staff personalities and wives. 
Stage presentations played a large part 
in the program. The opening one was 
called “Life Begins at 8:30” and showed 
a scene in President W. Howard Cox’s 
ofice with the officers of the company 
playing themselves. It was balanced by 
the final item before adjournment, called 
“Up in Jerry’s Room,” which was sup- 
posed to take place in Mr. Clark’s suite 
at the Greenbrier, White Sulphur, and 
concluded with a speech by Mr. Clark 
Other plays were “The Magician,” put 
on by the Atlanta agency; “One Monday 
Morning,” staged by the Knight agency 
of New York; “Stand and Deliver,” by 
the Cincinnati office; “Sentenced,” by 
Cleveland, and “My Competitor Doubled 
My Business,” by Chicago. The last 
named dealt cleverly with the use of the 
company’s national advertising campaign 
and the failure of one agent to use it 
properly at first. 

“One Monday Morning” as put on by 
the Charles B. Knight staff made an es- 
pecial hit with the convention, with high- 
est honors going to Sigmund Wiltschek, 
who played a Swedish agent. Other 
members of this cast were Hubert Davis, 


Diederich H. Ward and Mrs. Ward, Les- 
ter Rosen, Herman Stark, Schuyler Liv- 
ingston, Frank W. Austin and Robert 
F. Pennell. The plays were staged by 
Olivia Orth. 

Romer Wins Idea Contest 

Alternating with the plays during the 
program were entrants in the sales idea 
contest, appearing in groups of three. 
The winner was Charles A. Romer, Cin- 
cinnati, who gave a visual presentation. 
Ben Thorpe of New Orleans was award- 
ed second place for this method of sell- 
ing the multiple protection plan to part- 
nerships. Schuyler Livingston of New 
York was given honorable mention. 

Judges were President W. Howard 
Cox; Herman Stark, president of the 
$500,000 club, and W. B. Monroe, presi- 
dent $250,000 club. 

Those who took part in the sales idea 
contest were: Henry E. Belden, Los 
Angeles; Lester Rosen, New York; An- 
drew T. Little, Memphis; Willis J. Mil- 
ner, Jr., Atlanta; Wesley P. Herrmann, 
Omaha; Russell Brooks, Seattle; Edwin 
A. Zelnicker, Birmingham; Joseph B. 
Wolfe, Atlanta; Raymond R. Kalbrun- 
ner, Cleveland; Mrs. Nina A. Schu- 
macher, Kansas City; Ben C. Milner, At- 
lanta, and J. Allen Creath, Memphis. 

New Policy Explained 

The new complete protection policy 
was announced by J. R. L. Carrington, 
actuary, and explained in detail by Ar- 
thur J. Koeppe, assistant actuary. 

The program booklet for the conven- 
tion was unusually clever. The cover, 
printed in colors, showed an old South- 
ern setting on the Union Central Life 
stage. Throughout the book illustrations 
of the central idea of each item were 
printed in low color underneath the type 
of the program. 

Paul S. Ranck, vice-president and 
treasurer of the C. B. Knight agency, led 
the singing that opened the convention 
sessions, accompanied by Lester Rosen. 


Late Oceola Jackman Was Named 
For Indians Who Rescued Mother 


Oceola B. Jackman, late director of 
agencies for the Bankers Life of Des 
Moines whose death was announced last 
week, was named for a tribe of Indians 
who rescued a wagon train commanded 
by his mother after his father had been 
killed by hostile Sioux tribesmen. 

Mr. Jackman was born in Nevada City, 
Cal., February 16, 1859. His father, Per- 
meno Jackman, was killed by Indians a 
few months previous, on December 15, 
1858, while leading a covered wagon train 
from St. Joseph, Mo., to California, to 
join in the California gold rush. 

When her husband fell while fighting 
to save the wagon train from the Indian 
attack, Mrs. Jackman took charge. A 
band of straying Osceolas, coming upon 
the wagon train, drove off the maraud- 
ing Sioux and saved the lives of the im- 
migrants. The train got through safely 
to Nevada City and upon the birth of 
her son, Mrs. Jackman bestowed upon 
him the name of Oceola, in remembrance 
of the friendly tribe which had saved her 
life and that of her companions. 

Oceola Jackman’s infancy and early 
boyhood days were spent in the midst 
of a typical gold rush town. When he 
was fifteen years of age, his mother 
brought him back to Iowa, to her old 
home near Sabula, where he attended 
school and had his first job, as a reporter 
on the Sabula Gazette. When he was 
nineteen he went to Clinton where he 
read law in the firm of Flint & McCoy. 
On May 7, 1879, he married Hattie Iona 
Kinch of Clinton and May 10, 1879, he 
was admitted to the Iowa bar and prac- 
tised law for several years as a partner 
In the Flint & McCoy firm. 

Later he went to Cedar Rapids as a 


member of the law firm of Clark & Jack- 
man and while so engzged, he first be- 
came interested in the insurance busi- 
ness, through association with the Cedar 
Rapids Mutual Relief Association. He 
soon became secretary and manager of 
that association, a position which occu- 
pied his time and efforts for more than 
two years. His work with the small 
Cedar Rapids company drew the atten- 
tion of the Fidelity Mutual Life and as 
a result he became supervisor for that 
company in ten middlewestern states. 

Newspaper and Railroad Combination 


When illness in his family compelled 
him to give up a position involving much 
travelling, he returned to Cedar Rapids 
and became associated with the Cedar 
Rapids Gazette at a time when the old 
Burlington, Cedar Rapids & Northern 
railroad was extending its line northwest 
from Cedar Rapids. For several years 
he devoted himself to issuing special edi- 
tions of the Cedar Rapids Gazette given 
over to the development of the many 
new towns springing into existence along 
the line of the railroad. An urge to re- 
turn to the life insurance business led 
him to the position of general agent for 
the Northwestern Mutual Life of Mul- 
waukee in Boone, Iowa. 

In 1918 he joined the Bankers Life Co. 
of Des Moines as a regional sales man- 
ager for a large portion of the middle- 
west. His outstanding work in that ca- 
pacity resulted in his being brought to 
the home office of the company in 1924 
with the title of assistant general sales 
manager. In 1928, he was elected super- 
interident of agencies and later became 
director of agencies for. the company, the 
position he held at the time of his death. 





With a rare combination 
of quality food, clublike 
comfort and convenience. 
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Golden Hill 


RESTAURANT 
Fulton and William Streets 


At Childs Golden Hill there’s an 
extra charm about the tasteful 
menus, and an added satisfaction 
in the expert service, because of 
the restful, clubby atmosphere in 
which you relax and enjoy your 


food. 


The spacious Colonial Room is a 
perfect setting for any meal, and 
for business talks over luncheon 
or dinner there are semi-private 
rooms which give you the seclu- 
sion of a conference without in- 
terrupting Childs service. Then 
for a hurry-up bite—quick but 
still appetizing — there’s the 
Lunch Bar. And with any meal, 
of course, you may have the best 
of liquid cheer. 


For 
WINING 
DINING 


and 
DANCING 


Note these handy 
locations 


Drop in soon. One visit 


will make you a “regular” 


SPANISH GARDENS 
12 East 59th Street 


PARAMOUNT RESTAURANT 
Broadway & 43rd Street 








RAINBOW CLUB 
103rd St. & Broadway 


FOUNTAIN ROOM 
Broadway & 73rd Street 


No cover charge at any time—Childs Usual Moderate Prices 
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Home Life’s New “Client Builders” 


Club Meets At Skytop In Poconos 


Qualify by Number of Clients; First Session Held This Week 
Hears President Fulton; Also C. C. Fulton, 
Cruess and Worthington 


“The Client Builders’ Club” is the 
name of the new field organization of 
the Home Life of New York, the club 
holding its organization meeting at Sky- 
top, Pocono, Pa., Wednesday and Thurs- 
day of this week. Client building was 
the theme of all the speeches made at 
the meeting by the executives of the 
company, including President James A. 
Fulton, Agency Vice-President Cecil C. 
Fulton, Jr., Underwriting Vice-President 
Leigh Cruess and Superintendent of 
Agencies W. P. Worthington. The same 
theme was dwelt on by the agents at- 
tending the convention. 

The idea is that client building, by 
professionally - minded agents working 
with high-class prospects, is a business 
plan that succeeds. 

The Client Builders’ Club is an organ- 
ization of unusual design, set up by the 
Home Life on a basis of the professional 
accomplishment of the men rather than 
production totals, although a certain min- 
imum of production is one of the quali- 
fications. The major qualification for the 
new club is a certain minimum of quali- 
fied clients and a minimum of client- 
contacting effort during the year. 

In the keynote address to the conven- 
tion, James A. Fulton, president of the 
company, emphasized the need for a new 
outlook towards the business by every 
life agent. He said that a decision must 
be made today whether he is to become 
a high-pressure salesman gathering cus- 
tomers or a professional man develop- 
ing a clientele—and that the present and 
future give every indication of holding 
promise only for the latter, the man who 
makes of life insurance a career and a 
profession. 

Mr. Fulton outlined the company’s pro- 
gram which is built with this in mind, 
making a company background for those 
men who are entering this professional 
period of life insurance selling. 


Write Most Coverage on Clients Known 
More Than Year 


In outlining a recent statistical survey 
of cases closed, Cecil C. Fulton, Jr., 
agency vice-president of the Home Life, 
further showed how client building activ- 
ities aid in increasing the business of the 
life underwriter. He said that over 75% 
of the business covered by this analysis 
was sold to clients known at least a year 
previous to the sale by the agent; that 
a very small percentage was sold on cold 
canvass, even with referred leads; and 
that the size of each sale increased defi- 
nitely with the amount of time and effort 
expended on each case. 

He pointed out that cases sold on the 
first interview were quite small, but when 
the agent went into the man’s case and 
made a careful analysis, requiring several 
interviews, the size of the sale increased 
materially up to those requiring five in- 
terviews to sell. The major bulk of the 
business was sold, however, on the third 
interview. 

W. P. Worthington, superintendent of 
agencies for the company, reviewed the 
client-builders’ program and showed how 
it is simpler and more interesting as 
compared with catch-as-catch-can, high- 
pressure methods. He said that the sell- 
ing of life insurance is difficult at any 
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time and under any circumstances and 
therefore it is to the interests of the 
man in the field to give attention to those 
things which can make his work easier. 


200 to 500 Clients to Each Agent 


He said that to undertake the client 
building job, however, requires a serious 
and long-time outlook, a determination 
to carry through on a persistent service 
program and the building of an appre- 
ciable clientele to be thus constantly ser- 
viced—at least from 200 to 500 active 
clients. 


Lower Net Cost 


Leigh Cruess, underwriting vice-presi- 
dent, gave an analysis of how client 
building activities affect net costs—show- 
ing a definite relationship between com- 
pany net costs and this type of profes- 
sional selling activity. Mr. Cruess said 
that underwriting and selection begin 
with the agent—and that a client build- 
ing program can and does affect the 
three factors in quality business which 
earns lower net cost—namely, better per- 
sistency, larger average size and im- 
proved mortality. He cited company sta- 
tistics to show how these factors had 


benefited under the program of client 
building through estate planning. 
Schoen and Grove Speak 

Talks were also made by several of 
the men in the field who qualified for 
the club, outlining specific methods and 
ideas in the building of a permanent cli- 
entele. 

Arthur Y. Schoen of the John Gordon 
Agency in New York, closely defined a 
client, pointing out that he is not nec- 
essarily a policyholder, nor is a policy- 
holder necessarily a client. He said that 
many sales are made where no perma- 
nent client relationship is to materialize, 
but that the permanent business is going 
to come from this definite client list— 
a group of people who are dependent on 
the underwriter for all life insurance 
counsel, his adherents and his followers. 

Paul F. Grove, Jr., Washington, D. C., 
reviewed his client building activities, 
showing how he has made somewhat of 
a game of the program by taking his 
“suspect” list and terming that the kin- 
dergarten, then gradually graduating 
them through the grades as his client 
building contacts are continued until they 
graduate into fully qualified clients. 

The program of activities for the Client 
Builders’ Club was announced at the 
close of the meeting. New members will 
be added constantly as they qualify. For 
the members, the Home Life is going 
to undertake a permanent client-contact- 
ing program to tie in with their periodic 
calls through the year. There will be at 
least four mailings a year by the com- 
pany to each of the clients on record, 
these to be constructive messages that 
will build the agent’s prestige. Combined, 
it was outlined as a program that should 
make a perfect client-contacting schedule. 


J. A. Fulton Praises Career Agent; 
Tells What Makes A Professional 


Superiorities of the career life agent 
over the hold-a-job type were discussed 
by James A. Fulton, president of the 
Home Life, at the first convention of the 
company’s new Client Builders’ Club at 
Skytop this week. Mr. Fulton made 
passing reference to the Social Security 
bill and pointed out that the career agent 
is working among clients above the level 
for which the bill provides. 

As to the difference between the ca- 
reer and the job Mr. Fulton said, “A 
career presupposes continuity of effort 
and activity. Too many men have en- 
tered the life insurance business, or as 
they are likely to call it, the life insur- 
ance game, ‘to give it a whirl.’ 

“A man does not start to study law 
or medicine or engineering with the idea 
of ‘giving it a whirl.’ He starts with 
the definite idea that he is making of it 
a life work and is therefore justified in 
making the necessary investment in time 
and money to acquire the knowledge 
which is the ground work for his life’s 
work. 

Personal Responsibility 


“Year in and year out the person ren- 
dering professional service has a definite 
personal responsibility for the proper so- 
lution of his client’s problems. This is 
true whether it be law, or medicine, or 
life insurance. 

“The outstanding characteristic of the 
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JAMES A. FULTON 


professional concept in any line of activ- 
ity is making the interest of the client 
a matter of paramount importance. A 
customer may find it necessary to have 
in mind the old legal maxim, ‘Let the 
buyer beware.’ A client may properly 
expect that he shall always have the 
benefit of the specialized knowledge and 





JERSEY CITY, N. J. 


GROUP 


disinterested advice of the perso 
: : nh 
retained to serve him. © has 


What Makes a Profession 


“It is not mere chance that some ty 
of activity developed into profession 
They developed on_ professional fen 
largely because of the necessity in in 
lines for disinterested advice based va 
highly specialized knowledge. “ 

“In the normal transactions of trad 
a man may rely upon his own judemene 
and, to a large extent, upon his own 
knowledge. He may be willing to risk 
on his own judgment an expenditure for 
an automobile, or a radio, or a piece 
of real estate, or some particular secur- 
ity. He cannot, however, Possibly rely 
on his own judgment as to what kind 
of medical treatment he needs if he has 
something wrong with him. He cannot 
go into a drugstore, look over the varioys 
bottles of drugs on the counter, and de- 
cide that he will pick out this particular 
one with a fancy name to treat his jfls 

“He must, of necessity, select some 
individual who, in his judgment, has high 
character and the necessary amount of 
specialized knowledge, and _ then place 
himself in that person’s hands, following 
his advice, with the confidence that the 
desired results will be attained. 

The Social Security Bill 

“There are now, and probably always 
will be, two rather distinct groups of 
people in this country. 

“First there is the group which never 
gets above a bare subsistence basis. Dur- 
ing their life times they never make 
much more than a bare living. At their 
death the most they can hope to do is 
leave enough to pay debts, burial ex- 
penses and give a brief breathing spell 
for their families. This group of indi- 
viduals is served and served splendidly 
by those great institutions which go into 
practically every home in America, no 
matter how modest. 

“It is this group that the Security Bill, 
recently enacted by the Federal govern- 
ment, is primarily designed to care for. 
It is, of course, not only desirable, but 
essential, that in one way or another, 
this group should have the greatest 
amount of protection and security which 
their means will enable them to secure. 

“There is, however, a second smaller 
group who will never be content either 
in their lifetimes to be on a bare sub- 
sistence basis, or have their families on 
that basis after their death. They de- 
mand from life for themselves, and for 
their families, something more than a 
bare existence. They have the ability, 
the ambition and the eternal drive neces- 
sary to lift them above the mass and se- 
cure for themselves and for their fami- 
lies those things above bare necessities 
which make life worth living. 

“It is in the financial planning neces- 
sary to the attainment of these objectives 
that the professional life underwriter 
finds his place. It is to the servicing 
of this group of professional life under- 
writers that this company has addressed 
itself.” 





LINCOLN NAT’L ADS 

A test campaign of newspaper adver- 
tising, with space in fifty-two of the 
largest. newspapers in the country has 
been announced by the Lincoln National 
Life of Fort Wayne, Ind. The campaign 
will consist of small space insertions fe 
peated at stated intervals. 
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| Meeting 


at White Sulphur Springs 


By W. L. Hadley 


The scene of the annual meeting of the 
production force of the Penn Mutual Life 
shifted from Swampscott, Massachusetts, 
in 1934 to historic White Sulphur 
Springs, West Virginia, and the renown- 
ed Greenbrier Hotel this year. 

The Penn Mutual family was at the 
famed West Virginia resort last week in 
larger numbers, both as to qualified dele- 
gates and total attendants, than ever be- 
fore in the history of this company’s 
meetings, there being 484 qualified dele- 
gates, who were accompanied by more 





At top of page, 


than 250 wives, together with other mem- 
bers of the agents’ families. 

It was a happy meeting. A direct frui- 
tion of the unusual “John W. Agents” 
meeting held at Swampscott last year. 
At that time it was felt that something 
different should be done to lift the com- 
pany’s producing units out of the lethar- 
gic trough in which practically all sales 
organizations found themselves due to 
the general economic situation. What a 
fine job Vice-President Frank H. Davis, 
with his soulful leadership, did at that 


te 








President William A, Law. 


meeting is directly reflected in what oc- 
curred at the Greenbrier Hotel last week. 
President Law and Vice-President 
Davis Speak 


As at Swampscott last year, the only 
two home office executive speakers on 
the program at White Sulphur Springs 
were President William A. Law and 
Vice-President Frank H. Davis, the lat- 
ter was the convention’s general chair- 
man throughout all its sessions. Thus 
the producing agents themselves were 





responsible for the presentation of a pro- 
eram calculated to be of the greatest 
service to their fellows in the field when 
they return to their respective homes, 
and in which they had the helpful co- 
operation and direction of the officials at 
the home office and their general agents. 

Last year at Swampscott Vice-Presi- 
dent Davis, who is a master hand at 
building agency programs, entrusted 
solely to producing agents the salient 
features of that program; in other 

(Continued on Next Text Page) 
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Left to right: John A. Stevenson, Frank H. Davis, Mrs. Stevenson, Dr. J. V. E. Westfall, Mrs. Westfall, William H. Kingsley, Mrs. Kingsley, George Wharton Pepper 


words, men in the field who had made a 
success during the preceding year were 
called on to tell specifically how they 


did it, the idea being that the methods 
that made them successful would be ex- 
tremely helpful to all the agents of the 


company and especially to those who 
were discouraged, depressed and their 
courage failing. 


The success of that experiment was so 
great and results so marked in the work 
of the company’s field forces during the 
past year that again the annual conven- 


tion program was entrusted to success- 
ful producing agents because it had 
proved to be the answer to the question 


of large numbers of Penn Mutual agents 
as to what could be done and was being 
done to make the average agent a suc- 
cessful producer. 

Frankly, I have never seen nor 
been among a more happy body of peo- 
ple than constituted this convention of 


the Penn Mutual Life. Ref rring back 
to the Swampscott meeting, it was ap- 
parent that the attitude of question 
which there was manifested had now 
been largely erased from the agent’s 
mind. I found a very definite and prom- 


confidence in my conversations 
several hundred men and wo- 
men of the Penn Mutual Life. They 
radiated an unshakable conviction that 
the institution of which they are a part 
—life insurance—and the Penn Mutual 
Life in particular, had maintained its po- 
sition in the economic structure of this 
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country of ours and was moving on to a 
greater service of the nation than it had 
ever yet performed. 

Insurance a Trustee for the People 


The address to the convention of 
President William A. Law was the em- 
bodiment of thoughtful presentation of 
those things which should be part and 
parcel of information in possession of 
the production units of this fine institu- 
tion. There were no platitudes in Presi- 
dent Law’s address. He sounded a note 
that might well be voiced by the direct- 
ing heads of all of the great institutions 
of life insurance. There was no side- 
stepping of those issues or things which, 
in his position as president, should be 


presented to this body of his fellow 
workers. 
He told, and not boastfully, but be- 


cause he thought it of fundamental im- 
portance, how life insurance had main- 
tained and was strengthening its posi- 
tion as a trustee of the wellbeing of 
millions of citizens of our country. This 
part of President Law’s address was 
broadly institutional in ‘ceovecier and 
was in full accord with the utterances 
of other distinguished life insurance ex- 
ecutives, and I am sure it was _ his 
thought that Penn Mutual production 
personalities should so construe it when 
they return to their respective fields. 

It is almost impossible to say anything 
new about the leadership of the Penn 
Mutual Life’s Vice-President, Frank H. 


Davis. He is the embodiment of thought- 
ful, soulful, and helpful direction. In 
handling the affairs of the White Sul- 
phur Springs meeting, he was just Frank 
H. Davis himself. 


To my mind, he is a superb combina- 
tion of the agency executive who under- 
stands and sympathizes with the agent 
in his daily life and who yet does not 
abate one jot the performance of his 
duty as an agency executive. “Inde- 
fatigable” just does not state the extent 
of his efforts to do the job which is so 
important in the affairs of a life insur- 
ance institution, involved in the duties 
of the production executive. 


As general chairman of this conven- 
tion, he did not confine his efforts to 
the platform. He could be seen before 
the mist had arisen from the mountains 
surrounding the Greenbrier, on the great 
front porch of this famed hostelry ex- 
tending a hand of welcome to arriving 
delegates to the meeting and the mem- 
bers of their families accompanying 
them. He seemed to be just everywhere 
in the spacious lobbies of the hotel com- 
mingling in happy reunions of Penn Mu- 
tual folk. In the social activities of the 
convention, he also took a part. The 
only places I did not see him were on 
the tennis courts and the golf course. 
Too, I am reminded he was not at the 
archery range or the ping-pong tables. 
This, not because he had any disdain for 
those activities, but just because there 
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is a limit to what one human dynamo 
might do at any one meeting. 


Sub-Chairmen for Sessions 


Each of the several features on the 
program was in charge of a sub-chair- 
man, and Vice-President Davis’s intro- 
duction of these sub-chairmen revealed 
the qualifications which led to their se- 
lection for that duty, thus putting them 
into intimate contact with the audience. 
In other words, as stated above, Frank 
H. Davis, chairman, was just Frank H. 
Davis. 

To me, one of the most inspiring sights 
at the Greenbrier last week was the at- 
tendance of more than 250 wives—ex- 
officio members of the Penn Mutual pro- 
duction family, without portfolio—to- 
gether with mothers, sisters and children 
of agents, whose interest in what was 
going on was best made known through 
their Pooling wiles at the business sessions 
of the convention—not just one session, 
but all of them. 

What a splendid bolstering influence 
in the promulgation of the prosperity of 
the Penn Mutual Life is to be found in 
this fine army of women! Their percep- 
tive intuition makes it possible for them 
to grasp, retain, and re-transmit to their 
husbands, agents of the Penn Mutual 
Life, helpful thoughts and ideas destined 
to be productively reflected in their hus- 
bands’ activities in the field. The under- 
standing gained by them by attending 

(Continued on Page 22) 
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The Moral Courage of Manhood 


William A. Law’s Stirring Address at Opening Session of Penn 
Mutual Convention in White Sulphur 
Springs Last Week 


The following is the full text of the address made last week at White Sulphur 
Springs before the Penn Mutual Life convention by |Villiam A, Law, president of that 


company 


It was heard with the closest attention and warmly applauded. A summary 


of that part of the address discussing the necessity of courageously fighting the present 
orgy of spending in this country, the profligate waste and trends tn some quarters 
towards excessive taxation was printed in this paper last week. 


I shall not attempt to address you to- 


day upon the technique of life insurance, 


as you will have enough of that from 
speakers better qualified than I am. But 
[ shall discuss with you the highest qual- 
itv in that test of manhood, the battle 
of life—courage. I rate it as factor No. 
1, because without courage we lack the 
strength to practise any other virtue we 
Hence without courage, mercy, 
justice, and generosity would never see 
the light of day. 

Hugh Walpole has written a_ story 
called “Fortitude,” in which he says, “It 
is not life that matters—it is the courage 
that one brings to it.” Every human be- 
ing has life—some have courage. 


A Definition of Moral Courage 


possess. 


Courage has been defined as “the qual- 
ity enabling one to encounter danger 
withgut fear.” It may be moral or phys- 
ical. “Some men and women have both 
varieties. Physical courage receives most 
of the world’s applause, because it is 
usually exhibited under dramatic circum- 
stances, while moral courage often blos- 
soms unseen on the quiet bypaths of life 
where there are no grandstands packed 
with noisy spectators. 

Moral courage requires much more 
stamina. I do not underrate the soldier, 
the seaman, the aviator, the firemen, but 
I point out that generally their bravest 
deeds are events of short duration,—a 
sudden resolution, an impulsive act, then 
the result. Of course, the result may be 
death, but if it succeeds the world is 
waiting in the stadium to acclaim a new 
hero. 


Real Tragedies of the Depression 

During the last five years literally 
thousands of unknown people, enduring 
family misfortunes of starvation, sick- 
ness, loss of employment and of their 
homes, faced the dawn of each desperate 
day with an unheralded heroism as great 
as or greater than any soldier faced at 
the Hindenburg line. Both saw dis- 
aster, one the swift messenger of war, 
the other a slow and merciless economic 
extinction. These experiences were the 
real tragedies of the depression. 


Theodore Roosevelt is an excellent ex- 
ample of extraordinary moral and physi- 
cal courage combined. Just in time to 
arrest a general breakdown in health he 
was sent to the Wild West when it was 
still a frontier. Driving a weak body to 
meet the hardships of that rough life re- 
quired almost superhuman courage, but 
what he received in return for the pun- 
ishment endured probably made him 
President of the United States. 

By a singular coincidence the courage 
born in Franklin Delano Roosevelt in 
his battle with the scourge of infantile 
paralysis made possible the presidency 
for him. That experience seems to have 
had a more profound influence than any 
other single trait or event in his career. 


As Seen by a Famous Woman 


Amelia Earhart, the world’s foremost 
woman aviator, who should know what 
courage is, if anyone knows, is also a 
poet. time before her first air- 
plane flight to Europe she wrote: 

Courage is the price that life exacts 

for granting peace. 

The soul that knows it not knows no 

release 
From little things: 
Knows not the livid loneliness of fear, 
Nor mountain heights where bitter joy 
can hear 
The sound of wings. 

How can life grant us boon of living, 

compensate 

For dull gray ugliness and pregnant 

hate 
Unless we dare 

The soul’s dominion? Each 

make a choice, we pay 

With courage to behold resistless day 

And count it fair. 


Some 


time we 


Moral Courage in Insurance World 


Moral courage is essential in every 
day’s work during these times of diffi- 
cult progress, when all about us is the 
temptation to surrender to forces power- 
ful but. unsound and to follow false gods 
for the sake of gain or ease. 

Moral courage is required of every one 
who works in the insurance field. Cour- 
age to prepare for the job by long and 


thorough training, courage to approach 
strangers, to meet rebuffs with courtesy, 
to bear the disappointments of home 
office rejections with equanimity and 
patience, to do one’s best in contending 


with innumerable obstacles with which 
you are all familiar. 
The courageous life insurance agent 


goes out to his daily work fortified by 
unshakable convictions as to the strength 
and fair practices of the company which 
he represents. My hat goes off to him 
in admiration. 

Babson’s Experience 

I have had some graphic charts pre- 
pared to show how various men in the 
field do their work. 

On August 12, 1935, Babson’s sent out 
a Barometer Letter which began with 
the following statements: “Before our 
Mr. Babson broke down with tubercu- 
losis and was ‘given up for dead’ he took 
out insurance policies in four companies. 
As soon as possible he paid the pre- 
miums in full. This was over twenty 
years ago. From that day to this he has 
never received a call from a representa- 
tive of any one of these companies. This 
may be an exceptional case. They may 
have thought Mr. Babson was not a 
good risk. We, however, wonder how 
many of our clients have had similar ex- 
periences. Agents of other companies 
are continually pestering us to take out 
new life insurance, but these companies 
in which he is already insured seem to 
have no further interest. Whether or 
not you are receiving proper service 
from your companies is something for 
you especially to consider at this time.” 

Necessity of Keeping in Touch with 

Policyholders 

Here is a very important problem to 
which J have been giving much thought. 
The experience of Mr. Babson is similar 
to one | had myself and I know of nu- 
merous other like cases. 

In the year of 1934 our company issued 
26,451 policies of less than $2,000, and 
17,121 policies in amounts from $2,000 to 
$4,000 inclusive. For the first eight 
months of 1935 these figures were 17,063 
and 12,256 respectively, so that the com- 
pany during the past twenty months has 
actually issued 72,891 contracts in what 
we call the small-case group. Many of 
these cases represented the first insur- 
ance the applicant ever purchased and 
many others were the first policies pur- 
chased in this company. We know from 
past experience that a large proportion 
of these risks will purchase more insur- 
ance as time goes on, but, unfortunately, 
our records indicate that unless we take 
very earnest measures to keep in touch 
with these policyholders, an appalling 


number of the additional policies, when 
purchased, will be bought in other com- 
panies. 

Usually the true sale of life insurance 


is made when the first policy is bought 
Additional policies, regardless of whether 
or not a different agent enters the Picture 
are greatly influenced by this first sale oj 
the idea of insurance protection. If, — 
fore, the original agent does not write the 
next policy, he is simply bermitting som: 
other agent to secure some of the benefi 
of his own work. 

We should further consider that our 
company has a large group of fine young 
agents who are writing young risks, These 
risks will grow, and our agents can par. 
ticipate in their prosperity if they close) 
follow each case. , 


The Agents Who Follow Through 


We have some very successful agents 
in our company who, once they have sold 
a policy, never permit any other agent to 
make a sale. A study of the records oj 
some of these men shows the great profit 
which comes from this kind of sales work 

As an illustration, let us examine the 
following case: Our agent sold the first 
policy in 1920, when the applicant was 3 
twenty-five year old clerk, unmarried, with 
a salary of $1,500 per year. The insured 
is now married, has a child, and is earp- 
ing $5,000 a year. During the period 
from 1920, the time the first policy was 
sold, until 1931, the date of the last sale 
additional contracts were sold as the ip. 
sured’s income increased. The sale of a 
$1,000 policy in 1920 has grown to a 
$17,000 case. No other agent has ever 
sold insurance to this risk. Because he 
closely kept in touch with his client, he 
was able to participate in the growth and 
prosperity of this man, 

It is needless to say that the insurance 
needs of this young clerk changed a nun- 
ber of times during the eleven-year period 
shown by the chart. His increase in in- 
come and therefore standard of living, 
his marriage, and the birth of his child, 
were all events which required the at- 
tention of his insurance advisor. The 
smallest case can and should be pro- 
grammed, and by doing this you have 
the surest method of holding your client 

A second illustration of another case 
written by the same agent shows a clerk, 
age 24, unmarried, who purchased a pol- 
icy of $2,500 in 1921. In 1930 this man 
had become a member of the firm for 
which he worked, was married, and had 
an income of $5,000. Careful program- 
ming and follow-up increased the size of 
this case from $2,500 in 1921 to $16,000 
in 1930. These are not isolated cases in 
the work of the agent in question, He 
has many others on his books. 


A Model Agent 


It might be well to examine the pro- 
duction record of a man who sells by 
these methods. It is interesting to note 
that he wastes no time, and directs his 
sales work toward ends which give him 
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a maximum return for the effort expend- 
ed, In 1934, for instance, out of 100 
cases of life insurance written, ninety- 
eight were accepted, and ninety-three of 
these cases were delivered and paid for. 
An examination of his lapsed ratio shows 
it to be far better than the average of 
the company. You will note that while 
there are great variations in the num- 
ber of cases written per month, there 
are only two variations in the solid base 
of at least four cases every month. 


Lost Opportunities 


Now let us examine a group of cases 
of the other type, wherein the applicant 
prospered but the agent did not partici- 
pate to any great extent in that pros- 

rity. 
ren 1931, the applicant, age 20, un- 
married, and a student by occupation, 
was sold a policy of $1,000 and made the 
beneficiary his mother, who was a widow 
of independent means. In 1935 we re- 
ceived an application for $2,000 which 
showed he was a Statistician, married, 
and with a salary of $2,450 per year. 
In the meantime, however, he had pur- 
chased two policies in other companies 
—a $5,000 and a $2,000. In addition to 
this, the agent who wrote the last con- 
tract with the Penn Mutual was not the 
same as the one who wrote the original 
policy. Four agents have therefore par- 
ticipated in the growth and prosperity 
of this risk. 

In the next case the applicant already 
had a $2,000 policy in another company, 
when our agent wrote him for $1,000. At 
that time he was age 36, married, worth 
$65,000 with an income of $4,200. It 
would not appear that either the other 
company’s agent or our own agent did 
a great deal of programming by selling 
a total of $3,000 insurance to a risk 
of this size. In 1935, however, another 
application was received for $1,184, but 
the papers showed that in the meantime 
$13,500 insurance was purchased in other 
companies. 

The next case is that of an applicant 
thirty-three years of age, married, with 
an income of $5,000. When the first 
policy was written for $1,000 in 1923 he 
was already carrying $2,500 in each of 
two other companies. In 1935 an appli- 
cation was received for $1,000 and the 
papers showed that in the meantime $24,- 
500 of insurance had been purchased in 
three companies. 


Some Other Illustrations 


It is interesting to note in this case 
that the second $1,000 policy was sold 
by a different agent connected with a 
different general agency. In looking at 
the case from the standpoint of program- 
ming, it would seem that when our orig- 
inal sale was made the risk was not 
adequately covered, for it brought the 
total coverage to $6,000 on a man who 
had an income of $5,000. Even today, 
with our last sale of a $1,000 contract, 
the applicant with a total of $31,500 in- 
surance and an income of $8,000 is under- 
insured, 

In the next case a young lawyer, single, 
age 26, purchased $1,000 in 1933. It was 
his first policy. In 1935 the same agent 
sold an additional $1,000 but in the mean- 
time he had purchased $3,000 from an- 
other company. This case is a perfect 
illustration of the young man who will 
Probably grow to be a fair-sized risk. 
The agent has already lost some of his 
business. 

In the next case the applicant has 
kot grown much between the time our 
first and last policies were issued. The 
original sale, however, which was the 
first insurance purchased, does not seem 
to have adequately fitted the case. The 
applicant was then a married man with 
an income of between $5,000-$6,000 a 
year, and $2,500 insurance was sold. Two 
years later, the insured purchased $6,000 
In another company, and now in 1935 
we have a new application written by 
another agent. 

Now we find a student, age 19, the 
child of well-to-do parents. Our agent 
sold him a $1,000 Endowment policy in 
1925. In 1935 another Penn Mutual agent 
sold an additional policy for $1,000 on 


the Ordinary Life plan, but in the mean- 
time agents of other companies had sold 
him $10,000 of insurance. 

Here is another very interesting case. 
In 1929 our agent sold the applicant his 
first policy for $3,000. The applicant was 
then the assistant manager of a motor 
company, married, and had an income 
of $2,500. In 1935 we find he is the 
owner of this company; worth $30,000, 
with an income of $6,000. Another Penn 
Mutual agent has just sold him $15,000 
of insurance, and since 1929 he has 
bought two other policies for a total of 
$7,000. This $3,000 case of 1929 is there- 
fore now a $25,000 case, but the original 
agent has not participated in the growth 
of the risk. 

We now have the insurance history of 
a physician. Our first policy was sold 
in 1926 for $3,000. At that time the 
applicant was single and earning $3,600 
a year. In 1935 another Penn Mutual 
agent sold the insured a $10,000 contract. 
The papers showed he was married, had 
four children and was earning about $8,- 
000 a year. In the meantime, however, 
he had purchased $30,000 of insurance 
in other companies. This is a perfect 
illustration of the failure of the agent 
to participate in the growth of the risk. 

And now the insurance history of a 
farmer. In 1927 he was sold $1,000 in 
the company. He was then single. In 
1935 another Penn Mutual agent wrote 
an application for $1,000, and it was 
shown that he was married, with two 
children, and had an income of $1,500 
per annum. In the meantime he had 
bought a $1,000 policy in another com- 
pany. While we have two of his three 
policies, the first agent did not partici- 
pate beyond the original contract. 


Potentialities of Growth 


This next case has potentialities of 
growth. Our first policy of $10,000 was 
sold when the applicant was twenty-one 
years of age, a student, and single. His 
father, however, was well-to-do. The 
applicant now works in the company 
owned by his father and uncles, and 
has an income of $2,500. In 1935 we 
received an application for a $1,000 pol- 
icy, but in the meantime another com- 
pany’s agent had gotten into the case. 
This case has real possibilities of growth 
and we hope our agent will hold it. 
Possibly the first application for $10,000 
was oversold, 

All of the above cases were brought 
to our attention by the fact that a sec- 
ond application for insurance was made 
to the company. In a great many in- 
stances we never get the second applica- 
tion. An investigation of some of these 
cases has shown insurance in as high as 
five or six companies, with a different 
writing agent for each policy. 


Young Risks and Young Agents 


With a great number of small-sized 
cases which have been written in the last 
few years, the large number of young 
risks and the many young agents who are 
producing so splendidly, the company has 
on its books a large amount of insurance 
which can be the basis of a great volume 
of further business. It will all depend 
upon the service you give when you write 
the first contract and the amount of ef- 
fort you expend in following up your cli- 
ents. It ts well worth while to program 
even the smallest case. 

Let me pursue this courage theme. 


Moral courage is needed in abundance 
too in the home office of a large, mod- 
ern life insurance company, when often 
under strong pressure for speedy decision 
sacred trust funds must be handled by 
the most strict adherence to principle, 
and not in easy compliance with fash- 
ionable practices of investment alluring 
in prospect. 


Home Office Underwriters and Actuaries 


Nowhere is more moral courage exer- 
cised than in the underwriting activities 
and medical selection of the home office, 
where the daily work consists largely in 
sifting the chaff from the wheat, often 
in the face of criticism and at the price 


of popularity. The straight and narrow 
path is not always the easy path—gen- 
erally the reverse. 

The conscientious and alert actuary 
stands on guard and resists intelligently 
and vigorously unsafe forms of contract 
which might produce substantial addi- 
tions to volume and agency earnings. 
If actual experience reveals errors of 
judgment, the actuary must have the 
moral courage to recognize his mistake, 
and promptly change the company’s 
practice. 


Praises National Advertising Program 


The field in its intelligence recognizes 
sympathetically the problems encoun- 
tered in the selection of risks and modi- 
fication of contract forms, and the mo- 
tives governing action thereon. Con- 
versely, the home office realizes the dif- 
ficulties which the field encounters in 
this present era, and does everything in 
its power to be helpful financially, to 
create new types of policies as needs 
arise, and to render prompt and efficient 
service. 

The company’s trustees have shown a 
fine measure of moral courage in au- 
thorizing the appropriation of a substan- 
tial sum of money for national advertis- 
ing. It is easy to say “no” regarding 
expenditures of this sort in times of sub- 
normal business volume, but the trustees 
have given splendid support to the rec- 
ommendations of the officers in regard 
to our national advertising program. All 
of which we feel has proven to be of 
benefit to the company and its agency 
forces. 


Must Resist Hostile Legislation 


Moral courage of the highest order is 
essential in resisting hostile legislation 
aimed at life insurance companies. Their 
size and financial strength make an at- 
tractive target for the taxing power. 
The spirit of government wastefulness 
is almost universally exhibited in Federal, 
state and municipal expenditures today. 
With some notable exceptions, the rule 
is tax to the limit and borrow on a 
grand scale whatever funds are obtain- 
able. Federal expenditures in recent 
years have been made along many lines 
and for many purposes which were not 
heretofore considered proper activities 
for the central government, such as 
grants to political subdivisions, benefits 
and bonuses to various groups and un- 
dertakings, appropriations for establish- 
ing government in competition with pri- 
vate business where demand is adequate- 
ly supplied and numerous immense dis- 
bursements of a social nature. We never 
knew before what spending was, as since 
1932 the Federal government has spent 
more than its total expenditures from 
1789 up to 1914. It has disbursed over 
seven and one-half billion dollars more 
than its income in the three fiscal years 
ending June 30, 1935. 

Professor Bogen of the New York 
University has estimated that the ex- 
penditures of all governmental jurisdic- 
tions now aggregates more than one- 
third the national income. 


The National Economy League 


This is not a matter of partisan poli- 
tics. It is a matter of life and death 
to business and to constitutional gov- 
ernment. It is your responsibility and 
mine to get to work courageously to 
combat this evil, or all the foundations 
of American life will be finally swept 
away. To do this requires moral cour- 
age. 

New forms of excessive Federal taxa- 
tion have compelled men to change the 
financial plans of their entire lives. After 
having made material sacrifices for years 
in providing for their dependents, they 
are now forced to admit that they have 
failed in their objective. A number of 
our policyholders have urged us in per- 
son and through the mails to use our 
influence against excessive taxation, gov- 
ernment waste and other unsound prac- 
tices. 

There is a well managed and growing 
organization in which several trustees of 
this company are quite active, known as 


the National Economy League, which is 
steadily organizing branches throughout 
the country to collect and promulgate 
information regarding government waste 
and to reduce excessive taxation and the 
profligate use of public funds by show- 
ing where the waste exists and where 
savings can be applied. In various lo- 
calities it has achieved gratifying prac- 
tical results. If this organization can 
rally to its support the immense ma- 
jority of the population which is being 
victimized by the efforts of selfish po- 
litical minorities it can accomplish its 
purpose. Every organized minority is 
seeking to increase taxation and govern- 
ment waste for the purpose of obtaining 
financial advantage either directly from 
the United States Treasury or indirect- 
ly through legalized methods from the 
population at large. The National Econ- 
omy League presents a practical oppor- 
tunity to cooperate in effecting economy 
in government expenditures all along the 
line and hastening the return to sound 
practices in the process of government. 

The Philadelphia branch of the Na- 
tional Economy League has convinced 
the mayor and city council of Philadel- 
phia of the practical value of their plans 
and are at present engaged in surveying 
and analyzing the expenditures of the 
city with a view to effecting substantial 
savings. 

Mayor Moore of Philadelphia is a 
strong and experienced advocate of 
economy in municipal administration and 
has in this respect been a tower of 
strength during his term of office. 
Not Enough People to Make “Wealth 
Sharing” Practical Through Taxation 


The present taxation policies effect not 
only this company and its beneficiaries, 
but each agent, officer and employe, 
no matter what his compensation, as 
thereby all articles consumed will nec- 
essarily rise in price continuously. 

Wealth-sharing is not practical through 
taxation, because there are not enough 
rich people. A national wealth-sharing 
program is practical only in numerically 
small and simple units of society—like 
the tribe. What we need is not wealth- 
sharing in the popular sense, which 
would result in the extinction of wealth, 
but the accumulation of wealth through 
working and _ saving. Saving money 
through institutions which lend it judi- 
ciously will do more to create prosperity 
than unnecessary spending. We cannot 
spend our way out of depression, 

The waste of idleness is the worst 
form of waste, just as the thrift of work 
and save is the highest form of thrift. 
Any policy that encourages idleness pro- 
longs depression. 

3usiness recovery is the only real cure 
for unemployment. Every additional 
burden placed upon the shoulders of 
commerce and industry by increased tax- 
ation or government competition with 
business delays recovery and thereby 
prolongs and increases unemployment. 


The Situation Today 


In former political periods politicians 
were dependent upon business men and 
went to them for political and financial 
support. Today the situation is exactly 
the reverse, and business is begging fa- 
vors from political leaders who are in 
the saddle. These political leaders have 
organized and capitalized the discontent 
caused by the depression, and their ap- 
peal is to the prejudices of ignorance 
and poverty. Another successful appeai 
can be made to the generation of 
younger men who are upset by the con- 
ditions created by the depression and 
are unfamiliar with conditions existing in 
pre-depression years. The younger men 
and women are, therefore, the natural 
prey and following of the agitator of to- 
day. 

The institution of life insurance tow- 
ers high as the world’s best example of 
the value of thrift, and all life insurance 
men and women are therefore the logical 
advocates of working and saving, and 
are the natural foes of extravagance and 
waste, whether practiced by individuals 
or by governments. 
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Penn Officers Review 
Present Day Problems 


FACTS PRESENTED BY EXPERTS 





Cheerful Recital of Various Situations 

Affecting Home Office and Field; 

Trends, Not Prophecies, Given 

The annual meeting of the Penn Mu- 
tual Agency Association, which is made 
up chiefly of the general agents, was 
held on Thursday of last week at White 
Sulphur Springs after the producers’ 
convention had ended. Holgar J. John- 
son, general agent at Pittsburgh, was 
chairman in the morning and Osborne 
Bethea, general agent in New York City, 
took charge in the afternoon. 

The first speaker was President Law, 
who spent more than an hour in going 
into every branch of the company’s in- 
vestments, with figures and comparisons, 
and statements of investment trends. 
Also, he gave a picture of the investment 
policy which is general among the com- 
panies. He did not venture with proph- 
ecy into the future, but he did give to 
his general agents a variety of informa- 
tion which answered the type of ques- 
tion which agents and ordinary citizens 
are nowadays asking. The recital was 
a cheerful one because the Penn Mu- 
tual’s investment and financial situation 
is in every respect sound and healthy. 


Interest Predictions of 1907-8 
Were Too Gloomy 





Then came the company’s actuary, 
George R. White, who discussed ‘“To- 
day’s Actuarial Questions.” His address 
explained the company’s attitude toward 
certain types of policies, and the telling 
of some new things that will be service- 
able to the agents. This done, Mr. 
White looked into the problem of what 
interest rate the companies may expect 
to earn in the future. He read the 
opinions of “authoritative financiers,” 
given in 1907 and 1908, when the average 
rate on securities was low, the opinions 
all agreeing that during the next twenty 
years 3% or less was all that the life 
insurance companies could expect to earn. 
But it turned out that the authorities 
were wrong. That being the case then, 
it would be dogmatically rash to assert 
that history will not repeat itself. 

William H. Kingsley, senior vice-presi- 
dent, who in his half century of service 
with the company has had to do with 
every branch of its business, was then 
called on for “a few remarks.” He spoke 
with whimsical seriousness about the 
early experiences of the companies’ man- 
agements, and recited curious instances, 
which could not be duplicated today, that 
showed how then as now the Penn Mu- 
tual had its problems, and its officers en- 
deavored to meet them with common 
sense and in good conscience. From that 
Mr. Kingsley went over into his own par- 
ticular realm, that of the company’s mort- 
gage investments, and made a reassur- 
ing statement concerning some of the 
features of that troublesome field of 
home office concern. 

Malcolm Adam, assistant vice-president 
in the underwriting department, then 
took the floor and described “Present 
Trend of Underwriting Practices.” 
Through charts and the quoting of fig- 
ures he explained the foundation and the 
structural principles of underwriting 
practice in respect to selection and to 
risk proportion in relation to rejections— 
topics of vital interest always to agency 
managers and their producing associates. 

Taxation Talk by Dechert 

The last speaker of the morning was 
the company’s counsel, Robert Dechert, 
and he talked about “Taxation—Life In- 


surance-Wise—Up-to-Date.” This is a 
many-angled subject directly touching 
the life insurance corporations’ tax 


obligations, and as closely touching the 
taxation of different types of payments 
under life insurance and annuity con- 
tracts. Mr. Dechert proffered figures and 
facts that the general agents will find 
useful in their agency operations. 

The afternoon’s first speaker was Dr. 


Samuel B. Scholz, Jr., medical director. 
Dr. Scholz commented on the company’s 
medical selection practice, explaining 
some of the necessary principles which 
govern decisions. And, of course, this 
led to consideration of the relative status 
of acceptances and rejections. 

E. Paul Huttinger, agency secretary, 
who has charge of the company’s educa- 
tional department, then described the 
fundamentals of agent training, showing 
features that are profitably constructive 
and others of negative value. 

“Recruiting and Production — With 
Comparisons,” by Wallis Boileau, Jr., su- 
perintendent of agencies, made use of 
break-down of the statistics of new- 
agent employment and their production, 
the figures dealing both with the turn- 
over in new agents and the production 
of those who left, the turnover being 
shown in different periods, and the pro- 
duction being shown in similar periods. 
In statistical form, the material drawn 
from a survey of all the agencies of the 
company, a composite picture was pre- 
sented of this one of a general agent’s 
problems of today. 


Davis’ Closing Speech 


Vice-President Davis closed the day’s 
conference with a summing up of both 
the good and the troublesome things 
which had been under discussion during 
the many hours of earnest conference. 
In striking the balance he found that the 
good things predominated, and that con- 
fidence and courage and persistent initi- 
ative would eventually, in life insurance 
as in other businesses, lead to the so 
strongly desired better day. 


Frank Davis In Happy Vein 
In Introducing Chairmen 


In introducing the three men who were 
chairmen of the three morning sessions 
Vice-President Davis was in his usual 
happy vein. His remarks follow: 


William T. Colborn, Jr. 


Now, ladies and gentlemen, this con- 
vention from here on will be very largely 
an agents’ convention. We want to hear 
from and we want you to profit by the 
contributions of those who are actually 
on the firing line selling insurance day 
in and day out. 

There is a phase of our business which 
many of us feei offers a much larger 
opportunity than is apparently recog- 
nized by a great many of our representa- 
tives in the field. I refer to salary sav- 
ings. We are going to have a trio this 
morning who are going to present salary 
savings to you in what I believe is a most 
attractive and helpful manner. William 
T. Colborn, Jr. whom I will now ask to 
come to the platform, and his two co- 
horts, will present the salary savings fea- 
ture in this morning’s program. Most of 
you have read Mark Twain, and you 
know about the character in one of his 
books who had the two mountains with 
the marvelous echo, and he decided to 
build a house between. Bill has two 


Hadley Story of Penn Mutual Meeting 


(Continued from Page 18) 


these meetings enables these women to 
discuss life insurance intelligently. 

In other words, their attendance with 
their husbands at this convention is not 
only a profitable family investment, but 
it is a double exposure in the assimila- 
tion of the helpful material produced at 
the convention with the added viewpoint. 

Always there is a great amount of de- 
tail to be taken care of in connection 
with a convention of this size. Too, al- 
most always those who have the job to 
do get very little praise beyond the sat- 
isfaction of having done a good job, 
which prompts me to congratulate the 
two “Musketeers” of the Penn Mutual 
Life home office staff who handled the 
details of this meeting—Wm. H. Jones, 
auditor and D. Bobb Slattery, assistant 
to the vice-president—for the very able 
manner in which they performed their 
task. They were efficiently aided by 
Grover D. Davis, manager of field re- 
search bureau and by Urban Quirk. 

And, too, looking out for the comfort 
and entertainment of the women agents 
and the wives who attended the meeting, 
this hospitality committee was active: 
Mrs. Wallis Boileau, Jr., chairman, Mrs. 
Grover D. Davis, Mrs. Arthur B. Furner, 
Mrs. E. Paul Huttinger and Mrs. D. 
Bobb Slattery. 

In addition to President William A. 
Law and Vice-President Frank H. Davis, 
there were present from the home office 
the following officials and members of 
departments: 

William H. Kingsley, senior vice-presi- 
dent, in charge of mortgage investments 
and public relations. 

Underwriting: Dr. J. V. E. Westfall, 
vice-president, Malcolm Adam, assistant 
vice-president, Charles V. Cornell, Wil- 
lard Detweiler and William Elliott. 

Legal Department: Former Senator 
George Wharton Pepper, general coun- 
sel; Robt. Dechert, Esq., counsel. 

George White, actuary. 

Dr. Samuel B. Scholz, Jr., medical di- 
rector; Dr. J. T. Eads, head of the home 
office health bureau. 

William H. Jones, auditor. 

Agency Department: Wallis Boileau, 
Jr., superintendent of agencies; E. Paul 
Huttinger, agency secretary; A. B. Fur- 
ner, assistant to the vice-president; D, 





Bobb Slattery, assistant to the vice- 
president; Miss Mary F. Barber, man- 
ager of sales production; Grover D. Da- 
vis, manager of the field research bu- 
reau; William J. Probst, manager of 
salary savings; Urban Quirk, in charge 
of statistical research; Franklin Herb, 
income expert; Stewart Anderson, pub- 
licity manager and editor of “News Let- 
ter;” Carroll Frey, editor of “Field 
Flashes.” 

Secretaries: Newman Smith, to Wm. 
A. Law; Louis J. Oswald, Jr., and Miss 
Margaret Rodgers, to Frank H. Davis. 

Evidencing the care given to watch- 
fulness of the welfare of the delegates, 
Dr. J. T. Eads, head of the home office 
health bureau, was present to be of serv- 
ice to any at the convention who might 
need medical attention. 

The reporting of the proceedings was 
done by Miss Peggy Newton of New 
York City, who for several years has so 
efficiently served the company in that 
capacity. 

A line by line reproduction of every 
feature of the convention will be: pub- 
lished in the special convention issue of 
the company’s agency magazine—the 
“News Letter.” In this way, those who 
were not able to attend will be ade- 
quately supplied with the profitable ma- 
terial which was presented at White 
Sulphur. 

It is with pride that I point to the pic- 
ture story of this meeting found on other 
pages of this paper, because it was de- 
signed to reflect the happiness of the 
folk who attended this meeting, and in 
the hope of creating a desire on the part 
of those members of the Penn Mutual 
Life family who were not present to be 
in the van when other meetings of the 
company are held. And I want to pub- 
licly express to President Law, Vice- 
President Davis. and their associate of- 
ficers of the Penn Mutual family my 
deep appreciation at having been num- 
bered again among those present at their 
meeting. E 

A bright spot of oratory at this meet- 
ing of the Penn Mutual Life family was 
the address of Senator George. Wharton 
Pepper, general counsel of the company 
at the last session of the agents’ meeting 





echoes, and he is the house between the 
mountains. He has a smile and Person. 
ality which brought to life insurance has 
enabled him to produce an outstandin 
performance in salary savings. Yoy will 
be interested to know that the first eight 
months of this year he has 115 live 
$248,000 of insurance paid for—practically 
all salary savings. I have very pom 
pleasure in presenting to you the chair. 
man of the Salary Savings Section, Wj. 
liam J. Colborn, Jr. of the Stevenson 
Agency in Philadelphia. 


John D. Howell 


The chairman this morning of the con. 
vention is going to be an unusual and 
outstanding man in the profession of life 
underwriting. I am not sure where he 
graduated—I believe he graduated from 
law school, going to school nights, | 
know very well what he graduated into, 
He graduated into one of the finest yp. 
derwriters in the whole field of life ip. 
surance. He is a man who knows what 
life insurance is and what it does and 
what it is all about. And his record is an 
outstanding one. His average production 
over the past five or six years has been 
in excess of $500,000. He is not an in- 
and-outer, but he is a consistent producer 
at all times, and he has the rare and un- 
usual ability of not only doing a fine job 
himself, but instructing and inspiring 
others of his associates to go out and 
do likewise. 

_ Iam not going to take much time to 
introduce him because he will sell him- 
self to you in the first fifteen seconds of 
his appearance on this platform. He has 
his cast all on the platform at this time; 
all those who will appear in his session 
are present on the platform. Ladies and 
gentlemen, I have very great pleasure in 
introducing to you John D. Howell of 
the “Os” Bethea Agency in New York 
City. Those who know him, and that 
includes most of us, call him Johnny 
Howell. 

Harry M. Gershon 


_I am very hopeful this morning’s ses- 
sion is going to be one of the most in- 
teresting and helpful that we have yet 
had. After all, you have had many con- 
tributions made by great underwriters, 
by contemplation of objections, as to 
prospecting and various other things in 
our selling process. 

But this morning we are going to talk 
about the technique of prestige building. 
And the chairman this morning is a man 
who enjoys very high prestige in the com- 
munity. He enjoys a very high prestige 
in the profession of life underwriting. 
He has been in the business a long num- 
ber of years, and during the last eight 
months of this year, he has produced 
fifty-six cases for approximately $1,000; 
000 of business—$949,000. Ladies and 
gentlemen, that is a lot of business even 
if you say it quickly. It is a lot of activity 
because fifty-six cases represents a very 
active daily and weekly program. I have 
very great pleasure in presenting to you 
this morning your chairman of this ses- 
sion, Harry M. Gershon of the Crain 
Agency, Atlanta. The session will be 
devoted to the technique of building 
prestige. 





on Wednesday and which address closed 
the convention. A brilliant scholar qual- 
ified more than adequately to speak from 
the standpoint of a doctor of laws, but 
also as an astute student of political 
economy Senator Pepper delivered 4 
ringing, courageous defense of American 
institutions. ; 

So marvelous was the reception of his 
address and so vigorous the acclaim 0 
the capacity audience which filled to 
overflowing the auditorium, that the 
chairman in charge of the session rang 
down the curtain immediately at its 
conclusion. 
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The Faith Which Has Made Us Great 


George Wharton Pepper Tells Penn Mutual Convention of 
That American Courage and Frontier Spirit Which 
Inspires Power of Attack and Power of Resistance 


George Wharton Pepper of Philadelphia is one of America’s most distinguished 
lawyers, is a former United States Senator and has written many important legal 


works 


He has taught law at the University of Pennsylvania and at Yale; is a trustee 


of the University of Pennsylvania and a fellow of American Academy of Arts and 


Sciences 
vention in White 


What I would really like to do is to 
strike a note in harmony with the note 
with which President Law opened this 
He spoke to you about men 
you will let me 

about 
source, 


convention. 
of courage. Perhaps 
men of 


the in- 


word to you 


Faith is the 
from 


say a 
faith. 
spiring 
gets the two 
power of attack and strength of resist- 
And, therefore, faith is the more 
fundamental virtue of the two. 

That gallant soldier, Marshal Foch, 
used’ to say that victory resides in the 
And that is a great and eternal 
truth. The will to recover is even more 
important than medical and_ surgical 
treatment ldoking to the same end, and 
it is just as true of a nation as it is 
with an individual. Whether it be the 
nation or the individual, if your doctor 
is wise, and his drugs are well selected, 
your cooperation is essential to his suc- 
cess. And if your doctor is unwise and 
his drugs are harmful rather than help- 
ful, it may still be that your will to re- 
cover will finally persevere and succeed 
in spite of him. 


The Will to Recover 


The will to recover is the thing which 
we predominately need, not merely in our 
branch of activity, but in the nation at 
large. And there will be recovery in this 
country when, and not until, enough 
Americans have developed a triumphant 
faith in the qualities and the institutions 
which gave vigor and vim to the America 
of yesterday. 

What do I mean by faith? Let me 
remind you that the man without will, 
the man who is listless and indifferent, 
accomplishes nothing useful in life. If 
his will inclines him neither this way 
nor that, he is a mere flcater on the sur- 
face of society. If he develops a slight 
inclination in a certain direction, the 
highbrows describe it as being a villeity 
—a gentle wish in that direction. If his 
wish becomes stronger, and his wish be- 
comes more insistent, the first thing you 
know he develops hope and when his 
hope becomes so intense that he devel- 
ops the conviction that he can achieve 
the thing hoped for, then he emerges as 
a man of faith, and he has developed 
the will to win. I think that that must 
be the meaning of the author of that 
great document, “The Epistle to the 
Hebrews,” who says, “Faith is the giving 
of substance to things hoped for.” And 
it is. the giving of substance to things 
that you earnestly desire and are con- 
vinced’ that by effort you can obtain. 
It makes the man the kind of man which 
every one of us aspires to be. Faith 
in America, faith in the qualities and 
institutions which have made us great. 


source, which a man 


great forms of courage— 


ance. 


will. 


Americans Are Fighters 


Now, I take it that every one of you 
has had by experience and has met in 
recent’ times many people who have lost 
their faith in America or are in a fair 
way to lose it. They talk to you about 
the glories of the past, and the decadence 
of the future. Their hats are off to the 
past, a good many of them have lost 
their shirts in the present, but they are 
not taking their coats off as to the fu- 
ture. They talk to you of the way in 


The full text of Mr. Pepper's address before the Penn Mutual Life con- 
Sulphur Springs last week follows: 


which vitality has departed from busi- 
ness, and so has evaporated from public 
men; how the currency has been de- 
based; how needless experiments have 
involved us in vast expenditures of the 
taxpayers’ money. And they end with 
a note of pessimism and gloom, and tell 
you that this is no time for savings or 
thrift, but the best thing to do is to 
spend all you can lay your hands on, 
because America is no more. 

It is against that state of mind that 
I want to raise my emphatic protest. 
America is very much alive, America is 
full of Americans, and the American, as 
I think I can demonstrate to you, is the 
type of man who is not going to fight 
one more round. Somebody did that last 
night and then was through. The Amer- 
ican is going to fight on, in spite of 
mistakes that we may have made, im- 
pulsively, emotionally, undertaking the 
impossible here, undertaking unsound ex- 
periments there, spending money need- 
lessly in one place, doing this, that and 
the other which has brought down the 
criticisms of common sense. We are not 
going to waste time thinking about all 
that. What we are going to do is to 
demonstrate that the American of today 
is going to find his way back from the 
jungle of experiment and he is going to 
take up again the trail which experience 
has blazed for him. 

Now is this just flapdoodle about 100% 
Americanism and all that sort of thing? 
Not at all. What do I mean by an 
American? Don’t let’s get into contro- 
versial subjects. Turn to the first nine 
amendments of your Constitution which 
are now 144 years old, and in those first 
nine amendments you can read what an 
American is. He is essentially a fron- 
tiersman. He is at his best only when 
you do not cramp his style and unduly 
feter him by legislative and other re- 
strictions. He is the kind of man who 
is just as insistent as the founding fath- 
ers were upon these things. Think of 
them! Religious liberty; freedom of the 
press, immunity from unreasonable 
search; the right to keep and bear arms; 
the right to assemble peaceably and peti- 
tion for redress of grievances; the right 
to be immune from inquisitorial proceed- 
ings in criminal cases; the right in cases, 
whether civil or criminal, to have his 
cause submitted to a jury of his peers; 
assurance that private property will not 
be taken from him without compensa- 
tion; and he is just as insistent as the 
fathers were that he shall not be de- 
prived of life, liberty or property without 
due process of law. 

My friends, you can talk until you are 
black in the face about words and 
phrases, but the man who has those 
rights is an individual. And if anybody 
tries to take those rights away that 
person will find that he is an intensely 
rugged individual. 


Spirit Which Conquered the 


Frontier 


The American is a frontiersman. He 
has guaranteed to him beyond perad- 
venture the rights which I have just 
enumerated and you find them in the 
first nine amendments to the Constitu- 
tion. And if an American is that type 


of man, then three simple but enormously 
important things are true. First, that he 
will not lone permit the Congress of 
the United States to act as his guardian 
of person and estate as if he were a 
minor, or a lunatic or a person under 


some other disability. In the second 
place, he will not long tolerate waste 
and inefficiency in government conduct 
of business. And, third, he will not stand 
for the destruction of business by gov- 
ernment competition unless fair compen- 
sation is made to the industrialist for 
his losses. Those are not controversial 
propositions. I am not thinking of any 
particular set of measures. I am _ ad- 
dressing myself to the groundless fears 
of the men who tell you that American 
institutions are decadent and that Amer- 
ica has lost her power because, if you 
will analyze it, it is in respect of those 
three simple propositions that these 
groundless fears exist. People forget 
everything excepting these three things. 
They say Congress is overrunning us 
and is destroying !ocal self-government. 
They say the national government is em- 
barking in business where it has no right 
to embark, and they say the business of 
the individuals is beiny ruined by ruth- 
less government compétition, and the 
man who has built it up painfully is 
left prostrate. 

If those three propositicns are un- 
sound their fears are groundless, and I 
tell you with all the conviction of which 
I am capable that those three things 
can never be permanent perils to Amer- 
ica as long as Americans are the kind 
of Americans that the Bill of Rights 
assures us they be and will continue 
to be. 

Now, think of each of those three 
propositions briefly. Let me when I 
speak of the power of the Federal Con- 
gress remind you of what people some- 
times forget—the fundamental distinction 
between a national parliament and a Fed- 
eral legislature. England is an outstand- 
ing example of the national parliament. 
In England parliament is omnipotent 
save for those restraints which tradi- 
tion imposes. But England, Scotland 
and Wales are a small and compact 
territory inhabited by people who are 
governmentally like-minded. All the 
more remote parts of the Empire have 
gradually receded from the omnipotent 
sway of the English parliament. Each 
of them is now locally self-governed with 
a Parliament of its own, and the different 
parts of the great Empire are bound 
together only by the tie of loyalty to 
the Crown. 


Defines Federal Legislature 


In contrast, think for a moment of a 
Federal legislature. A Federal legisla- 
ture is the antithesis of the omnipotent 


parliament. A Federal legislature is nct 
the general agent of the people. It is a 
special agent acting under a_ limited 


power of attorney, which precisely de- 
fines the limit of the agent’s authority. 

The consequence is that so long as you 
intend to preserve your Federal legisla- 
ture as an agent with limited or special 
powers you must vest somewhere the 
authority to nullify excess use of the 
power that has been delegated to it. We 
have lodged that power in our judicial 
system and in the Supreme Court. Let 
nobody distract you from the main prop- 
osition by calling attention to what he 
believes to be the unsoundness of par- 


——S=SS 
ticular decisions,*or the infirmities or 
shortcomings of a particular judge, 


Faith in the Supreme Court 


The point is that as long as you intenq 
to retain local self-government in this 
vast dominion of ours, as long as you 
mean to profit by the sad experience 
of those who have attempted anything 
else, so long as your Federal legisla. 
ture is going to be retained as such 
you and the rest of us are going ty 
insist upon it, and until somebody els 
finds a better place in which to lodge the 
power to restrain excesses of agency ay. 
thority, I for one shall continue to haye 
faith in the Supreme Court of the United 
States. And my faith will endure untij 
the American public in supporting ¢on- 
clave assembled modifies the national 
game by withdrawing the umpire, and 
ordains the close decisions on strikes 
balls and bases shall be left to the vote 
of the winning team. It won’t do. We 
will never come to it either in the field 
of government or in the field of sport, 
And while as I say, for short periods 
of time, we may make excursions into 
the jungle of experiment, we may attempt 
well-meant results which turn out to be 
impossible, don’t let your faith in the 
ultimate soundness of the American sys- 
tem be weakened. 

We are coming back from the jungle 
of experiment, and we are going to hit 
the trail of tried and true and sound 
experience. 

Government in Business 


Now, about the second thing: There 1s 
a tremendous amount of talk, contro- 
versial talk about government operation 
of business. I don’t want to get into 
matters that are controversial. I want 
to tell you why in my judgment it is 
impossible in the nature of things that 


government can_ successfully perform 
business functions on any important 
scale. How can I best do it? Let me 


suggest as a way of making the situa- 
tion real to yourself that the agencies 
represented by those eleven Varsity boys 
who thrilled us the other day by their 
talk, that those agencies agreed with 
Federal departments to exchange those 
boys for some Federal clerks and substi- 
tuted the average Federal employe in 
the work of the agency and put those 
boys into the corresponding Federal de- 
partment. Psychologically, the man who 
works in a government department—and 
I speak as one who has observed over 
considerable periods of time and at close 
range—is incapable of the kind of initia- 
tive and productive effort which is essen- 
tial to the welfare of the agencies in 
your business. And, conversely, the most 
dynamic of those boys, if he were to 
try to raise the standard iri any govern- 
ment department that you will, from the 
honest but listless performance of daily 
routine duties to something like your 
ideal of efficiency in business, he would 
find himself up against an impossible 
task because he is fighting against na- 
ture. 

The conditions under which the em- 
ployes in Federal departments live and 


(Continued on Page 26) 


President Law’s Tribute to Senator 
Pepper in Presenting Him to Meeting 


President Law’s remarks when he in- 
troduced Senator Pepper to the conven- 
tion follow: 

If I may refer just one moment to 
what was so beautifully said by Mr. 
Stevenson, I will say I have heard Frank 
Davis called a wheel horse, and I have 
heard him called a dynamo, and now it 
remains for him to be called a human 
radio. But if I were in his-place the 
name that I would like best was this 
name which one of the speakers acci- 
dentally dropped yesterday when he 
called him Uncle Frank. 

I have the great privilege and honor 
of presenting to you the man who for 


over forty years has: been the counsel 
of our company. And, incidentally, | 
want to say—which maybe you do not 
know—that he is one of the richest men 
in America. He is rich in the posses- 
sion of a vigorous and healthy body. He 
is rich in the treasures of a well-trained 
and discriminating mind. He is rich in 
the capacity for doing hard work and 
doing it well; rich in the record of a long 
and eminent career as a member of the 
bar; rich in the generous services which 
he has given to the company, to society 
and to his church. But, most of all, he 
is rich in the affection of thousands of 
devoted and loving friends. 
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Stevenson’s Presentation Of 


Radio to Vice-President Davis 


The general agents of the Penn Mutual 
gave to Vice-President Davis a handsome 
radio and John A. Stevenson made the 
following presentation: 

There are occasions when words can- 
not really express the thoughts they 
should carry and I feel that mine are 
wholly inadequate in attempting to speak 
for the Penn Mutual Agency Associa- 
tion this morning. 

The general agents of the company, 
however, have given to me the joyful re- 
sponsibility of presenting to you, Frank, 
a token of their deep and abiding affec- 
tion for you as a stimulating leader, a 
delightful companion, an enthusiastic co- 
operator and understanding friend. 

Sometimes it is difficult to identify a 
gift with the personality of the person 
to whom it is to go, and while I hesitate 
to compare even the finest radio on the 
market with a personality as wonderful 
as yours, there are certain characteristics 
of a good radio which are typical of you. 

Your “receptivity” shown in the form 
of a sympathetic understanding of our 
problems is without a flaw. If we may 
interpret good “selectivity” to mean that 
unfailingly you select the right method 
of solving those problems, then yours 
must be rated as perfect. When you 
tune in on any situation, if you find any- 
thing of merit there—and you usually do 
—your generosity always magnifies its 
volume so that the broadcast reaches the 
furthermost parts of the country. 

Since we have been the fortunate par- 
ticipators in the benefits of all these 
qualities, we hope that the radio we are 
sending you will carry with it some mea- 
sure of our warm affection and grateful 
appreciation. 


Frank Davis’ “Thank You” 


When Vice-Presidént Davis was pre- 
sented with a handsome radio set by 
John A. Stevenson on behalf of the gen- 
eral agents, he said in response: 

“Thank you, John. Thank you all. My 
friend, John Stevenson, with every de- 
sire to be kind, has made most difficult 
for me a duty I owe to this wonderful 
group of general agents who have so 
generously recorded their friendly re- 
gard for me. 

“I recall the occasion fifteen years ago 
when John and I and many others here 
started down the trail together. We 
have been on many detours, encountered 
much rough traveling, but the trip has 
been a happy and joyous one, and for 
me, a most helpful and profitable one, 
because out of it all, I have, I hope, 
acquired a new understanding of the 
power of fellowship. 

“I am a great radio enthusiast; the 
romance of radio never leaves me. I get 
a thrill out of the fact that radio existed 
’way back yonder in past centuries, ex- 
cept that it required the ingenuity and 
patience of man to harness it, perfect it, 
and make it usable for his fellows. And 
so away back yonder with the first dawn 
of the morn of creation existed coopera- 
tion, good-will, fellowship and friendship. 
But it required the patience of great 
souls for centuries to induce men to 
make universal application and use of 
those most helpful and satisfying qual- 
ities. 

“My friends, I am overcome with emo- 
tion. I can’t adequately respond to this 
manifestation of your friendship and 
your good-will. Let me only say this, 
someone has said that no man is the 
whole of himself, that his friends are the 
rest of him. And I am proud and grate- 
ful that you are such a great part of me. 
Thank you!” 





George Wharton Pepper’s Talk 


(Continued from Page 24) 


work inevitably result in a certain dead 
level of honest, but, in most cases list- 
less, performance of duty. And you 
know that no business enterprise can 
proceed successfully unless everybody in 
the organization is working continuously 
without looking at the clock, and is every 
day working up to the full limit of his 
productive capacity. And, unless that is 
the case, business dries up and you sub- 
stitute the characteristics of the honest 
but listless government department in 
the field where American initiative has 
been supreme. 


Criterion of Success or Failure 


But, again, have you ever reflected how 
fatal it would be to business if there were 
no criterion of success or failure? Sup- 
pose you take away the test of earn- 
ings, of dividends, of commissions, of 
surplus, of deficit, or what you will—any 
of the tests by which you determine 
whether a business is a success or a 
failure—there is no way of applying the 
criterion of success or failure to the op- 
eration of a government department, or 
the government in business. If you as- 
sert that there is, and that budgets are 
made in the departments, true enough, 
for the proper operations of government, 
but the instant that government goes 
into business, if it shows a loss, all you 
have to do is to drop out some of the 
items of essential liability and proclaim 
the thing as a money-making success. 

You can fool Americans part of the 
time, but you can’t do it all the time 
when it comes to trying to convert them 
to accomplish great results with listless 
and ineffective agents. 


Business Success Must Be Honestly 
Earn 


I say first, that you need not worry 
about the future of America as respects 
the destruction of local self-government. 
Individuals like you and me and the rest 
of the Americans are not going to stand 
for it, and Americans knowing what the 


necessities of business success are, are 
not going to substitute for the free de- 
velopment of the worker in the field of 
business, whether it be insurance or what 
you will, the listlessness of the govern- 
ment department. To which somebody 
says, “Oh, you do a grave injustice. 
There are men working in Washington 
today, working their heads off without 
salary or a dollar a year, or pitifully 
small salaries, to accomplish what they 
honestly believe to be reforms for the 
welfare of the country.” 

My friends, have you reflected that 
those people are not working for the 
government? Every one of those men 
is wedded to a theory which in some 
cases has become a hobby and what they 
are doing is to put forth all the energy 
that they have to demonstrate the suc- 
cess of the theory that they honestly 
believe in. And a man with a theory or 
a hobby will work for it to the bitter end, 
without regard to time or compensation. 
But, suppose that in any particular case 
those men were to demonstrate suff- 
ciently the success of their theory, to 
clamp it down as a permanent feature 
of the Federal government, very, very 
quickly their task being done they drift 
back to their universities and colleges, 
and the administration of the new inter- 
est would be left in the hands of the 
stereotyped government official. 


The Kind of Initiative Which Wins 


The situation in which a government 
employe finds himself, whether in a po- 
litical position or a semi-politically con- 
trolled civil service position, is incom- 
patible with the kind of initiative which 
alone makes Penn Mutual great, and the 
fact that there is no criterion for de- 
termining the success or failure of the 
government in business in any particu- 
lar field means to me that however much 
we may honestly and boldly, or perhaps 
impulsively, try particular experiments 
for government in the business field, we 
will not persevere in the long run, not 
for controversial or partisan reasons, but 


Agents Advise Larger 
Initial Programming 


POLICIES AT START TOO SMALL 





Advice to Production Forces at Penn 
Mutual Convention; What and How 
to Perform 





When Frank H. Davis, vice-president 
Penn Mutual Life, in charge of produc- 
tion, made the opening address to the 
big field convention of the Penn Mutual 


at the Greenbrier Hotel, White Sulphur 
Springs, W. Va., on Monday morning of 
last week he faced more than 800 men 
and women in the largest field gathering 
of the company. The program for this 
part of the convention, and which lasted 
three days, did not contain a single dem- 
onstration of an organized sales talk, 
nor any long speech which had to do 
with describing a policy or coverage plan. 
It was based on answers to two ques- 
tions: “What shall we do?” and “How 
shall we do it?” 

After Vice-President Davis’ opening 
address, which was one of welcome and 
of praise and encouragement and of ref- 
erence to an attendance by qualified men 
larger than at any previous convention 
of the company, and closing with a pres- 
entation of President Law, who gave his 
annual address which is printed in full 
elsewhere, the remainder of the conven- 
tion until the last hour of the third day 
was in the hands of sticcessful producing 
agents. Later, the general agents had 
meetings. 

Nine Chairmen 


For each of the nine features there 


was a chairman, and Mr. Davis intro. 
duced each of the chairmen, telling wh 
he was qualified to act in that Capacity 
This sub-chairman had his say aboy, 
the topic to be discussed, and then pre. 
sented the topic’s speakers, in succession 
These were the features: 

“Increased Earnings Through Salary 


” 


“Successful Ideas That Have Brough 
Results in the Last Year.” 

“Social Security Through Retiremen 
Income.” 

Prospecting Session. 

“Selling to Better Than Average Pros. 
pects.” 

“The Technique of Prestige Building” 
—Round Table. 

Organized Methods of a Successfyj 
Underwriter. 

National Advertising and Direct Mai) 
as Business Aids. 

There were forty-three agent speakers, 


Larger Initial Policies 


“Juot” was brief for “Jack Up One 
Thousand.” The purpose was to show 
how to lessen the number of thousand- 
dollar policies. 

“The Technique of Prestige Building” 
was developed through answers to the 
question, “What Particular Act or Thing 
Has Contributed Most to My Prestige as 
a Life Underwriter?” 

The closing hour of the meeting, on 
Wednesday morning, was given to 
George Wharton Pepper, the company’s 
general counsel. His address, printed 
elsewhere in this paper, dealt with the 
economic conditions of the country and 
of the real opinion and caliber of the 
American people. In every way splen- 
did, this address thrilled the audience. 





for psychological reasons that are at the 
bottom of your problem. 

Let me appeal to the sportsmanship of 
the American people as my reason for 
thinking that we cannot long rest con- 
tent with any governmental policy, which 
through destructive competition with the 
private industrialist without compensa- 
tion destroys the business that he has 
painfully built up. 

In England when an omnipotent parlia- 
ment embarks government in business 
and does damage to the competitive pri- 
vate enterprise an appropriation by par- 
liament to pay the loss to the industrial- 
ist is a matter of course, under the Eng- 
lish system. And I am one who believes 
that when Americans understand the 
Situation they will not long tolerate an 
ethical standard in respect of the rela- 
tions of government to the individual 
which is any lower than the standards 
under which our English brethren are 
living and are recovering their great in- 
dustrial strength. 


Will Not Long Stand Being Trampled 
on by Central Bureaucracies 


I have mentioned three reasons for my 
confidence that the American who is 
enshrined in the Bill of Rights is not 
going to suffer those conditions to con- 
tinue or to arise which are the basis 
of the fears of those who say that 
America has shot her bolt, and that from 
now on we are facing a period of disin- 
tegration. I could multiply, I could am- 
plify by illustrations. What I have said 
will suffice. Look to your Bill of Rights 
to find what type of man the American 
is, and you will find that he is essentially 
a free frontiersman. Being such, he 1s 
never going to permit local self-govern- 
ment to be trampled upon by central 
bureaucracies. He is never going to per- 
mit the waste and extravagence of hope- 
less embarkation by government in a 
field where he does not belong, and he 
is not going to stand for any ethical 
system determining the relations of the 
sovereign and the citizen -unless that 
squares with a decent respect for the 
vested rights of the individual and brings 
him within the Constitutional guaranty 
that he can’t be deprived of his property 
without just compensation. 


Oh, my dear friends, let every one of 


us in this hall today rededicate our faith 
in America. I have listened today to 
all that has been said about prestige, and 
prestige is the outstanding fact in Amer- 
ica’s place among the nations of the 
world. I listened with tremendous in- 
terest to the advice given as to how to 
build prestige. It occurred to me as an 
older man to suggest one thought to 
younger ones, and that is that you must 
not get yourself into the state of mind 
of those who are trying to adopt dang- 
ling flies to stimulate the appetite of the 
trout. You must not get yourself into 
the attitude of those who are laying cun- 
ningly devised traps for the unwary bird. 
Remember the Psalmist says, “In vain 
is the snare laid in the sight of any 
bird.” And, unless you develop some- 
thing better than the higher art that 
conceals the art, all the methods that 
have been suggested to you are going to 
be liabilities and not assets. 


Rededication of Faith 


If you are going to join a church for 
the sake of being known as a church 
member and then try to capitalize that 
in your business; if you are going to 
join a club or lodge in the same spirit 
it all goes for nothing. Join your church 
but join it in order to make the church 
stronger and yourself a better man, and 
then you will get the reward of real 
character building. And that is the 
prestige of being the kind of fellow that 
those men were who spoke to you from 
the platform. I could not help thinking 
that excellent as were the things that 
they said, every one of those men was 
stronger than the things they said, be- 
cause he was a man. You felt it in his 
presence; he radiated power; he radiated 
sincerity. And you know that the vol- 
ume which has been the reward of his 
effort has not been the record of the 
game hunter who has successfully laid 
a decoy. It is the record of the man 
who has succeeded in doing for his pros- 
pect that which he thoroughly and hon- 
estly believes is salvation to that pros- 
pect, and the source of his security and 
happiness. 


So let’s rededicate our faith in realities, 
not in shams and devices. Let’s dedicate 


our faith in America to this Union of 
which we are all the loyal citizens. 
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Retiring President S$. A. Swisher, Jr., 


Tells of L.A. A.’s 


In reviewing the activities of the Life 
Advertisers Association during the year 
of his administration retiring President 
s, A. Swisher, Jr., assistant superin- 
tendent of agencies of the Equitable Life 
of lowa, told of the increased member- 
ship, both company and individual, and 
the sound financial condition of the as- 
sociation. His report follows: 

Perhaps the outstanding activity of 
the association during the year was that 
of assisting in the promotion of Life 
Insurance Week, which was conducted 
from May 13 to 18. Recognizing the 
ability of our organization to assume 
the responsibilities of fostering this pro- 
ject, the Life Agency Officers invited 
our group to participate and a subcom- 
mittee composed of Nelson A. White, 
chairman, Cyrus T. Steven, Kennilworth 
H. Mathus and Arthur H. Reddall, 
served in that capacity. The unusually 
fine results of that project:are well 
known to you, and I want to compli- 
ment and express my personal apprecia- 
tion to those men who handled this ex- 
tensive project so successfully. I think 
we should be proud of the recognition 
shown our organization by the invita- 
tion to assist in that work, which was 
handled so effectively that already the 
new chairman of Life Insurance Week 
has included several of our membership 
on this committee for 1936. 

Another project in which members of 
the association cooperated was the pub- 
licizing of the National Association con- 
vention this year. In answer to a request 
from your president, many of you car- 
ried a reference to the National Con- 
vention in your insurance press adver- 
tising copy. Certainly, no similar meet- 
ing ever received as much publicity and 
the attendance was the largest in the 
history of the association. The effort 
was appreciated, as evidenced by the 
personal letters which you received from 
Ted Riehle, the president of the Nation- 
al Association. 


Prominent Executives Members 


The membership has continued to in- 
crease. During the year eight new com- 
panies have joined the association and 
four have withdrawn, making a net in- 
crease of four company memberships, 
for a total of ninety-five. All of those 
companies which withdrew from mem- 
bership did so because of merger or dis- 
continuance of operation. There has also 
been an increase in individual member- 
ships, until we now have a total of 120 
members, an increase of thirteen over 
a year ago. And included in those mem- 
berships are many prominent life insur- 
ance executives of the leading compa- 
nies. The member companies are 
domiciled in every section of the United 
States and Canada and we can now 
point to a membership that truly in- 
cludes the representative companies of 
the American continent. This fine record 
is the result of continued and conscien- 
tious effort on the part of the chair- 
man of the Membership Committee— 
R. C. Budlong, and the fine cooperation 
which has been given him by the mem- 
bers of his committee and the entire 
membership of the Association. 


Membership Gain 





STEPHEN A. SWISHER, JR. 


In the matter of finances, your officers 
have attempted to economize in every 
possible way. The secretarial work was 
all handled without the payment of any 
salaries, and although there was an in- 
creasing amount of bulletin service, it 
was conducted at a moderate cost. Small 
appropriations were made to the various 
Round Tables and other activities and 
to be passed on to the new administra- 
tion. Special mention should be made 
of your secretary, John H. McCarroll, 
who has filled his position most admir- 
ably. Besides handling the voluminous 
duties in connection with the issuing 
of bulletins, he has taken a large part 
in the administrative affairs of the As- 
sociation and his advice and counsel 
have been most helpful. 

Our relations with the press have been 
most satisfactory, and without exception, 
the trade publications have been friend- 
ly and cooperative and apparently inter- 
ested in the progress of our Association. 

During the year three Round Tables 
were conducted. On January 18, under 
the chairmanship of D. Bobb Slattery, 
the Eastern Round Table met at Hotel 
Pennsylvania. On April 28 and 30, under 
the direction of John W. Murphy, chair- 
man, the Southern Round Table met in 
Richmond at Hotel John Marshall for 
a two day session, followed by two ad- 
ditional days at the Virginia Beach, 
where the Life Insurance Sales Research 
Bureau conducted a session on Conser- 
vation. On May 24 under the direction 
of Chairman R. C. Budlong, the North 
Central Round Table met at the Edge- 
water Beach Hotel in Chicago. Each 
of these regional meetings were well at- 
tended and much worth while and pro- 
vided an opportunity for many of the 
membership who were unable to attend 
the National Meeting to discuss their 
common problems. 


Nat’! Advertising Prepares Market 
For Agents, Herman Koch Stresses 


National advertising by life insurance 
companies was looked upon by Herman 
Koch, Jr., advertising assistant in the 
New England Mutual, as an attempt to 
Prepare the market for the agent. In 
his talk “Advertising as a Sales Builder” 
on Tuesday morning of the L. A. 
meeting Mr. Koch pointed out that the 
companies have discovered that it is not 
enough simply to give a man a little 





training, put a ratebook in his hand and 
let him work out his own salvation. The 
trouble with this system was that the 
entire burden of selling was put upon a 
man who is essentially a closer. The 
speaker said: 

“Now it seems to me that the agent 
has a right to expect his insurance com- 
pany to give him as much help as he 
would receive in selling arly other kind 
of product. Today, therefore, after. his 


training is completed, he expects the 
company to prepare the market for him, 
direct him to it and, in addition, to point 
out to him those individuals in that mar- 
ket that will be most susceptible to his 
closing arguments. 


Fresh Viewpoint 


“And more of the life insurance com- 
panies are gradually taking that point of 
view. It is evidenced by the number of 
companies doing national advertising, 
which represents nothing but an attempt 
to prepare the market for the agent, and 
the number of companies developing di- 
rect mail sections, intended to put leads 
into the hands of agents.” 

Mr. Koch noted that twenty years ago 
only four life companies were in the na- 
tional magazines spending altogether 
$100,000; ten years ago there were seven 
who spent about $1,000,000. But last year 
twenty-two life companies spent a trifle 


less than $2,000,000 in magazine adver- 
tising, $700,000 in newspaper advertising 
and large sums in direct mail and radio 
advertising. This upward trend indicat- 
ed to Mr. Koch that the doctrine that 
the home office must perforce take a 
more active part in the selling process is 
decidedly gaining a wider acceptance. 

As to problems to be faced in the fu- 
ture the speaker said “we have now 
reached a stage in which we must dis- 
tinguish between the effective and the 
less effective” in copy treatment. He 
emphasized that no longer can “pot 
shots” be taken in the hope that “we 
will hit something.” Radio and direct 
mail must not be neglected, he said, as 
the radio offers a powerful medium which 
cnly a few life companies have used up 
to the present time, and direct mail, in 
his opinion, provides perhaps “the great- 
est opportunity for cooperation between 
the home office and the agent.” 


John A. Stevenson Says Advertising 
Can Broaden Current Insurance Appeal 


The next few years are going to show 
a distinct increase in the amount of in- 
surance bought by the people of this 
country, in the opinion of John A. Steven- 
son, head of the home office agency of 
the Penn Mutual Life in Philadelphia, 
speaking before the Life Advertisers As- 
sociation at Swampscott this week, and 
he also believes that insurance advertis- 
ing will play an important part in that 
development. 

The public today feels the need for in- 
surance for future security which is re- 
flected in the answers to advertisements 
stressing security and old age income 
plans which are coming into life insur- 
ance offices, Mr. Stevenson said. “But I 
think,” he continued, “that increased ad- 
vertising can make people see the need 
for other types of insurance as clearly 
as they realize the need for retirement 
income insurance today.” He believes 
that the advertising managers of com- 
panies can do a tremendous job in mak- 
ing people face facts as far as other 
types of insurance are concerned. 


Can Point Out Other Needs 


Continuing he said: “Leaf over any 
good business periodical and you will see 
items such as the report of the Federal 
Home Loan Bank Board stating that for 
the first seven months of 1935 new resi- 
dential construction throughout the 
United States was 146% greater than in 
the corresponding period of 1934—or you 
will see that Federal State Taxes show 
a decided increase in every bracket. Yet 
does the average person seen an increased 
need for insurance when he begins to 
build a house or when inheritance taxes 
are increased? Too frequently the an- 
swer is ‘No’ at the present time.” 

“It’s easy to make broad statements 
about what advertising can accomplish 
in the way of making the American con- 
sumer’s ear receptive to the life insur- 
ance salesman’s suggestions,” commented 
Mr. Stevenson. “It’s another matter to 
get down to brass tacks and to answer 
the specific questions which are immedi- 
ately raised: where are the best mar- 
kets ?—what advertising media shall we 
use ?—what type of copy will be most ef- 
fective ? 

“In answering the first of these three 
questions—where are our markets ?—I 
think a step in the right direction was 
made through the surveys undertaken 
through the cooperation of the Life In- 
surance Sales Research Bureau, the Cur- 
tis Publishing Company and various in- 
dividual life insurance companies. 

“Of course, many more steps in the 
same direction will be made before we 
have a clear view of what our markets 
are, but take, for example, the figures 
from the survey on ‘Wives’ Influence on 
Husbands’ Life Insurance.’ 


The Ultimate Consumer 


“Tn interviewing the wives of men who 
had bought ordinary insurance since mar- 


riage—that is, ordinary as contrasted 
with industrial insurance—10.4% stated 
that it was on their initiative that the 
insurance was purchased, 56.2% had been 
consulted and 10.8% had been told before 
the insurance was purchased. In other 
words, 77.4% or about three-fourths of 
the wives interviewed had an opportunity 
to influence the purchase of their hus- 
bands’ life insurance. 

“On the other hand, when we come to 
the replies to a question as to the infor- 
mation which the wives interviewed had 
on the subject of life insurance, 21.3% 
or less than a quarter were listed as well 
informed. 

“Now you and I talk glibly about wom- 
en as the ultimate consumers of life in- 
surance. In the Penn Mutual we are 
addressing a series of advertisements to 
women as treasurers of the family cor- 
poration. But I’m wondering whether 
future research won’t show that far more 
advertising should be addressed to wom- 
en than is the case at the present time. 

Effective Advertising 

“Since insurance advertising on a large 
scale is a relatively new outgrowth, ex- 
perience will have to help answer our 
questions as to the ways in which the 
mind of the public can best be reached. 

“The Life Insurance Sales Research 
Bureau, I feel, can be of tremendous help 
in bringing together information from 
the various companies and because of the 
professional code which governs the work 
of the Life Advertisers Association, I feel 
that you will be able to perform a service 
of immeasurable value to insurance as an 
institution and to the insuring public.” 





“Buying Type by the Yard” 
Explained by Fred Fisher 


The difference between “buying type 
by the yard” for outdoor advertising and 
preparing copy for magazines and news- 
papers is tremendous, Fred L. Fisher, ad- 
vertising manager for the Lincoln Na- 
tional Life, told the L. A. A. The big 
problem is to condense the message into 
the smallest possible amount of copy for 
the largest possible place. Explaining 
this paradox Mr. Fisher pointed out that 
such mass advertising reaches great 
numbers of people, but puts across a 
message only if that message is very 
brief, succinct. Ten words is about the 
limit. 

As to buying pictures Mr. Fisher 
pointed out that many a picture which 
seems a knockout on inch scale is a to- 
tal loss when enlarged to yards, and that 
it is necessary to use extreme care in 
selecting such a picture. 





GILMAN IN WITTY SPEECH 
A feature of the Life Advertisers’ din- 
ner Monday night was a_ humorous 
speech by Charles C. Gilman, famous 
National Life of Vermont agent in Bos- 
ton. 
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Rather Than Death” 








Ad Appeal, Henry E. North Urges 


Henry E. North, second vice-president, 
Metropolitan Life, brought a flock of 
good suggestions to the Tuesday session 
of the L.A.A. making an impression 
when he suggested: “Men who make up 
insurance advertisements should keep in 
mind at all times that they must paint 
a picture that will stamp itself upon the 
minds of the reader, till he slowly but 
surely absorbs the idea, without even be- 
ing aware that he has absorbed it.” 

In Mr. North’s opinion the picture 
painted of life insurance and its useful- 
ness often times have little effect be 
cause the man or women reading them 
does not comprehend what they mean. 
Even though the message does not strike 
home at once not mean that the 
advertising is lost. It may be as far as 
immediate sales go, the speaker observed, 
but it is not lost if its object is to make 
the reader think about the thing adver- 
tised. 

Sees Too Much “Death Appeal” 

Mr. North favors presenting life insur- 
ance “as a thing for the living” rather 
than as death insurance and he said that 
so far the “living appeal” has not been 
properly put across. He sees the minds 
of the majority of people still connecting 
life insurance up with death. He told of 
this personal experience to illustrate his 
point: 

“When I told my two boys (one is a 
freshman at Yale and the other attends 
a preparatory school) about my plans to 
start them on an insurance program, one 
of. them replied almost immediately— 


does 


‘What are you trying to do, bump us 
off’; and the other boy made a remark 
somewhat similar—showing that in spite 
of the fact that their father is an in- 
surance executive, their whole idea of in- 
surance is linked with death. So you see 
we have much to learn in advertising life 
insurance, and frankly speaking, I am 
not at all sure that we have yet found 
the real key.” 

The big question, he said, is “how do 
we justify the money spent for adver- 
tising.” His slant is that it can be justi- 


fied only on the ground that it builds ] 


prestige for the company and for its 
agents. And in this connection he told 
about the welfare advertising, carrying 
no sales appeal at all, which the Metro- 
politan and other companies have been 
doing for a number of years. He also re- 
garded as good copy the attempt to build 
up the agent; to present him as a man 
whom a prospect can trust with his prob- 
lems. Agents all over the country read 
these advertisements and in many instan- 
ces endeavor to live up to the picture we 
have given of them. They are stimulated 
to learn more about their business; to 
know how to analyze and diagnose a 
prospect’s needs, and to give better all 
around service. 

“This is a fine method of advertising,” 
said Mr. North, “because there is nothing 
more needed in the insurance business 
today than to build the agents up to a 
point where they are as big as their bus- 
iness, worthy to sell the service of life 
insurance.” 


Life Insurance As Public Relations 
Discussed By John Nelson, Sun Life 


Although the contacts of life insurance 
are individual, collectively they become 
public relations, said John Nelson, super- 
visor of public relations of the Sun Life 
of Canada speaking before the Life Ad- 


vertisers Association at Swampscott, 
Mass., this week. “As life insurance is 
now such a vital factor in our social 


organization its relationships extend be- 
yond those who are insured and include 
every member of the community,” Mr. 
Nelson said. 

Life insurance has perhaps taken too 
much for granted, in Mr. Nelson’s opin- 
ion. Because it holds no franchise from 
the government, receives no subsidies or 
subventions from it and enjoys no im- 
munities or protection under the tariff, 
it perhaps feels under no obligation to 
publicly explain its activities. Because 
its foundations have been laid with such 
scientific exactness that during the past 
two decades it has withstood the terrific 
impact of devastating forces which have 
swept the business terrain and, there- 
fore, has no calamities to explain, it is 
apt to disregard the need of familiariz- 
ing the public with its principles and 
practices. 

“But the public has a large stake in 
our business,” continued the speaker. “It 
ought to be informed. It should be tak- 
en into our confidence. We work for 
the public—why not with the public? 
We deal in something the public must 
have. They should be told what this 
business means, as well as what it does. 
They know the results are good but are 
rarely aware of how those results are 
obtained. And that unawareness gives 
the demagogue his opportunity to mis- 
lead and to include life insurance among 
private monopolists and capitalists. No 
institution can be termed private that 
performs a great public service. No form 
of business can fairly be branded as cap- 
italistic (in the meaning that term is in- 
tended to convey) that is fundamentally 
and preeminently cooperative. The real 
character of life insurance should be 
more fuily explained to the people and 





JOHN NELSON 


its proud record kept constantly in their 
remembrance. 

“Its story should be articulated in com- 
mon speech. We have developed a tech- 
nical lingo, expressive to those in the 
business but to many as mystifying as 
the formulas of Einstein. This tends to 
make remote and obscure things that it 
is in our interest to keep within the men- 
tal grasp of both policyholders and pub- 
lic. The spacious high-powered vocab- 
ulary of the expert should be stepped 
down to the vocal voltage of the shop 
assistant and the laundry worker. 

“Our financial reports are open to 
grave criticism on the same score. They 
may impress; they often do not inform. 
The Swift Co., General Food Products 
and the Corn Exchange Bank are com- 


mendable examples of institutions which 
have reduced their financial statements 
and their advertisements to terms with- 
in the easy comprehension of the com- 
mon man and thereby increased general 
confidence in their institutions. 

“The approach to the public must be 
friendly and cooperative, based on a 
community of interest and on mutual du- 
ties and responsibilities. By identifying 


ourselves with worthy enterprises, wit, 
the preservation of health and in Other 
ways, and by a readiness to explain and 
inform in common terms, our companies 
can go far to retain the cooperation of 
their policyholders and enlist non-policy. 
holders as friends. By this kind of ap- 
proach the public mind can be inoculat. 
ed to a considerable extent against the 
activities of the inflammatory agitator” 


Famous “Monkey Bridge” Ad Of 
National, Vt., Cited By C. E. Crane 
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In discussing merchandising vs. insti- 
tutional advertising at the Life Adver- 
tisers Association national convention at 
Swampscott this week Charles E. Crane, 
publicity director of the National Life 
of Vermont, presented in his paper an 
effective cartoon as a specimen of the 
earliest life insurance advertising. It was 
the famous “Monkey Bridge” drawing 
formerly used by National Life, bearing 
the caption “Life Insurance in its best 
use is a bridge for our own convenience 
or the protection of others.” 

The idea originated with James T. 
Phelps, general agent, National Life of 
Vermont, in Boston. Mr. Crane said that 
the bridge drawing is “old stuff, but still 
useful.” Birth of the cartoon was as 
follows: 

Frustrated in an effort to sell National 
Life insurance to a prominent bridge- 
builder because the bridge man was in- 
fatuated with assessment insurance Mr. 
Phelps drew the monkey bridge adver- 


tisement to demonstrate the superiority 
of legal reserve life insurance. 

With his pencil he constructed a 
bridge, solid and enduring each stone 
of the substructure representing some 
element of sound insurance, and _ the 
superstructure exemplifying substantial 
insurance service. In contrast to this he 
drew a bridge consisting of a chain of 
monkeys spanning a chasm, with the 
caption, “If one monkey changes his 
mind, the bridge is destroyed.” This 
monkey bridge attracted wide attention 
at the same time, and was successfully 
used by other insurance men in combat- 
ing assessmentism. 

“Since there are, in there days of 
recent chain-letter fads, still many peo- 
ple fascinated with assessment insurance, 
the monkey bridge is still a pertinent 
piece to show any prospect who does not 
realize the difference between legal re- 
serve and assessment life insurance,” 
said Mr. Crane. 


Good Results Achieved By Equitable 
Society From Its Classified Ads 


How the use of classified advertising 
space by the Equitable Society was made 
to pay measured by actual business writ- 
ten was told to the Life Advertisers As- 
sociation at Swampscott this week by 
Arthur H. Reddall, assistant secretary of 
the Society. Mr. Reddall gave the ac- 
tual figures which showed that from May 
1, 1930, to June 30, 1935, the Society spent 
$16,671 in four-inch single column adver- 
tisements run in the “Salesmen Wanted” 
columns twice a week (usually Sundays 
and Wednesdays). From this modest ex- 
penditure of $16,671 they appointed 1,479 
agents after weeding out all ineligibles 
through a careful process of interview- 
ing. Altogether 9,987 inquiries resulted 
from the advertising. To date the 1,479 
agents who were actually placed under 
contract with various agencies in New 
York City have written and paid for 
$49,485,754 of life insurance. 

The first year premiums on this $49,- 
485,754 of life insurance (not the total 


first year and renewal premiums) totaled 
$1,722,482. Thus every dollar spent in 
“Want” column advertising in the New 
York papers alone during the past five 
years has brought in more than $100 in 
first year premiums. If the second, third, 
fourth and fifth year renewal premiums 
were included on the business written by 
these agents, the aggregate premiums 
would be approximately $4,000,000. 

Mr. Reddall is in favor of daily news- 
papers as advertising media because 
there is reported day by day the stirring 
drama of human existence in all its 
phases—marriages, births, deaths, acci- 
dents, economics and finance. ; 

“Life insurance also is drama,” said 
Mr. Reddall, “and can you conceive of a 
better medium in which to tell what life 
insurance is and what it does than the 
pages of the daily newspaper, the col- 
umns of which are teeming with recitals 
of events with which life insurance has 
an intimate relationship ?” 
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Big Publicity Pull of Life 
Insurance Week Last Year 


All possible publicity channels func- 
tioned last year in connection with Life 
insurance Week with such remarkable 
results as more than 25,000 column inches 
of newspaper space devoted to telling 
about the accomplishments of life insur- 
ance. In telling about the activity be- 
jore the Life Advertisers Association at 
Swampscott this week Nelson A. White, 
adverusing director of the Provident 
\utual, gave some interesting facts. 

“*it is a very wholesome thing that 136 
life insurance companies, representing 
yJ% of the total life insurance in force 
in the United States, should get togeth- 
er at least once a year to tell the Ameri- 
can public what has been accomplished 
in the interval,” said Mr. White. 

“It is a very wholesome thing that the 
life insurance companies cared, as a 
group, to tell their story through printed 
advertising in 653 newspapers, with a to- 
tal circulation of 31,500,000—more people 
than there are families in the United 
States,” continued the speaker. “Mr. 
Linton, as chairman of the Life Insur- 
ance Week committee, felt that the wid- 
est possible distribution of advertising 
should be made, with the result that 
every city of 25,000 population, every 
city with an Underwriters Association 
and every city with the home office of a 
contributing company was represented in 
the advertising campaign. 

“But these things are not the objec- 
tives of Life Insurance Week. As 
see it, the money spent in advertising 
is important chiefly because it sets in 
motion other forces for a great, con- 
structive educational program. Home 
ofices, underwriters associations, local 
agencies and individual agents unite to 
tell the whole world what life insurance 
has to offer. 

“Time does not permit more than a 
casual mention of the thousands of post- 
ers, car cards, sticker stamps, envelope 
stuffers, window stickers and Western 
Union jumbo telegrams. Nor need I 
stress the tremendous publicity value be- 
hind the 900 speeches made during Life 
Insurance Week, the 400 window dis- 
plays, the pages of underwriter and bank 
advertising, the splendidly effective bill- 
boards or the outdoor displays of one 
sort or another. It would be only the 
rashest of guesswork to estimate the 
millions who heard former Governor Al- 
fred E. Smith, Commentator John B. 
Kennedy or the programs on the other 

383 broadcasts reported by underwrit- 
ers associations during Life Insurance 
Week.” 





Ocean House President Tells 
Viewpoint of a Policyholder 


The average citizen is more impressed 
by the promise of reward from his in- 
surance than by warnings of what he 
should fear, in the opinion of Clement 
Kennedy, president of the New Ocean 
House, who appeared before the L. A. A. 
meeting in the role of a policyholder. 
Several of his points were: 

The policyholder is just an average 
citizen. As such, he is not particularly 
interested in life insurance, air condition- 
Ing or any other subject except as it may 
be made to work for him. The policy- 
holder is a pretty selfish individual. He 
1s interested almost entirely in himself, 
his family and his business. 

For sometime I have observed in ad- 
vertising very definite tendencies, in 
many pieces of copy, to impress the 
Prospect with the fear of the future— 
accidents, injuries, calamities, hardships 
and poverty—provision against which 
should be made through the medium of 
Imsurance. However, I do not feel this 
anguish-producing appeal should be too 
prominently exploited. We are living in 
a reckless age. People no longer fear 
the future. Life insurance advertising 
should appal to the happy reward rather 
than a portrayal of the terrible things 
that should be guarded against. 

In your advertising push the good 


Clever Planned Publicity 
As Used By Conn. Mutual 


Vincent B. Coffin, superintendent of 
agencies, Connecticut Mutual Life, told 
the Life Advertisers Association of the 
team work necessary for the agency and 
advertising divisions to work most ef- 
fectively. He told the convention of sev- 
eral of the unique operations of the ad- 
vertising division of the Connecticut Mu- 
tual Life, which has made it one of the 
most successful divisions in the insurance 
business. . 

One publicity idea being used by the 
Connecticut Mutual is employed when 
the officers of the company are on tour. 
The advertising department sends their 
pictures, schedule of careers and other 
facts to the general agents who will be 
visited. The latter see their friends 
among city editors and the officers are 
interviewed upon arrival by reporters. 
The Eastern Underwriter regards this 
as one of the best publicity ideas there 
is and it should be more generally adopt- 
ed in the business. It furnishes an op- 
portunity not only for a publicity plug of 
an insurance company, but also an insur- 
ance executive can discuss any economic, 
farm insurance or financial question that 
he desires. It is a public relation stunt 
in the best sense of the word and has 
the further advantage of working. 

Another innovation of the advertising 
division of the Connecticut Mutual is the 
issuance of a general agents’ exchange. 
This publication comes out twice a month 
and contains facts about organization 
work to help the general agent to im- 
prove his organization job. This contains 
nothing about selling. 

The agency and advertising divisions 
of the Connecticut Mutual work in clos- 
est harmony. If members of the agency 
division run across clever ideas while in 
the field, they see that they are com- 
municated to the advertising and publi- 
cation staffs. That is one reason why 
ConMuTopics is one of the best of the 
agency publications and is so up to date. 
Just as the agency division passes on as 
many ideas as are garnered in the field, 
so too the advertising division gives as 
many tips and suggestions as it can to 
the production division, but each is care- 
ful not to operate in the other’s pre- 
serves. Mr. Coffin’s talk was regarded 
as one of the most informative which has 
vet been delivered before the Life Ad- 
vertisers Association. 





Larry Evans Tells of Co.’s 
Experience With Coupons 


Larry Evans, assistant director of 
agencies, Northwestern Mutual, dis- 
cussed coupons in national advertising 
at the Life Advertisers meeting this 
week. He told members of the value of 
coupons, also some of the faults. While 
Northwestern is using coupons in all na- 
tional advertising it seeks quality in cou- 
pon reply and is not trying to break rec- 
ords in mass response. It realizes that 
as a general principle the better the 
quality of the prospect the least likely 
the prospect is to send in an inquiry. 
Many coupon replies, however, have re- 
sulted in insurance sales. Mr. Evans 
said the mere receipt of a coupon was 
only part of the campaign. It is how 
the coupon is followed up that counts. 
Some of the ads having the widest and 
most careful reading have had the least 
coupon pull. Likewise, some which 
pulled most were least generally read. 





name of your company. It is not a plat- 
itude to say it is worth more than riches. 
Statements as to the company’s exceed- 
ing virtues are pardonable, perhaps. One 
likes to see a company think well of 
itself, but applies to its own. statements 
thereof the usual trade discount: Many 
of these pass before the policyholder’s 
eye and leave no particular trace behind. 
And yet there is no business that lends 
itself to advertising as does the insurance 
business. P 
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Timing Important In Planning Sales 
Campaigns, Speakers Tell Ad Men 


A session of the Life Advertisers As- 
sociation convention at Swampscott this 
week was devoted largely to discussions 
on planning and conducting sales cam- 
paigns. Bert N. Mills, secretary of the 
Bankers Life of Des Moines, told of the 
importance in sales campaigns of get- 
ting off to a good start; the three most 
important elements in planning being 
space, time and timing. Managers and 
general agents must know of campaigns 
well in advance so as to make adequate 
preparations. 

Making announcements at the proper 
psychological moment is essential, he 
said. Campaigns should not be launched 
at a time when the attention of the 
business is taken up by such events as 
Life Insurance Week, conventions of the 
National Association of Life Underwrit- 
ers and other occasions when the atten- 
tion of the business as a whole is con- 
centrated on such events. 

A Low Spot in the Middle 

J. P. Ferguson, secretary field service 
department, London Life of Canada, 
checked with Mr. Mills in his remarks 
and especially stressed the timeliness of 
campaigns and getting off with enthus- 
iasm. He said that the low spot in cam- 
paigns is in the middle of the drive and 
the managers and general agents should 
counteract that by special attention to 
this spot. A campaign will start and 
finish with a bang, but if it lags much 
between those points the campaign will 
fail. 

Karl Ljung, Jr., assistant secretary 
Jefferson Standard Life, in his talk on 
conducting sales campaigns epitomized 
his points as follows: 





BERT N. MILLS 


“Keep your campaign going,” he said 
“Don’t let enthusiasm die. If your cam- 
paign is to run for a week, stimulate it 
every day. Shoot out bulletins, colored 
and scareheaded. Send telegrams. Use 
the telephone. Report all standings at 


frequent intervals so that every man 
may know how well all the other 
agencies are doing. Give the campaign 
the dominating space in the agency bul- 


(Continued on Page 30) 


Need for Common Program of Public 
Education On Insurance, Says Richards 


Declaring that the entrance of the 
federal government into the field of so- 
cial insurance will have a most far- 
reaching effect upon the social structure, 
Robert G. Richards, agency secretary of 
the Atlantic Life of Richmond, told the 
Life Advertisers Association at Swamp- 
scott this week that there was need for 
a common program of public education 
on life insurance. 

“Faced with this situation,” he said, 
“should not we in the business of life 
insurance advertising and selling give 
some thought to the matter of public 
relations? And should we not give this 





ROBERT G 


RICHARDS 





consideration promptly and as a group 

not solely as individual companies ? 
Fortunately, we have over a year before 
1937 to work out a common program. 
While Uncle Sam is setting up his ma- 
chinery to put this retirement plan in 


operation, we can be giving careful 
thought to our public relations ac- 
tivities. 


“Remember—we have 200,000 salesmen 
to educate and inform on the details 
of the government plan. We have mil- 
lions of policyholders who will want to 
know the relationship of life insurance 
to what Uncle Sam is doing and how 
the government retirement plan will af- 
fect their life insurance program.” 


Citing the resolution of the National 
Association of Life Underwriters’ con- 
vention at Des Moines calling for an 


educational campaign directed at the 
public, Mr. Richards said further: 

“Nor is it enough for us merely to 
endorse this undertaking. We must 
take an important part in the formula- 
tion of the plans for this educational 
campaign; and still more, we must as- 
sociate ourselves closely with the dy- 
namic forces to be created for making 
the movement actually effective We 
represent the educational and public re- 
lations groups of the life insurance com- 
panies. By virtue of this position we 
are admirably equipped to assume lead 
ership in this important work from th: 
company and institutional point of view, 
thus co-operating directly with the Na- 
tional Association of Life Underwriters 
in carrying the message to our field men 
and to the public of America. This ac- 
tion we as a vigorous organization must 
approve and provide for at this meeting 
in order that we may live up to the re- 
sponsibilities vested in us as advertising 
men and women representing the lif 
insurance companies of our country.” 













October 4, 1935 














| Promoted by the Great- West Life 











FERGUSON 

Donald R. Ferguson, 
agencies, has been made supervisor of 
field service for the Great-West Life, 
succeeding Gordon C. Cumming who has 
resigned to become general manager of 
the Monarch Life. Mr. Ferguson has 
been four years an inspector, and the 
four years before that was a district or- 
ganizer. 


DONALD R. 


inspector of 





Lester Gum, Oklahoma City 
Mortgage Man, Dies Suddenly 


Lester Gum, vice-president of Gum 
Brothers Co., died last Sunday at the 
age of fifty-six years after three days’ 
serious illness. Gum Brothers Co., which 
he and his brother, the late Fred S. Gum, 
founded when they moved to Oklahoma 
City in 1905, soon became one of the 
largest loan and mortgage firms in the 
Southwest and for several years handled 
business for many of the large insurance 
companies in the country. 

About three years ago John I. Gilbert 
was appointed receiver for Gum Brothers 
and under his management the company 
continued to represent a large number 
of insurance interests which have not yct 
established branch offices in this city. 
Lester Gum served as president of the 
Oklahoma Mortgage Association in 1931 
and was a member of the city school 
board for one term. He is survived by 
his widow and one sister, Mrs. John 
Lantz Hill of Oklahoma City. His broth- 
er, Fred S. Gum, president of the com- 
pany, died March 24, 1935. 





CHICAGO C.L.U. PLANS 


Plans for the Chicago Chapter of Char- 
tered Life Underwriters, as announced 
by President Frederick Bruchholz, are: 
Meeting of the officers and directors will 
be held at the Sherman Hotel on Wed- 
nesday, October 9. A dinner and social 
evening for C.L.U.’s is scheduled for Oc- 
tober 18 in the Grey Room, Hotel Sher- 
man. Alfred J. Johannsen, chairman of 
educational activities, has arranged for 
the review study courses to be held at 
Northwestern University beginning Oc- 
tober 29 for those who are preparing 
for the C.L.U. examinations next June. 


COLUMBIAN SEARS’ CAMPAIGN 


On October 1 the field organization of 
the Columbian National Life opened a 
special campaign for new business in 
honor of Francis P. Sears, president of 
the company. Mr. Sears’ birthday is in 
October and the entire month’s produc- 
tion of new life insurance will be dedi- 
cated to him. Mr. Sears has been an 
officer and director of the Columbian 





National ever since its incorporation in 
1902, and this will be his second birthday 
as president. During these last two years 
the Columbian National has shown re- 
markable progress. 





DAVID E. KILGOUR 


David E. Kilgour has been appointed 
inspector of agencies to succeed Mr. 
Ferguson, with whom he has been close- 
ly associated during his two years with 
the Great-West agency department. He 
is a recent graduate of the University of 
Manitoba and of the Research Bureau 
School of Management. His entire life 
insurance experience has been with the 
Great-West Life. 











Assemblyman Stewart In 


New York Ins. Law Firm 


Jenkins, Stewart & Fixler is the name 
of a new law firm formed as of October 
1 to specialize in insurance legal prac- 
tice. The partners are State Assembly- 
man George W. Stewart, who is a mem- 
ber of the insurance committee of the 
New York State legislature; Murray 
Jenkins and Leo Fixler. Mr. Stewart 
and Mr. Jenkins, who has made a fea- 
ture of casualty cases, have been with 
the firm of Jenkins, Dominick & Fin- 
negan. Mr. Fixler, who specializes in 
fire insurance law, has had his own prac- 
tice at 66 Court Street, Brooklyn. This 
office will be continued as a branch with 
the headquarters at 165 Broadway, New 
York. 


HEAR CALIFORNIA BOOSTER 

Last Monday, the Life Managers’ As- 
sociation of Los Angeles resumed its 
regular semi-monthly gatherings with a 
luncheon-meeting at the Los Angeles 
Athletic Club. Alex. A. Dewar, manager 
of the Los Angeles agency for the Equit- 
able Society and president of the associ- 
ation presided, and the guest speaker 
was Field Secretary Horrworth of the 
All Year Club of Los Angeles, who gave 
a talk on “Why the World Builds South- 
ern California.” His remarks referred 
particularly to the value of advertising 
in promoting growth of tourist travel. 


BUFFALO ASS’N MEETS 

Buffalo Life Underwriters Ass’n re- 
sumed its regular meetings last week-end 
holding a luncheon in Hotel Statler with 
Carl S. Hemberger presiding. John W. 
Sanborn, accountant, spoke at the meet- 
ing telling of the new tax legislation of 
the state and nation with respect to life 
insurance. Monthly luncheons of the 
group will be held hereafter. 


TERCENTENARY ISSUE 

The specially attractive September is- 
sue of the Life Aetna-Izer was issued as 
a Connecticut Tercentenary edition. The 
cover is from an old map of Hartford 
drawn in 1849. The lead story is called 
“The Land of Steady Habits.” Many 
features deal with the Aetna’s eighty- 
five years. 














Arthur H. Hughes has opened a branch 
office of the Equitable Life Assurance 
Society in Wyoming, a Buffalo suburb. 


State Can’t Seize Proceeds 
To Pay Taxes; Appeals Case 


Although Judge John C. Karel of the 
Milwaukee Probate Court has ruled that 
the state cannot compel a widow to pay 
delinquent income taxes owed by her 
husband out of life insurance proceeds 
collected by the widow on the husband’s 
death, he gave the state an opportunity 
to gather further evidence and present 
additional testimony before making the 
ruling final. 

The case involved is that of Paul 
Dorsch of Milwaukee, who died Novem- 
ber 18, 1933, leaving life insurance val- 
ued at $9,000 and other property valued 
at $250, the widow being sole beneficiary. 
After the life insurance was paid the 
widow, the state income tax collector 
levied a claim for unpaid income taxes 
for six years, contending that Dorsch 
used his income for life insurance pre- 
mium payments instead of paying his 
income taxes, and that the total premi- 
ums for the six years should be declared 
part of the estate. ; 

The widow is standing on her rights 
under Wisconsin law that life insurance 
payable to a definite beneficiary is not 
part of an estate and thus exempt from 
any and all state claims. Moreover, the 
widow says that the state itself was neg- 
ligent in failing to prosecute its claims 
while Dorsch was alive. 





L. O. M. A. SYLLABUS OUT 





Booklet Gives Full Information About 
Institute Courses For Life In- 
surance Employes 

The Life Office Management Associa- 
tion Institute has completed a syllabus 
containing full information of the educa- 
tional program offered by the Institute. 
The syllabus gives a description of the 
courses, a detailed outline of the topics 
for each examination and a list of the 
required reading. The L. O. M. A. In- 
stitute is entering upon its fourth year 
of activity as an agency for assisting in 
the training and developing of life in- 
surance employes. 

The booklet, thirty-seven pages long, 
gives an explanation of methods of reg- 
istration procedure, fees, methods of 
study, textbooks required and honors to 
be achieved. Three courses cover prin- 
ciples of life insurance, advanced life 
insurance and graduate subjects. Cur- 
riculum for the advanced course includes 
life insurance accounting, interpretation 
of the annual statement, life insurance 
investments, agency organization, gov- 
ernmental supervision and taxation and 
legal aspects of life insurance. 

Casper K. Blackburn is the education- 
al secretary in the L. O. M. A. offices, 
110 East Forty-second Street, New York. 





WISCONSIN EXEMPTS DISABILITY 

The Wisconsin legislature in its final 
days of session passed laws relating to 
exemptions from execution of judgments 
to provide that all sums, but not exceed- 
ing $150 a month, due or to become due 
and payable or paid any person by any 
life insurance company or association or 
health and accident insurance company 
or association, for partial, total, tempor- 
ary or permanent disability are exempt 
from execution. The laws already ap- 
plying to other life insurance companies 
or organizations prohibiting the misrep- 
resentation of terms of policies or the 
making of statements wilfully misrep- 
resenting any other life organization by 
incomplete comparisons, were amended 
to include mutual benefit societies, 





M. V. HYDE A LEADER 


M. V. Hyde of New Castle, Pa., mem- 
ber of the A. F. Hess agency for the 
Mutual Life at Pittsburgh, stood first in 
number of lives in the company for the 
month of August. The agency is show- 
ing a 10% gain over its 1934 production, 
or 39% over 1933. 





Anthony J. Bleicher, representative of 
the Metropolitan Life at Buffalo for 
more than thirty years, died recently. 


Head of National C. L. U,, 





Grady 


FRED L. CASSIDY 


Fred L. Cassidy of Seattle, assistant 
manager for the Prudential there, is the 
new head of the nation’s chartered life 
underwriters, having been elected presi- 
dent of the national chapter recently a 
Des Moines. 





HEARD On The WAY | 





Mispronunciation of the name of the 
Equitable Society has for many years 
been a minor irritation to officers and 
agents of the company. Fifteen years 
ago some unknown versifier submitted 
the following to Agency Items: 


We're not extremely critical, 
But we always wince a bit 

When we hear them say “Equitable” 
With the accent on the “quit.” 


We’re not looking out for trouble, 
But we'd like to own a club 
When they call it “Equitubble” 
With the accent on the “tub.” 
The verse was discovered recently in 
the old files, and as it didn’t seem pos 
sible to improve it, it was reprinted. 


Uncle Francis 


L.A. A. Conference 


(Continued from Page 29) 





letin. Encourage side-contests. Incite 
agents to challenge each other for spe- 
cial scraps, in which the loser will buy 
the winner a dinner or a brown derby. 
Remember that what you are conduct- 
ing and steaming up is a fight. Keep 
it going. Use your imagination.” 

In discussing house organs Robert E 
Wood, editor of one of the most strik- 
ing of the publications, that of the Re- 
liance Life, told how that paper was 
edited. Among other things he said that 
articles by wives were sometimes print- 
ed. The paper is sent to the homes of 
the agents and wives often are as i0- 
terested readers as are the husbands. 
Occasionally articles by Pittsburgh busi- 
ness men are printed, but only when 
they discuss insurance. Mr. Wood said 
that the use of large cuts had been 4 
popular feature. They brighten up the 
page and make it more attractive typ0- 
graphically. ; 

Miss S. Alberta Stutsman, Detroit 
agency, Massachusetts Mutual, read af 
effective paper on direct mail. 

The afternoon session wound up with 
a talk on dovetailing direct mail with 
mass media, delivered by President L. 
J. Raymond, D.M.A.A., a Boston mail 
order executive. 
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- Urs (.B. Robbins Predicts 


Boom in Farm Lands 
ADDRESSES MORTGAGE BANKERS 












in Future Must Avoid Poor 
oy Contracts Without Amortiza- 
tion; Meet Federal Rate 









This nation is on the eve of a boom in 
farm Jands, Charles B. Robbins, manager 
and general manager of the American 
Life Convention told the Mortgage 
Bankers Association at French Lick 
Springs yesterday. However, he said 
that when insurance companies again in- 
yest in farm loans “we should be warned 
that the lands offered as security for 
loans are fertile farm lands, that all 
mortgages contain amortization provi- 
sions and that the rate is low enough to 
meet governmental competition, and thus 
make farm ownership attractive. When 
these objectives are attained, we will see 
this vast business of farm loans returned 
to private lending agencies where it be- 
longs and no longer a governmental 

nction. q 
, om the first quarter of this cen- 
tury, farm land as a whole had been able 
to pay the taxes and fixed charges of 
interest and repairs, and no thought was 
given by lenders to the principle of 
amortization which has been so _thor- 
oughly recognized in loans on buildings. 
Had this principle been borne in mind, and 
all farm loans contained amortization 
clauses providing for steady reductions 
in the principal year by year, the land 


‘| N.Y. U.- Guardian 


(Continued from Page 1) 


nected with knowledge, and this course 
will bring material useful every day in 
selling, in answering prospects’ questions, 
it was remarked. Today’s problems re- 
quire increasing vigilance to keep abreast 
of them. ; 

This new experiment has no connection 
with the other insurance courses at the 
university. As Dean Dearborn explained, 
“Those courses are for men starting from 
scratch.” He praised the Guardian and 
especially Mr. McLain for exihibiting 
foresight and social instinct in arrang- 
ing for the lectures. 


President Heye Present 


Carl Heye, president of the company, 
spoke a few words to the agents in open- 
ing the new course, and remarked that 
he is a graduate of New York University, 
having finished the evening law course 
there thirty years ago. It was announced 
that October, as customary, will be Presi- 
dent’s Month. The next meeting of the 
President’s Club will be in San Fran- 
cisco in 1937 immediately after the Lead- 
ers’ Club convention at Banff, it was 
revealed. 

Julius Eisendrath at the sales session 
buy repeated his address on business insur- 
ance which made a hit at the Des Moines 
meeting of the Million Dollar Round 
Table a few weeks ago. 


Ownership Policy 


Curtis Robertson described the com- 
Re- pany’s ownership plan of policy, which 
introduces a third party into the con- 
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sistant 
, is the 








ble” 





poe tract, an owner who need be neither the 
nt insured nor the beneficiary but is named 
al as having all the incidents of ownership 
be and who usually pays the premium. This 
ole form is fundamentally designed for busi- 
me ness insurance cases but is also some- 


hen times used for juvenile policies, where 
the father of a minor can control the 
Policy; and in taxation cases where it is 
the necessary to have all incidents of own- 
ership invested in someone other than 

the insured. 
‘it The members of the committee re- 
sponsible for the Guardian half of the 








an luture programs include, beside Mr. Hav- 
; iland and Mr. Leyendecker, Harry B. 
- Klein of the Eisendrath Agency, F. S. 
7 ownsend of the Bragg agency and Leon 
a Alexander of the Alexander-Warshaurer 
ail office. 








during the time of normal conditions 
could have paid the amount necessary on 
the principal as well as the interest 
charge, and when trouble came the mort- 
gage could have been reduced to a point 
where foreclosures would not have been 
necessary. 

It is to be hoped that in future farm 
loans the principle of amortization will 
be thoroughly recognized. I have ob- 
served many farm loans which have not 
been decreased, although through suc- 
cessive renewals the same principal sum 
has been carried against the land for as 
long as twenty-five and thirty years. The 
fallacy of non-reduction of principal has 
been thoroughly shown during the last 
ten years. 


Government Has Absorbed 
Credit Facilities 


It is well known that for the past two 
years the Government has been absorb- 
ing a large proportion of the credit facil- 
ities of the country, as, for instance, the 
holdings of Government bonds by life 
insurance companies increased from 
$940,238,000 on June 30, 1934, to $1,864,- 
000,000 on June 30, 1935,—almost doub- 
ling in volume,—but the rate of interest 
obtainable by investors on governmental 
obligations is not sufficient for life insur- 
ance companies to meet their reserve ac- 
cumulation requirements of 3% and 
344%, so it is inevitable that the vast 
sums—aggregating nearly four billions— 
received annually by the companies must 
again flow to non-governmental securi- 
ties. 

It is but a question of time before 
farm mortgage loans will again regain 
their supremacy as one of the principal 
sources of investment, but serious atten- 
tion should be given to the interest rate, 
which has been too high in past years. 


Alexander’s Questionnaire to Financiers 


In 1899 James W. Alexander, then 
President of the Equitable Life Insur- 
ance Society of the United States, ad- 
dressed an inquiry to a large number of 
the leading financiers of the country ask- 
ing that they advise him as to what rate 
of interest they considered it safe for a 
life insurance company to count upon 
realizing on its total assets invested in 
such securities and mortgages as such an 
institution should hold for a period of 
twenty years from the date of the in- 
quiry. 

The replies he received from 116 of 
these financiers were published in book 
form in 1926 by Scudder, Stevens and 
Clark. The great majority of these men 
put the interest return on such invest- 
ments at 3% per annum. 

During all the period since that time, 
to my knowledge, no money has been 
loaned on farms under 5% annual inter- 
est, and the bulk of it has drawn 54%. 
Since fertile farm land is the most en- 
during of all securities, it should receive 
a much more favorable rate, and I be- 
lieve that it will do so in the future, es- 
pecially as it will have to meet Federal 
interest rates which will mean a sub- 
‘stantial reduction from the pre-depres- 
sion period. 

Just as the Federal Government is out- 
side its sphere in making private loans, 
so private lending agencies are outside 
their sphere in owning and operating 
real estate. They should offer liberal 
mortgages at a low rate of interest to 
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Six Colleges Represented 
In Henry M. Faser’s Agency 


In May the Penn Mutual Life ap- 
pointed Henry M. Faser, Jr., twenty- 
five years old, general agent in uptown 
New York City to build an agency of 
other young men. He is probably the 
youngest general agent in the city. At 
the Penn Mutual convention in White 


Sulphur Springs last week convention- 
eers were interested to learn that the 
agency now has six men under contract, 
all college men, and their ages range 
from twenty-one to twenty-six. All six 
are single. Nevertheless, five of them 
are engaged, and have entered the life 
insurance business because they believe 
they soon will yield earnings large 
enough to justify their marrying. 
Another interesting angle is that each 
of the six represents a different college 
—University of Pennsylvania, University 
of Missouri, Columbia, Babson Institute, 
University of Virginia, and Knox. Three 
are natives of New York City, and the 
others come from Ohio, Missouri, Illinois. 





YATES AGENCY MEETING 


The John W. Yates agency at Los 
Angeles for the Massachusetts Mutual 
Life, recently held the first of a series of 
monthly agency meetings designed to 
promote the efficiency of its field organi- 
zation. Phinehas Prouty, Jr., million 
dollar producer, gave a talk on settlement 
cptions, and William McClelland, assist- 
ant general agent, discussed the origin 
and significance of settlement options. 
Robert L. Altick, associate general 
agent, talked on prospecting, and Man- 
ager John W. Yates discussed in 
detail his recent visit to the home office. 





WHITE AGENCY ON RADIO 


The E. F. White agency of the Con- 
necticut Mutual Life in Texas started a 
weekly radio program on Sunday, over 
station KRLD of Dallas. The program 
consists of an orchestra trio and a soprano 
and is under the direction of Jack Stan- 
ley of the White agency, who has had 
considerable experience in directing 


purchasers in order to expedite the re- broadcasts. The program will run for 
turn of lands to individual ownership. twenty-six weeks. 














ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


In the City of New York 


Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 


Good territory for. personal producers, under direct 
contract 
HOME OFFICE 


156 Fifth Avenue 








New York City 











Judgment— 


The most brilliant qualities 
become useless when they are 
not sustained by force of 
character. —Segur. 


SERVICE REVIEW 


Incorporated 
Branches in Principal Cities 
Executive Offices: 


205 East 42nd St., New York 





INSPECTION REPORTS 














OCCIDENTAL APPOINTMENTS 





Howard Hoyt Joins Home Office Agency 
Staff; Eugene Waddle in Edu- 


cational Division 


V. H. Jenkins, vice-president of the 
Occidental Life of Los Angeles, has an- 
nounced the appointment of Howard H. 
Hoyt as a member of the home office 
agency department staff, which became 
effective the middle of September. Mr. 
Hoyt was formerly with the New World 
Life, prior to which he was with the 
Northern Life, and before that with the 
Western States Life as an agency man- 
ager at Los Angeles. 

The appointment has also been an- 
nounced of Eugene Waddle as a mem- 
ber of the home office agency depart- 
ment staff, his new duties including edu- 
cation of the field force in the use of 
the company’s forms, sales plans and 
promotional literature. He entered the 
business several years ago, immediately 
following his graduation from college, 
in the office of his father, M. M. Wad- 
dle, who was then general agent for the 
American National Life. 

Recently M. M. Waddle took charge 
of the Idaho field for the Occidental and 
Eugene Waddle went into the home 
office. 


CONCLUDE EQUITABLE GOLF 





George Dunlap and Eugene Homans, 
Front Page Stars, Win Tournament 
Among Agents; Fern Leads Mars. 


When the final golf tournament of the 
Board of Managers of the Equitable 
Society was held at Sound View Golf 
Club, Great Neck, L. I. last week, the 
winner of the championship cup in the 
field men’s event was George Dunlap, 
former national champion, and the run- 
ner-up was Eugene Homans, also a na- 
tionally-known star. Winner of the man- 
ager’s cup was Fred S. Fern, chairman 
of the golf committee. 

The host for the occasion was Vice- 
president W. W. Klingman, while Vice- 
presidents Frank L. Jones, William J. 
Graham and W. B. Parsons were also 
present. The home office staff was rep- 
resented by Major A. E. Tuck, Super- 
visor of Agencies Fred D. Bayne, As- 
sistant Superintendent William M. Dono- 
hue and Divisional Group Manager 
Henry C. Kranz. 





LINTON’S CHICAGO ADDRESS 


M. A. Linton, president of the Provi- 
dent Mutual Life, is scheduled to ad- 
dress the Illinois Chamber of Commerce 
in Chicago on October 11 under the aus- 
pices of the insurance division and in 
conjunction with the state meeting, his 
subject being social security. 
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AGENTS EAGER TO DISCUSS 
THEIR OWN PROBLEMS 
years within the memory of many 
members of the National 
Agents participation by local 
discussions at annual 
noticeable for its ab- 
attributable in large 
the first 
convention rams were so ar- 
ranged that at 80% of the time 
was devoted to set speeches and com- 
convention 


For 
Association of 
Insurance 
agents in floor 
conventions 
This 
to two 


was 
sence. was 
measure factors. In 
place prog 


least 


mittee secondly, 
delegates other than leaders in associa- 
tion ranks often displayed a natural hes- 
itancy to speak publicly in a hall con- 
taining several hundred persons. 


reports ; 


Today the situation has changed con- 
siderably. Not did the National 
Association arrange at the Rochester 
convention last week for two complete 
afternoons to be devoted solely to group 
sessions for discussion periods but the 


only 


agents attending one of these group 
meetings passed the following resolu- 
tion: 


“It is the of this meeting that 
more time should be allotted at the con- 
ventions to sectional and group meet- 
ings. It is thought that not sufficient 
time was afforded at this annual meeting 


sense 


to discuss the many topics that are of 
interest to members.” 

In other words, agents today desire 
even more time for informal discussions 
than the liberal amount 
set aside at Rochester. This is an en- 
couraging development, revealing a more 
intense interest by agents in their own 


comparatively 


production problems and a willingness 
in the informal 


While the 


aimed 


to discuss these freely 


atmosphere of group sessions, 
general convention sessions were 


to provide help in solving nation-wide 
problems of the insurance business, these 
group sessions touched upon the indi- 
vidual difficulties of producers and acted 
as clearing houses for valuable sugges- 
such subjects as advertising, 


non-stock competition, credit and collec- 


tions on 


tions, local board activities and many 
others. 

While 
sions were 
at the 


were 


attendants at the group ses- 
rather delinquent in arriving 
scheduled time for starting, they 
just as reluctant to leave once the 
started the ball rolling. The 


agents appeared to bring with them plen- 


chairman 


ty of questions for presentation and they 
list- 
experience 


prepared programs 


to the 


were aided by 


ing matters common 


view of the wide 
popularity of these discussion sessions it 
not be surprising if the National 
and state associations tend 
more and more to emphasize these gath- 
erings when programs are arranged and 
to reduce time allotted for outside speak- 
ers and presentation of standing com- 
mittee reports, as the latter can be dis- 
tributed in published form to the mem- 
bers of any organization. 


of every agent. In 


will 
Association 





GOOD WORK BY LIABILITY 
UNDERWRITERS FORUM 

One of the newer organizations in the 
casualty field which has done exception- 
ally good work in its first year is the 
Liability Forum of New 
York. John Turn, vice- 
president and New York general man- 
of the Affiliated Companies, 
the forum has been under the leadership 
of Burtis W. Griffiths of the Ocean Acci- 
dent during the past year. 


Underwriters 
Fathered by 


ager Aetna 


Its member- 


ship now includes forty-five casualty 


companies, which is a coverage of prac- 








The Human Side of Insurance 








Henry A. Yates, vice-president of the 
National Union Fire of Pittsburgh, was 
among those who attended the Rochest- 
er, N. Y., convention of the National 
Association of Insurance Agents last 
week. He arrived in Rochester Monday 
morning and found there were no accom- 
modations left at the convention hotel, 
the Seneca. This proved to be no mis- 
fortune for it brought him some real 
home life at the residence of James 
Moriarty, fieldman of the National Union 
at Rochester. 

x * 

John M. Thomas, president of the Na- 
tional Union Fire of Pittsburgh, was in 
New York last week. 

* * * 

Monroe D. Hess, New Jersey general 
agent for the Pearl Assurance, was last 
week elected treasurer of the new Essex 
County Republican committee. 





tically all the carriers writing liability 
insurance in this state. 

As to its accomplishments, 
points pride to the 
fraternalism of underwriters as a re- 
sult of the bi-monthly get-togethers. 
It is felt that exists a 
more friendly 
of information 
better 
and general 
ual. The National Bureau 
& Surety Underwriters and the Casualty 
Managers’ group of New York have both 


the forum 


with increased 


there now 


and prompt exchange 


between companies, a 
bureau 
application of the 
of Casualty 


understanding of rules 


man- 


been impressed by the cooperative spirit 
shown by the forum in making construc- 
tive suggestions. This has been evi- 
denced especially in connection with the 
formula as applied to 
and it would not be 
the 


were 


experience rating 
liability insurance 
surprising if 
made by the 
into the anticipated revision of the for- 


some of suggestions 


forum incorporated 


mula. 





A Celebrity’s View of The Gold Book of 1935 


The Gold Book of Life Insurance 


current trends in econumic, financial, agricultural, 


Selling, 1935 Edition, presenting the 


social security and mortgage 


situation, with their insurance implications, has probably had the widest read- 


ing of any publication ever issued in the insurance business. 
numerous 
From one of the latter 


who read The Gold Book 
brofessors and literary men. 
group, John Foster Carr, for years a 


were 


on European and American subjects in magazines read 
by the most intelligent people in America, The Eastern 
Underwriter has received a letter of appreciation about 
The Gold Book, which is printed in this box. 
twice decorated by the King o} 
Academy of Political Sciences, 
National Institute of Social Sciences and similar bod- 
tes, Mr. Carr for years has been editor of Library 
IVork With the Foreign Born and is author of sev- 
eral books. His able pen has been used most effectively 


and Oxford graduate, 
Italy, a member of the 


in the cause of American patriotism. 


of New York City. 


Editor The Eastern Underwriter: 


His letter follows: 
New York City, Sept. 


Among those 
university 


leading writer 


A Yale 


He is a native 


30, 1935. 





I am astonished at the extraordinary and alluring 


variety of the special articles in The 


significant movements of 


our national life. 


and the basic human interest of it makes a special appeal to me. 


I enjoyed particularly the canny wisdom and the deep feeling of 
gia”; the inspiring story of Detroit’s comeback; 
Insurance” 
analyses of prevailing economic trends in industry, 
the essential facts as to our leading columnists in the political and 
the tribute to Carter Glass; 


on “The Common Law of 
conclusive 
finance ; 


economic field; 


Gold Book, thrilling with the great 
You have filled a big canvas 
“Nostal- 


that solid, 
many vitally 


informing article 
important and 
agriculture, 


; the 


the intriguing way La Rochefou- 


cauld is made to contribute guidance and suggestion for insurance sales talks. 


In all of it, the spirit: Building sturdily 


the sanity and the experience of the past. 
Gold Book I felt 


On almost every page of The 


and progressively for the future with 
It’s great! 
fulfillment—fulfillment 


of our most cherished ideas, interests, tastes, capacities; and it is my opinion 


you have hit the target in fuli center. 


JoHN Foster Carr 








WILLIAM M. 


TOMLINS, JR. 


W. M. Tomlins, Jr., vice-president, 
American Sure ty and first vice-president 
of the New York ( asualty, its running 
mate, motored down to White Sulphur 
Springs with his wife and daughter on 
Waekuaien and was one of the earliest 


arrivals for the joint casualty-surety 
convention which will formally open at 
the Greenbrier next Tuesday. This is 
Mr. Tomlins’ first vacation of the year 
as he was foreman of the Brooklyn 
grand jury during July, his usual vaca- 


tion month, and theretore could not get 


away. Also representing the American 
Surety will be Col. Howard P. Dunham, 
its recently clected vice-president for 


Convention old-timers, 
accustomed to grecting Col. Dunham 
year after ycar, will be glad to know of 
his plans to attend. President Arthur 
F. Lafrentz will be unable to be present 
as he will be in Mexico looking over the 
affairs of the Compania Mexicano de 
Garantias, S. A., the American Surety’s 
subsidiary there. 

* * * 


public relations. 


Harry E. McClain, Indiana Insurance 
Commissioner, has been named chairman 
of a special committee of the Phi Delta 
Kappa fraternity, which is seeking to 
have the five-acre farm on which Wilbur 
Wright was born near Newcastle, Ind, 
transferred from the State Department 
to the jurisdiction of the department ot 
conservation in order to get funds for 
development of the homestead. The fra- 


ternity has promised to maintain the 
memorial if the state will landscape and 
develop the tract. 

ok x a 


Putnam L. Crafts, contract bond man- 
ager in the metropolitan branch office of 
the National Sureciy Corp. at 118 William 
Street, New York, is one of the star ten- 
nis players on the East Orange, N. J. 
Tennis Club team and this season he 
was runner-up in the club championship 
men’s singles matches. Mr. Crafts has 
been playing tennis for some years and 
each season has materially improved his 
game. In the winter months he plays 
squash at the Montclair A. C. 

* * * 


Henry F. Trimpi, insurance adjuster of 
Newark, N. J., attended last week the 
party given to Jacob Rummell of Maple- 
wood in honor of the latter’s ninety- 
second birthday. Mr. Trimpi is one 0 
Newark’s oldest fire insurance men. He 
served many years as a local agent and 
then became local manager in Newark 
for the fire department of the Aetna 
Life group. He also served as a broker 
for Mr. Rummell. 
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Agents’ Association Leaders 


returned to Fall 
his business as 


Edwin J. Cole has 
River, Mass., to resume 
a local agent, following 
president of the National Association of 
Insurance Agents. He carries with him 
the pleasure and satisfaction of knowing 
the members of the association deeply 
appreciate his years of able and loyal 
service, and also the inspiration afforded 
by his charming daughter, Miss Gladys 
Cole, who accompanied her father on 
nearly all his trips to national conven- 
tions and many other journeys also. Just 
as the Rochester meeting last Friday was 
about to adjourn William B. Calhoun of 
Milwaukee, a past president, arose and 
with skill and sentiment told what Mr. 
Cole has contributed unselfishly to the 
betterment of the agency business over 
As tangible evi- 


retirement as 


a long period of years. 
dence of their admiration and affection 
the agents presented Mr. Cole and his 
daughter with a beautiful silver tea and 
coffee service. New England agents, jus- 
tifably proud of Mr. Cole as a resident 
of their section of the country, through 
the New England Advisory Board, hon- 
ored him with a traveling case. 

Quiet, dignified, kindly Mr. Cole was 
an efficient president of the National As- 
sociation. Never the showman or re- 
sorting to Huey Long methods in efforts 
to crystallize sentiment he nevertheless 
reached his goals by the force of logic 
and determination. He retires from the 
office as president after having succeed- 
ed in bringing companies and agents 
more closely together for the considera- 
tion of common problems than they have 
been for some years. 

Kenneth H. Bair, Greensburg, Pa., is a 
worthy successor to Mr. Cole. In his 
mid-forties he possesses ample vigor and 
ability, backed by many years of experi- 
ence as an agents’ association officer. 
Over a decade ago his talents were rec- 
ognized outside his own state by the 
tole he played in the reorganization of 
the Pennsylvania Association. At two 
different periods he was called upon to 
act as president of that organization. A 
keen and sensible thinker, a hard fighter 
and one with a willingness to contribute 
of his time and energy to agents’ prob- 
lems, Mr. Bair was invited some years 
ago to participate in movements designed 
to straighten out differences between fire 
and casualty insurance companies and 
their agents and between stock insurance 
on the one hand and non-stock writers 
On the other. Respect for his counsel 
and determination increased, leading last 
week in his being elevated to the highest 
Post which can be accorded anyone by 
organized agents, other than life pro- 
ducers. 

W. Owen Wilson is another agent with 
a forceful personality, but a personality 














that has brought him many friends in 
company as well as agency ranks. As 
chairman of the National Association’s 
executive committee and in line for the 
presidency next year he will be a tower 
of strength to the organization and an 
able associate of President Bair. One 
of the outstanding agents of the South, 
with his head office in Richmond, Va., 
Mr. Wilson has had both agency and 
company experience and approaches con- 
troversial subjects with. a sympathetic 
understanding of all viewpoints. That 
does not indicate any lack of loyalty to 
National Association principles but rather 
a completeness of information which 
should tend to bring a speedier solution 
of problems than otherwise might be 
the case. 

An example of his constructive work 
has been Mr. Wilson’s (and also that of 
Sidney O. Smith of Georgia) cooperative 
efforts to facilitate the harmonious and 
smooth functioning of arrangements be- 
tween the Home Owners’ Loan Corpora- 
tion and insurance companies and agents 
for the handling of fire insurance on 
properties on which the H.O.L.C. has a 
mortgage or direct ownership interest. 
Both Mr. Wilson and Mr. Smith carried 
this assignment through so satisfactorily 
that the Rochester convention last week 
passed a resolution expressing apprecia- 
tion for the efforts of these men “in 
protecting and preserving this large vol- 
ume of business for the agents nomi- 
rated by the home owners.” 

Nothing written on National Associa- 
tion leaders would be complete without 
complimentary mention of the work of 
the secretary-counsel, Walter H. Ben- 
nett. Although he made only one brief 
talk on the floor of the convention, cast- 
ing the ballot of the association for the 
election of Messrs. Bair and Wilson, he 
carried on efficiently as ever in the coun- 
cils at National Association headquar- 
ters at the Seneca where the executive 
committee held its sessions. Throughout 
the year his work continues without ces- 
sation as he maintains contact with all 
current problems of agents, state and 
national legislation and the state associa- 
tions and other subdivisions of the Na- 
tional Association. 

x * * 


Miss Reta Wood, U. S. F. & G. 
Veteran, Back On the Job 


Nearly every outside surety man along 
William Street who has done business 
with the New York office of the United 
States F. & G. has at some time met 
Miss Reta Wood, secretary to Vice- 
President Alonzo Gore Oakley, who for 
many years has been his able executive 
assistant. She personifies the ideal sec- 
retarial type, always courteous to call- 
ers but hard to get by when her boss 
is too busy to see people. For almost 
five months Miss Wood has been laid up 
and many have been the messages of 
sympathy received. She returned to her 
desk last week completely recovered, 
looking and feeling in fine health. Next 
year will mark her twetitieth anniversary 


year with the U. S. F. & G., the entire 
time having been spent in its New York 
branch. 
* * + 
The Courage of Billy Porter of 
Tennessee 


E. M. Allen, executive vice-president, 
National Surety Corp., who finds time to 
get up the company’s chatty, human in- 
terest monthly called the National Field- 
man, currently tells the remarkable story 
about Billy Porter of Williamsport, Tenn. 
A very young man, Mr. Porter first lost 
his right leg and later his right arm in 
a succession of automobile accidents. In- 
stead of giving up in despair as even 
many brave persons would have done at 
this misfortune, Billy Porter taught him- 
self to write left handed before leaving 
the hospital and learned to eat without 
mechanical aids. Says Mr. Allen: “Right 
now, less than twelve months later, he 
dresses himself, rides horseback, drives a 
car and successfully operates an insur- 
ance agency! 

“Courage, determination, resourceful- 
ness and the ability to think clearly and 
plan definitely for himself turned the 
trick. He accomplished no miracle, and 
he is not a genius. Billy Porter simply 
made use of the talents he possessed 
and which he had developed step by step 
over all the years of his life.” 

oe a. 


Big Increases in Casualty-Surety 
Stock Values 


One of the reasons why casualty and 
surety executives are wearing broad 
smiles and talking more optimistically 
these days is the greatly improved tone 
of the insurance stock market. It was 
news to me and most significant, that a 
rumber of casualty-surety company 
stocks have doubled and some even 
tripled in value since December 31, 193, 
as compared with September 28, 1935, 
prices. In fact, it has almost amounted 
to a bull market. 

Backing up this broad statement with 
actual market quotations here are com- 
parative prices on the over-the-counter 
market for the shares of eight compa- 
nies, comparing merely with 1934 prices 
which were not the depression lows: 


Dec. 31, 1934 Sept. 28, 1935 
Bid Asked Bid Asked 


Aetna Cas. & Sur. 57 59 87 91 
Continental Cas... 12% 13% 17% 19% 
Fidelity & Deposit 42% 44, 86 90 
Great Amer. Ind. 7 8 26% 27% 
Mass. Bonding ... 13 14 30 32 
National Casualty. 6 7% 15 16% 
New Amst. Cas. 5% 7% 8% 10 
TIOMENTO cvccéccs 414 424 599 609 
U.& £. & G. 5 6 10% 11% 
* * +. 
Capture Two Blue Geese (Feathered 
Kind) 


Wild blue geese, for whom the Ancient 
and Honorable Order of the Blue Goose, 
International, was named years ago, are 
rare birds even in the northwestern parts 
of this country and Canada, which is 
their habitat. Therefore a lot of inter- 
est has been taken in a pair of blue 
geese in captivity on a farm in the mid- 
dle of the Mississippi River near Prairie 
du Chien, Wis. It was in Wisconsin 
that the fire insurance social organization 
was formed and named for geese on a 
nearby lake. 

The blue geese are so rare that their 
only known nesting ground is a small 
island in the arctic circle and the win- 
ter home is restricted to a small area 
off the Gulf coast. According to the 
Milwaukee Journal, a crippled goose was 
captured last April by Albert Voth in 
the river near Beach Island. He and 
his wife nursed and fed the bird until 
it had completely recovered. Knowing 
that wild geese mate for life, the Voths 
put the bird in a pen in the yard to 
see whether the gander would attempt 
to find his mate. 


A week later the gander, a magnificent 
specimen, appeared in a nearby field. 
Gradually he came closer, until one night 
the Voths were able to catch him in a 
net. He was placed in the cage with 
his crippled mate. 

The goose recovered from her injuries 
and both birds became tame. Every few 


days this summer they were liberated, 
but they always returned to their pen. 
Voth has obtained permission from the 
conservation board at Madison to keep 
them in the hopes they will raise young 
birds. 

The Voths are not letting the geese 
out of the pens these autumn days. They 
fear the migratory instinct may prompt 
the blue geese to join flocks of other 
wild geese in their southward flight. 

.s = % 


Sirovich’s Ship Owners’ Liability Bill 


The passage in the recent Congress of 
the Sirovich bill increasing ship owners’ 
liability in case of accident or otherwise 
is described by Editor and Publisher as 
a successful campaign by the New York 
World Telegram. It prints the following 
story of how the bill originated and pub- 
lic sentiment was whipped up: 

“When, on September 8 
Morro Castle disaster, with the loss of 
134 lives, culminated a series of serious 
sea disasters, James Duffy, marine editor 
of the New York World-Telegram and 
a student of maritime affairs, refused to 
let the matter die. A World-Telegram 
man for twenty years, he gained the co- 
operation of Lee G. Wood, executive ed- 
itor of the paper, and embarked on a 
vigorous campaign against obsolete laws 
covering maritime disaster responsibility. 

“During the grand jury investigation 
on the cause of the Morro Castle fire 
Duffy virtually made the hearing go his 
way, opening up phases which might 
have been neglected, encouraging rela- 
tives and friends of the victims in fight- 
ing the case, and when the hearing end- 
ed rather listlessly, with the relatives of 
the victims and the surviving passengers 
receiving only $20,000 in the aggregate, 
Duffy took up the cudgel. 

“He took the problem to an able, alert 
young admiralty lawyer in downtown 
New York, Miss Adele I. Springer, who 
drafted a profoundly important piece of 
legislation covering the situation. Then 
Duffy and Thomas Stokes of the World- 
Telegram Washington staff went to New 
York’s representative, William I. Siro- 
vich, ranking head of the House Com- 
merce Committee, and enlisted his un- 
swerving aid. 

“Then followed nearly fifty editorials 
and thrice that many news stories, main- 
ly by Duffy and Stokes, until the bill, 
although somewhat ameliorated in its 
requirements, was pushed through both 
houses near the close of the session. 

Briefly, the bill will accomplish im- 
measurable good in making ship company 
officials liable for actual knowledge of 
ship conditions reported by certain ship 
officers, according to Mr. Duffy and Miss 
Springer. An ancient law shoved through 
in 1851 by which the liability of a ship- 
ping company in case of accident could 
not exceed the actual salvage value of 
the vessel has been amended to set a 
minimum aggregate liability to survivors 
and relatives of victims at $60 per gross 
ton. If the salvage value is greater than 
$60 per gross ton, the limit of liability 
is the value of the salvaged vessel. 

“In the case of the Morro Castle trag- 
edy, then, the World-Telegram campaign 
has resulted in a law which would have 
given the claimants over $800,000 instead 
of $20,000, the actual salvage value of 
the boat. The World-Telecram pointed 
out repeatedly that the Ward Line, in 
contrast, received nearly $5,000,000 in in- 
surance and editorially called ‘Congress 
culprit No. 1 and the owners culprit No 
2.’ The new bill, when signed by Roose- 
velt, will also extend greatly the limits 
of time in which claims must be made 
and suits filed, an important item in cases 
where. injured parties cannot make the 
required claim in the thirty days allowed 
in the ‘contract’ form on the back of 
most American steamship tickets today 

“The World-Telegram, ‘proud to have 
sponsored this measure,’ considers it ‘the 
niost progressive legislation in the his- 
tory of merchant shipping.’ Duffy is 
elated, because, as a student of marine 
affairs, he feels the measure will cut 
down the passenger toll—65,000 lives in 
168 bad mishaps in the last century.” 


, 1934, the 
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Travelers Fire Forms 
Subsidiary Company 


CHARTER OAK FIRE INS. CO. 





New Unit in Travelers Group Will Have 
Capital of $500,000 and Paid-In 
Surplus of $700,000 





The Charter Oak Fire Insurance Co. 
of Hartford, for which a charter was 
granted by the Connecticut legislature 
four years ago, is now being organized as 
a unit in the group of Travelers com- 
panies. All of the capital stock of $500,- 
000 will be held by the Travelers Fire 
except the shares held by qualifying di- 
rectors. The company will start business 
with $700,000 of paid-in surplus. Direc- 
tors and officers of the company will 
probably be the same as the list of di- 
rectors and officers of the Travelers Fire, 
of which L. E. Zacher is president, Wil- 
liam Brosmith vice-president and gen- 
eral counsel, and Esmond Ewing vice- 
president and secretary. 

Election of Officers Monday 

Meetings of the commissioners and sub- 
scribers were held on October 2. Another 
meeting of subscribers for the purpose 
of organizing, and the election of direc- 
tors will be held on October 7, and the 
same day directors will meet to elect 
and appoint officers. Other steps to 
complete the organization of the com- 
pany will be taken immediately so that 
the company can proceed with its busi- 
ness before the end of the year. The 
company will apply for licenses in a 
number of states and gradually establish 
its agency organization. The operations 
of the company will supplement those of 
the Travelers Fire, which was organized 
in October, 1924. 

The Charter Oak Fire is beginning 
with the same amount of capital with 
which the Travelers Fire started eleven 
years ago. On its last annual statement 
the Travelers Fire showed $18,473,116 in 
assets; $2,000,000 of capital stock, and 
2,558,843 of net surplus. Its cash pre- 
mium income last year was $9,889,939. 


J. E. CAROTHERS WITH E. U. A. 








Former New York State Fieldman in 
New York Headquarters Handling 
Overdue Balance Work 
James E. Carothers, member of the 
family famous in New York State field 
work as representatives of the Phoenix 
of Hartford and other companies, is now 
with the Eastern Underwriters Associa- 
tion in New York supervising work on 
collection of overdue balances. Through 
his years of experience both in the field 
and as a local agent he is well acquainted 

with his present task. 

Son of the late James M. Carothers, 
who was fifty years with the Phoenix of 
Hartford, James E. started in insurance 
as a rating inspector for the Underwrit- 
ers Association of New York. His com- 
pany work includes connections as spe- 
cial agent in New York for the Detroit 
Fire & Marine, Phoenix and Newark 
Fire. He then retired from field work 
and went into a local agency. He joined 
the E. U. A. last month. Harold I. Car- 
others and Robert Carothers, both broth- 
ers of James E., are now special agents 
for the Phoenix. 


W. W. ROUSSEAU OF TROY DEAD 

William W. Rousseau, well known 
agent of Troy, N. Y., died on Saturday 
at his home there from heart trouble. 
Funeral service were held Tuesday morn- 
ing at the Church of the Holy Cross. 
A native of Troy and a graduate of Rens- 
salaer Polytechnic Institute, class of 
1895, for several years he was engaged 
in engineering. Later he became presi- 
dent of the agency of Breese, Rousseau 
& Co. He is survived by his widow, one 
daughter and a son. 





Commissioner Murphy 
Heads American Legion 


RUNS IOWA INSURANCE DEPT. 





Small Town Lawyer Takes Supervisory 
Job Seriously, and Stands Well 


With Insurance Leaders 





Ray Murphy, Insurance Commissioner 
of Iowa, is the new national commander 
of the American Legion. Elected in St. 
Louis last week, he succeeds Frank N. 
Belgrano, Jr., a California insurance man. 
There were five in the race for com- 
mander at St. Louis. 

Mr. Murphy has been national com- 
mander of the national commission on 
Americanism of the American Legion. 
He comes from one of the very small 
towns of the country—Ida Grove, Ia., 
and was born in Dubuque County, that 
state. A graduate of the University of 
Iowa he began practice of law and then 
entered military service with the nation- 
al guard in 1903, serving on the Mexi- 
can border in 1916 and in the World 
War served overseas with the Thirty- 
fourth and Twenty-eighth Divisions. He 
is credited with being the father of 
Iowa’s laws providing for soldier bonus 
and other veteran benefits. 


A Strong Commissioner 


For some months he has been insur- 
ance commissioner of Iowa. It is not 
an easy job as some of his predecessors 
had stormy careers. Murphy quickly 
showed he was going to be an insurance 
commissioner of the active, aggressive 
type, and that he would be fearless. 

It was not long before he ran up 
against pretty stiff opposition as he went 
after some shady assessment outfits with 
a complete indifference to their political 
influence. When they attacked him in 
their publications he drove some per- 
sonalities out of the state and let it be 
known that he would seek indictments. 

As Iowa is one of the great insurance 
states, home of more than forty insur- 
ance companies of various kinds, some 
of them doing a nation-wide business 
and held in high esteem, his activities 
made a hit among Iowa _ insurance 
leaders. At a very large convention in 
Iowa some days ago Murphy was de- 
scribed as a commissioner who has had 
no superior in that state. Murphy ad- 
dressed that convention, and left it to 
go to the Legion Convention in St. Louis. 

Col. Franklin D’Olier, vice-president of 
the Prudential, is a former national com- 
mander of the American Legion. 

Murphy will take a year’s leave of ab- 
sence from his post as Insurance Com- 
missioner of Iowa. Arrangements have 
aiready been made with Governor Clyde 
Herring and the leave is effective at once, 
without salary from the state during 
the time. During Mr. Murphy’s absence 
the Insurance Department will be in 
charge of first and second deputies, 


Maurice V. Pew and John Speidel. 





J. A. Kesey, President 
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FIRE ASSOCIATION OF PHILADELPHIA 


Established 1817 


LUMBERMEN’S INSURANCE COMPANY 


Established 1873 


THE RELIANCE INSURANCE COMPANY 


Established 1841 


PHILADELPHIA NATIONAL INSURANCE CO, 


Established 1928 
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for over a Century 





NEW YORK 
DALLAS 


Head Offices 
FOURTH AND WALNUT STREETS, PHILADELPHIA 


Departmental Offices 
CHICAGO 


TORONTO 


SAN FRANCISCO 
ATLANTA 








Ocean and Inland Marine Departments 


APPLETON & COX, INC., ATTORNEY 
8 South William Street 
New York City 


Service Offices or General Agencies in All Principal Cities 











Standard Insurance Company 
of New York 


Head Office: 80 John Street, New York 
G. Z. Day, Vice-President 


Statement December 31st, 1934 


CAPITAL . ° ° ° 
PREMIUM RESERVE . . . 
OTHER LIABILITIES ° ° ° 
CONTINGENCY RESERVE ° ° 
NET SURPLUS . ° ° ° ° 
TOTAL ASSETS . ° ° ° 


Commissioners’ Committees For 


1935-36 Are Named By Sullivan 


William A. Sullivan, Insurance Com- 
missioner of the State of Washington 
and president of the National Conven- 
tion of Insurance Commissioners, has 
announced the personnel of the stand- 
ing and special committees of the Con- 
vention for the coming year. The com- 


mittees follow: 

Accident and Health.—Brown, 
man; Gentry, Ark.; Carpenter, Cal.; 
Md.; Johnson, Miss.; Holmes, Mont. ; 
N. M.; Smith, Utah; Carpenter, Vt. 

Actuarial Bureau.— Bowen, Ohio, chairman; 
Julian, Ala.; Brown, Ariz.; Cochran, Colo. ; 
Bakes, Idaho; McClain, Ind.; Mortensen, Wis. 

Assets of Insurance Companies.—Palmer, IIl., 
chairman: Bakes, Idaho; Conway, La.; Sulli- 
van, N. H.; Earle, Ore.; King, S. C.; Daniel, 
Tex.; Carpenter, Vt.; Ham, Wyo. 

Blanks.—Walter A. Robinson, Ohio, chair- 
man; Russell B. Hooker, Conn.; C. J. McCann, 
R. R. Hoffner, Ill.: Lloyd Thompson, 
John Spiedel, Iowa; B. Workenthin, La.; 
Arthut B Lines, Mass.; J. E. Reault, Mich.; 
Nelson, Mo.; Alfred N. Guerton, N.. J.; 
F. Collins, N. Y.; James D. Reeder, 


Ariz., chair- 
Hanna, 


Biel, 


ta eph- 








C. L. Henry, Secretary 


$1,500,000.00 
1,351,369.36 
212,275.00 
23,282.17 
2,587,232.01 
5,674,158.54 


Securities. carried 





Depar Basis. 


in States as required by law. 











at $60,688.08 in the above statement are dep 











N. C.; H. O. Stack, Obla.: W. Sa — 
Pa.; Charles E, Coulbourn, Va.; . we Hougi- 
ton, Wash. 

Codification of Rulings.—Mortensen, Wis, 
chairman; Gentry, Ark.; Hammond, Del; 
Bakes, Idaho; Hobbs, Kan.; ; Cummings, R. |; 
Tobin, Tenn.; Smith, Utah. 

Conservation. —Julian, Ala., chairman; Black. 
all, Conn.; Pink, N. Y.; Bowen, Ohio; ’ Waters, 
Tex. 

Credentials —Hanna, Md., chairman; Ham- 
mond, Del.; Spencer, Me.; Johnson, Miss; 
Smrha, Neb.; Schmidt, Nev. 


Definition and Interpretation of Underwriting 
Powers.—Pink, N. 


McClain, Ind. 


Examinations.—Read, Okla., chairman; Julian, 


Ala. ; 
Towa; 


Mont. ; 
Tobin, 

Fidelity and Surety.—Gough, 
5 Gentry, Ark. ; 


King, a _ on 
Fire Insurance. — Murphy, 


Julian 
Reed, 
Pink, 
Smith, 
Fra 
man; 


Boney, N. 


Danie 
Wyo. 


L aws and Legislation.—Blackall, Conn., chait 


man; 
Yetka 


Hopton, N. D 
Life 
Blackall, 


Mich. ; 
N. 


Mis 
Ark. ; 
Me. ; 


Dawson, Ss. Dz: 

Publicity and Conservation. —King, S. ¢ 
chairman ; 
Harrison, 
Schmidt, 


Rat 
Mo., 


Y., chairman; Palmer, 
Examinations 


Blackall, Conn. ; Bakes, Idaho; Murphy, 
Ketcham, Mich. ; O’Malley, Mo.; Holmes, 
Gough, N. J.; Earle, Ore.; Hunt, Pa 
Tenn.; Bowles, Va. ch 
ait- 


Blackall, Conn. ; Marshall 
; Hobbs, Kan.; Hanna, Md.; Pink, N. Y.; 
Dawson, S. D.; Smith, Utah. 
Iowa, chairman 
, Ala.; Carpenter, Cal.; Blackall, Conn. 
Ky.; Ketcham, Mich.; O’Malley, Mo. 
N. Y.; Dawson, S. D.; Mauk, Tex’ 
Utah. 
ternal Insurance. —Cochrane, Colo., chait 
Julian, Ala.; Murphy, Iowa; Smrha, Neb 
c.2 Bowen, Ohio; King, 5 


1, Tex.; Bowles, Va.; Sims, W. Va.; Han. 


Palmer, 
Pink, .; 
Sims, W. Ve 
chairman: 


Julian, Ala.; Carpenter, Cal. : 
,» Minn.; Holmes, Mont. ; 
; Tobin, Tenn.; 
Committee.—Tobin, Tenn., 
Conn.; Murphy, Iowa; 
Yetka, Minn.; O’Malley, Mo.; 
Bowen, Ohio; Daniel, Tex. 


cellaneous. —Hunt, Pa., chairman; Gentry, 
Spencer, 


neem Ky.; 


Cochrane, Colo. ; 
N. D.; King, 5. ¢ 


Smrha, Neb. : Hopton, 
am, Wyo. 


Cochrane, Colo.; Marshall, D._¢ 
Ga.; Bakes. Idaho; 
Nev.: Cummings. R. I. 
es of Insurance 
chairman ; 


Conway, 


Julian, Ala. ; 


(Continued on Page 48) 


Ketcham. 


Companies.—O’ Malley. 
Palmer, Il; Mc 
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Improved Understanding Between 
Companies and Agents Predicted 


Rochester Convention of National Association Stresses Im- 
portance of Harmonious Relations, to be Gained, However, 


Without Sacrifice of What is Considered Just 


Although the National Association of 
Insurance Agents, at its fortieth annual 
convention in Rochester, mn. t. ee 
week, did call upon fire and casualty 
companies to equalize branch office pro- 
duction costs with prevailing scales of 
agents’ commissions and likewise make 
several other requests of insurance com- 
panies, the general tone of the conven- 
tion was one of supporting cooperative 
action with the companies. There was 
less talk tending to arouse antagonism 
and more that will assist in bringing 


helpful suggestions. Among the subjects 
discussed were local board development, 
appointments of agents, collections, mu- 
tual competition, advertising by agents 
and local boards, company representa- 
tion, workmen’s compensation, motor 
cargo insurance and a score of other 
subjects. 

The subject of collections brought out 
several interesting rules of local boards, 
which provide that policies be cancelled 
for non-payment of premiums after a 
specific time and that all members be 





Walter H. Bennett, general counsel, National Association of Insurance Agents, 


taking test on Aetna Reactometer. 
ciation, watching the test. 


united effort on the part of organized 
agents and companies. 

Company representatives, ranging from 
presidents and United States managers 
to special agents, were everywhere in 
evidence at Rochester and there is no 
question but that much goodwill was 
developed in lobby conversations and in- 
lormal meetings in company headquar- 
ters. President Edwin J. Cole, during 
his administration, frequently expressed 
hope for an era of better feeling and un- 
derstanding in insurance ranks. In his 
final administration report last week he 
expressed the thought that this ambition 
was approaching realization. 


Sales Ideas Welcomed 


National Association problems occu- 
pied a major position on the convention 
Program, naturally, but particular stress 
Was placed likewise on sales ideas and 
meeting the everyday difficulties of the 
average agent. The inland marine and 
surety sales symposia, conducted by ex- 
Perts in those lines, were listened to at- 
tentively and scores of questions were 
asked by agents, who realize that one 
does not have to live in a large city to 
¢ able to derive income from inland ma- 
tine and surety business. 

he group sessions on two afternoons 
brought forth animated discussions cen- 
tering around competition and_ local 
oard activities. Programs, for guid- 
ance only, were distributed to agents at 
these Particular sessions, so that when 
Po chairmen called for oral contribu- 
‘ons on any particular subject, those 
Present were ready with questions or 


Kenneth H. Bair, new president of the asso- 


bulletined. In some instances other 
members are not permitted to issue pol- 
icies to offending assured until the old 
unpaid balance is paid. It was reported 
that one insurance commissioner has 
ruled that premiums past due for a giv- 
en period and not closed by interest 
bearing notes constitute a rebate. An 
agent from Louisiana suggested that 
agents should each month compile a list 
of accounts receivable, setting out the 
age of each account. 


Exhibits Were Popular 


Hundreds of delegates to the Roches- 
ter convention took advantage of the 
conveniently located arrangement of ex- 
hibits on the mezzanine floor overlook- 
ing the Seneca lobby and directly under 
the convention hall to inspect the serv- 
ices of a number of insurance companies 
and products of several manufacturers. 
An unusual feature was the reactometer 
of the Aetna Life group, testing the 
rapidity with which automobile drivers 
respond to stop lights and bring their 
cars under control. 

Another exhibit which was popular was 
that of the Aetna Fire group, a photo- 
graph of which appears on this page 
The Commercial Union group, Camder 
Fire, Sun Insurance Office and United 
States F. & G. exhibits were also fea- 
tures of the convention. 

Emphasis on local board strength was 
stressed frequently. When the conven- 
tion, by essentially a unanimous vote, 
approved the report of the branch office 
committee calling upon companies to 
equalize competitive conditions by reduc- 


ing branch office expenses to prevailing 
commission levels, leaders of the Nation- 
al Association exhorted those present to 
go home and get local boards in support 
of this movement. Local boards repre- 
sent the key to success as the production 
branch office problem must be considered 
individually in those cities where such 
branch offices are operating. Numerous 
accounts of the successes of strong lo- 
cal boards were recited as proof of the 
contention that if agents are willing to 
get together and occasionally sacrifice 
some personal advantages for the benefit 
of the many, real progress can be at- 
tained. On the other hand, if the agents 
return to their respective communities 
and fail to show a determined attitude 
and a united front to the branch office 
companies, their Rochester resolution 
will mean little or nothing. 

When Hamilton Loeb, Chicago agent, 
and E. G. Shirpser, manager of the all 
risks department of the Commercial 
Union, New York, staged their inland 
marine symposium one of the subjects 
discussed was fine arts insurance. Here 
is what they said: 


Fine Arts Insurance 


L.: I understand that fine arts can be 
insured under personal property floaters, 
but that just as frequently they are cov- 
ered under a separate policy. 

S.: Yes, you can either write them 
under a personal property floater (where 
permitted) or separately. The fine arts 
policy is a particularly fine all risks con- 
tract. Do you realize this is definitely 
a valued contract? 

L.: Yes. We have had a number of 


and integrity. It is like any other type 
of insurance. We must underwrite the 
moral hazard. 


Coverages for Mercantile Concerns 


L.: We have been discussing coverages 
for private individuals, but there are 
some very important coverages for mer- 
cantile concerns. 

S.: One of the most important is the 
jewelers’ block policy, which covers the 
jeweler’s stock wherever located. But a 
form that has more or less recently been 
evolved, due to public demand, is the 
furriers’ customers’ policy, which was 
drawn up to meet a specific situation 
which could not be properly covered un- 
der any other form. 

L.: Why do you refer to some policies 
as all risks policies and to others as 
inland marine policies? 

S.: I might say that this is my own 
division as in my mind I separate the 
forms which have an all risks insuring 
clause from those that name specific per- 
ils on movable property. One of the 
oldest of the so-called inland marine 
lines is the transportation floater, which 
covers, as you know, transportation of 
merchandise for shippers by freight, 
truck, express and other means, and a 
considerable volume of business has been 
written for many years under this form 

L.: I find that it is difficult to sell th‘s 
transportation policy as the shippers be- 
lieve the carriers to be responsible fo 
anything that might happen to the mer 
chandise in their hands. 

S.: The carrier is not liable unde all 
circumstances and especially is rel:eve.] 





Aetna (Fire) booth at National Association of Insurance Agents’ convention at 
Rochester, N. Y., showing in the background a miniature of Mt. Aetna in eruption. 


very fine risks where we have created 
additional premiums by merely bringing 
to the attention of our customers the 
valuable or rare objects which could be 
insured under this form. 

S.: The coverage on fine arts fits in 
perfectly under an all risks policy, but 
it is surprising at what extremely low 
rates the policy is written for the many 
hazards it covers. As a matter of fact, 
there are many other all risks forms 
written at extremely low rates, such as 
camera floaters, musical instruments pol- 
icies, radium floaters and many others. 

L.: One question that has been fre- 
quently asked of me is how the compa- 
nies can grant such broad coverages at 
such low rates. How do you answer 
that ? 

S.: My answer is that the company 
has to be very selective in only accept- 
ing applications through their agents 
from people of unquestioned honesty 


of paying in the event of there being 
loss or damage due to acts of God. 

L.: Well, as I understand it, if a ship- 
per has no transportation insurance and 
his goods are damaged by flood, he 
would collect nothing from a railroad 
company. 

S.: Yes, that would be the case. 

L.: The truck transportation coverage 
is causing considerable difficulty to both 
agents and companies. 

S.: This is such a problem that the 
Federal Government has recognized the 
situation. As you may have heard, Con- 
gress has recently passed a bill regu 
lating motor truck transportation of 
freight in Interstate Commerce, from 
which we expect a great improvement in 
motor truck business. The magazine 
Today in commenting on the situation 
refers to “exhausted, sleepy, half-poi- 

(Continued on Page 36) 
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soned drivers of twenty-ton missiles, 
moving forty miles an hour” as being 
part of the problem which the Inter- 


state Commerce Commission has to solve. 

The legislative committee report con- 
tained reviews of the Hobbs bill efforts 
and blanket bond legislation as follows: 


The Hobbs Bill 


H. R. 6452 was introduced on March 
6 by Congressman Sam Hobbs of Ala- 
bama and referred to the Committee on 
Post Office and Post Roads. This pro- 
posed legislation provided that all in- 
surance carriers and their representa- 
tives be required to comply with the in- 
surance laws of the respective states 
before using the mails to negotiate any 
insurance transactions. A number of 
companies affected by the provisions of 
the measure protested during the course 
of hearings conducted in March and 
April. Their action prompted Judge 
Hobbs to introduce bill H. R. 8206, al- 
lowing broad exemptions, in which we 
concurred As the subject necessitated 
further hearings, time was not available 
before the adjournment of the first ses- 
sion. The cooperation of the entire 
membership in advancing this legislation 
was most gratifying. They gave of their 
time and energy without limitation, and 
urged their state delegates to seek the 
favorable adoption of the bills. 

On March 26 Senator Park Trammell 
of Florida introduced bill S. 2379, com- 
panion to the Hobbs Bill, H. R. 6452, 
which was referred to the Committee on 
Post Office and Post Roads and held in 
abeyance pending final action of the 
House Committee. 

Blanket Bond Bill 

At the instance of a group of Federal 
employe associations, Senator Patrick 
McCarran of Nevada introduced on 
March 12 a bill, S. 2233, to provide for 
the placing of a blanket bond covering 
all Federal officials and employes, the 
premium to be paid by the Secretary of 
the Treasury, which was referred to the 
Committee on the Judiciary. 

Jecause“Senator McCarran introduced 





GILBERT T. AMSDEN 


Chairman Sports Committee 


the legislation by request, it was thought 
that no hearings would be held. How- 
ever, a subcommittee was asked to con- 
duct a hearing on June 28, at which the 
proponents advocated the passage of the 
measure and stressed the lack of uni- 
formity in rating these undertakings. 
Despite the disapproval of the Treasury 
Department, the employes’ spokesmen at- 
tempted to question the present method 
of bonding and favored the establish- 
ment of a Federal fund. 

As there was evidence of a powerful 
lobby back of this bill, the state associa- 
tions of those Senators on the Judiciary 
Committee and certain key men, were 
called upon to approach the committee- 
men and voice their objection to the 
elimination of individual bonds under the 
proposed plan. The prompt responses 
of our members and the activities of our 
Washington office were most effective. 
3efore adjournment of the first session 


of the 74th Congress, Senator McCarran 
had agreed to amend his bill so that it 
would provide only for the payment of 
premiums by the government. When 
the context of the revised bill is deter- 
mined, we will then be in a position to 
take such further action as may be nec- 
essary. 


Porto Rico Bill 


Bill S. 3140 was introduced on June 
24 by Senator Millard E. Tydings of 
Maryland. It was designed primarily to 
provide that funds allocated to Porto 
Rico under the Emergency Relief Ap- 
propriation Act of 1935 be expended for 
permanent rehabitation, but under Sec- 
tion 2 thereof $10,000,000 was to be set 
aside as an insurance fund to indemnify 
agriculturists against hurricane damage. 
A companion bill, H. R. 8621, was intro- 
duced at the same time by Congressman 
Leo Kocialkowski of Illinois. Both of 
these bills were favorably reported by 
the Committee on Insular Affairs and 
S. 3140 was passed by the Senate on 
August 13. In the last rush of the ses- 
sion the Senate bill was rejected by the 
House on August 24. Due to the ad- 
ministration’s support through Secretary 
Ickes of the Interior it is possible for 
the bill to be considered when Congress 
convenes. Again, our members in the 
resident states of the committee mem- 
bers, voiced their dissent with this mea- 
sure. 


Assuming that the budget so prepared, 
and the corresponding allocation, is ap- 
proved by the executive committee, then 
the allocation for the new fiscal year be- 
ginning September 1, 1935, will be based 
upon a charge of fifty cents per month 
per member or $6 per year, for the num- 
ber of members carried on the rolls of 
the National Association for the last fis- 
cal year. Because of an increased mem- 
bership this will produce a total alloca- 
tion of $7,356 more than the preceding 
year. 

A former war horse of the National 
Association and an outstanding figure in 
the bank agency battles of fifteen years 
ago, A. G. Chapman of Louisville, Ky., 
attended the convention, it being the 
first time in over a decade that he has 
been to an annual meeting. In 1921 he 
served as chairman of the association’s 
executive committee. 
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standing. It is one of the largest Companies of Great 
Britain doing business in the United States and writes 
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University of Cincinnati 


To Give Insurance Coury 

The University of Cincinnati College 
of Engineering & Commerce, with the 
cooperation of the Cincinnati Fire Un. 
derwriters’ Association, is giving a cours 
in property insurance beginning Septem. 
ber 24 and continuing until May, 19% 
Classes will meet Tuesday evenings and 
Dr. F. E. Wolfe, formerly in charge of 
insurance courses at the University ¢j 
Illinois, but now economist with th 
Procter & Gamble Co., will be in charge 
of the course. Experts in special field 
will be guest lecturers during each sem. 
ester. Twenty-six lectures will be é. 
voted to fire insurance with a smalle 
number to marine, automobile and casy. 
alty insurance and fidelity and surety 
business. 
TEXAS EXPOSITION INSURANCE 
_ A plan for handling fire and windstom 
insurance on the Texas Centennial Cen- 
tral Exposition to be held at Dallas in 
1936, under which Dallas local agents 
will share in the commission in propor- 
tion to their purchase of Centennial 
bonds, has been worked out by Erie ¢ 
Gambrell, retiring president of | the 
Dallas Insurance Agents’ Association and 
associated with the local agency of Seay 
& Hall. The plan provides for the in- 
surance to be written through the Frank. 
lin Fire, which will issue a master policy, 
with reinsurance being arranged by the 
general agency of T. A. Manning & 
Sons. Texas companies will write 45% 
of the business. A_ special placement 
committee consisting of G. Mabry Seay, 
William (Bill) Ellis and George Dexter 
approved the plan of allocating the 
business. 


DECISION ON CHOOSING UMPIRE 

On the application of Charles L 
Craig, insured under New York standard 
fire policies of the Continental and other 
companies, for the selection of an um 
pire pursuant to the provisions in the 
policies relating to appraisal, the Putnam 
County Court held, 281 N. Y. S. 251, that, 
since the mortgagee clause attached to 
each of the policies provided that the 
loss, if any, should be paid to the first 
mortgagee as its interest may appear, 
and it appeared that the interest of the 
mortgagee was far in excess of the loss 
and that the mortgagee will undoubtedly 
be entitled to the entire award, the mort: 
gagee should be made a party to the 
application or the application should be 
made with the consent of the mortgaget. 
The application was therefore denied. 


MANCHESTER WITH PEARL 
Paul G. Manchester has been appointed 
engineer for the Pearl Assurance i 
southern California, effective October |, 
according to announcement by I. M 
Fisher, manager for the company in this 
field. Mr. Manchester was formerly with 
the Burgwald, Pierce & Sibert loa 
agency at Los Angeles, prior to which 
he was with Rule & Sons, and befor 
that with Wheeler Bros. & Pierce. His 
headquarters will be at Los Angeles. 











AUTOMOBILE DIVIDEND 
Directors of the Automobile of Hatt 
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ford declared the regular quarter!) 
dividend of 25 cents a share, payable Oc- 
tober 1 to stockholders of record Septet 
ber 7. 
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PREVENT FIRE! 


Save Lives and Property 
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The AMERICA FORE GROUP 


THE CONTINENTAL INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 
First AMERICAN FirE INSURANCE COMPANY 


Eighty Maiden Lane, 


~ 
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of Insurance Companies 


NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 
ERNEST STURM, Cheirmen of the Boords 
BERNARD M. CULVER. Presiden 


New York ,N.Y 
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Pennsylvania Agents 
Ask 10% Contingent 


TO CONFER WITH THE E.U.A. 





Expectation Is That Conferences Will 
Lead to Closer Understanding With 
Fire Insurance Companies 





Sometime within the next two weeks 
the members of the conference commit- 
tee of the Pennsylvania Association of 
Insurance Agents will meet with the spe- 
cial committee of the Eastern Underwrit- 
ers Association in New York to take up 
the matter of a contingent commission 
for agents in the Pennsylvania ordinary 
territory. The willingness of the com- 
panies to negotiate the matter leads to 
the belief that the matter will be ad- 
justed to the satisfaction of all con- 
cerned. There is a growing belief among 
Pennsylvania agents that the E.U.A. 
from now on will seek to reach a closer 
understanding with agents. 

There is a strong likelihood, too, that 
the newly created public relations com- 
mittee of the Pennsylvania association 
will meet also with an E.U.A. committee 
in the near future. While this commit- 
tee deals with many subjects, it was 
created primarily to effect legislation 
along the lines of the agents’ qualifica- 
tion bill—Senate Bill No. 945—introduced 
at the last session of the legislature. The 
year’s apprenticeship clause of the bill 
drew the opposition of a number of com- 
panies. And the belief is growing that 
the E.U.A. will seek to work out a qual- 
ification plan with the agents committee 
that will eliminate the need for legisla- 
tion along that line. 

However, returning to the contingent 
question. Most of the non-board com- 
panies now are paying a 10% contingent 
to agents in the ordinary territory as 
well as in the excepted territory—Phila- 
delphia and Pittsburgh. The E.U.A. com- 
panies, however, are paying a contingent 
only in the latter two cities. The or- 
dinary territory agents will ask for a 
10% contingent but the feeling exists 
that the final agreement may find the 
companies agreeing to pay a 714% con- 
tingent over a three-year period. 





Oklahoma Dep’t Secretary 
Contacts Hundreds of Agents 


When Sharpe W. Philpott was selected 
by Governor E. W. Marland and ap- 
pointed secretary of the Oklahoma State 
Insurance Board in February of this 
year, to serve under Commissioner Jess 
G. Read, he immediately set about to 
wind up his personal affairs so that he 
could devote his entire time, and ability 
based upon years of insurance experi- 
ence, to the office for which he was se- 
lected. His first declaration was that he 
had no desire “just to hold office,” but 
he wanted to serve the citizens of Okla- 
homa and insurance men and institutions, 
by setting up a high standard of quali- 
fications for both company and insurance 
agents. 

In his program Mr. Philpott included a 
visitation to each country, and to many 
centers within certain counties, to study 
local conditions, affecting insurance (par- 
ticularly fire and all lines of casualty in- 
surance) and to acquaint himself with 
methods of operations on the part of 
local agencies. To do this he has used 
week-ends, holidays and such times as 
could be spared from the office. Mr. 
Philpott has driven approximately ten 
thousand miles, visited forty-one counties 
and communities and contacted hundreds 
of insurance agents as well as giving 
much attention to risks and rates. 





HERBERT COOLIDGE DEAD 

Herbert Coolidge, in insurance in Bos- 
ton for more than half a century and 
long associated with the late William 
Gilmour, died at the age of 8&5 at his 
home in Watertown, Mass., last week. 
He was senior member of the Boston 
Board of Fire Underwriters. Surviving 


are his two sons and two daughters. 

















broad and varied experience in insur- 


ifications. 








| Assistant to 
| Insurance Executive 
A man, 34 years old, with unusually 


ance both in this country and Europe 
seeks position as assistant to insurance 
executive for which he has special qual- 
He is well educated, fa- 
miliar with fundamentals of insurance 
law, has all around knowledge of loss 


work, is a stenographer, and knows 
German, Spanish and Scandinavian 


languages. 
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ADDRESS BOX 1267 
care The Eastern Underwriter 
94 Fulton Street 


New York City 








BLUE GOOSE APPOINTMENTS 





Mallalieu Reappointed Deputy Most 
Loyal Grand Gander; E. W. Dart 
Also is Named a Deputy 
Appointment of deputy most loyal 
grand ganders of the Blue Goose and 
of committee members has been an- 
nounced by the grand nest. Deputy most 
loyal grand ganders-at-large are as fol- 
lows: W. E. Mallalieu, New York City; 
R. R. Robertson, San Francisco; J. K. 
Shepherd, Little Rock, Ark.; James D. 
Cherry, Montreal, Quebec, and Richard 
E. Vernor, Chicago. Deputy most loyal 
grand ganders for Canada include W. L. 
Patterson, Toronto; J. Beauvais, 
Montreal; George L. Schetky, Vancouv- 

er, and R. C. Borland, Calgary, Alberta. 

Deputy most loyal grand ganders cov- 
ering Eastern states are as follows: Vir- 
ginia and the Carolinas, B. S. McKeel, 
Raleigh, N. C.; western Pennsylvania, 
West Virginia and Maryland, B. L. Gre- 
gory, Charleston, W. Va.; New England 
and New York, except New York City, 
David Davidson, Albany, and New York 
City, New Jersey and eastern Pennsyl- 
vania, Edward W. Dart, New York City. 
Mr. Dart is most loyal gander of the 
New York City pond and was chairman 
of the convention committee for the 
Atlantic City meeting. 

Easterners serving on standing com- 
mittees of the Blue Goose include the 
following: jurisprudence, Thomas B. 
Donaldson, Newark, N. J.; constitution 
and by-laws, Frederick W. Doremus, 
Philadelphia; ritual, W. V. A. Keeler, 
Newark; emblem, B. F. Freeman, West 
Newton, Mass.; regalia, Edward H. 
Warr, Baltimore, Md.; historical, Max 
C. W. Buchenberger, New York City, 
and educational, Paul M. Fell, Philadei- 
phia. 





FIREMAN’S FUND DIVIDEND 

Directors of the Fireman’s Fund on 
September 26 declared the regular quar- 
terly dividend of $1 a share, payable 
October 15 to stockholders of record 
October 5. 


ee 


Mrs. Nolan Re-elected Head 
Of Hudson County Board 


Christine B. Nolan was re-elected pres- 
ident of the Underwriters Association of 
Hudson County at the annual meeting 
of the association, held recently at the 
Fairmount Hotel, Boulevard and Duncan 
Avenue. 

Abram S. Turteltaub was named vice- 
president, and Edna C. Ewald was 
elected secretary-treasurer. 

Committee chairmen were appointed as 
follows: Walter Westphal, finance; Wil- 
liam Dite, membership; J. M. Johnson, 
business methods; Frank Bucino, legis- 
lative; William Turner, fire, accident pre- 
vention and safety; Harvey Nelson, Sr., 
publicity and education ; Douglas 
Schenck, grievances, and Harvey Nelson, 
Jr., program. 

Mr. Turner reported on preparations 
for a fire prevention drive during Fire 
Prevention Week, October 6 through 
October 12. 


PLAN NEWARK INSPECTIONS 


At the last meeting of the New Jersey 
Special Agents’ Association it was unani- 
mously voted that all members partici- 
pate in the inspection of the mercantile 
district of Newark in cooperation with 
the Newark Safety Council and J. Elmer 
Pearce, chairman of the fire prevention 
committee. These inspections will be 
made during Fire Prevention Week, Oc- 
tober 6 to 12 and buildings, other than 
properties occupied as theatres, office 
buildings, hotels and the larger depart- 
ment stores, will be inspected for house- 
keeping, heating hazards and unusual 
conditions only. 


N. J. SPECIALS MEET OCT. 7 


The New Jersey Special Agents’ Asso- 
ciation will hold its October meeting on 
Monday evening at 6:30 o’clock at the 
Hotel Douglas in Newark. The guest 
speaker will be Philip J. Healey, an ex- 
pert on foundation work for large struc- 
tures. He has constructed foundations 
for the Chrysler, New York Life, R.C.A., 
and Madison Square Garden buildings. 














Franklin W. Fort 





FIRE REINSURANCE TREATIES 


Eagle Fire Insurance Company (New Jersey) 
Baltic Insurance Co., Ltd. 


18 Washington Place, Newark, N. J. 


(Denmark) - 


Thomas B. Donaldson 

















Decision Expected In 
Missouri Rate Cay 


ANOTHER BRIEF HEARING HEL) 





End of Rate Litigation Which Has Ex 
tended Over Period of Thirteen Year, 
Will Be Welcomed 





An early decision from the Missouy; 
Supreme Court on the question ¢j 
whether the 162/3% fire insurance rate 
litigation pending before the state courts 
should be settled on the basis agreed t, 
by State Superintendent of Insurance R 
Emmet O’Malley and attorneys for jp, 
terstate stock fire insurance companie; 
last May is anticipated. The propose 
compromise was submitted to the high 
court at Jefferson City on September 
The proposal was taken under advise. 
ment by the court en banc. 

Under the terms of the proposed set- 
tlement the policyholders woul!d receiy 
immediately 20% of the premiums tha 
have been impounded since June 1, 19% 
The balance would go to the companies 
their agents, attorneys and for the pay. 
ment of certain expenses of the Missour 
Insurance Department. Later there 
would be a readjustment of the rate clas. 
sifications while individual risks would 
be rerated. In the final analysis the 
entire plan contemplates what amounts 
to a 50-50 settlement of the original dis. 
pute between the companies and the 
Missouri Insurance Department that pre. 
vailed when former Superintendent of 
Insurance Ben C. Hyde issued his 10% 
reduction order to take effect on No- 
vember 15, 1922. In short the final rates, 
generally speaking, would be about 5% 
below the rates that prevailed in Mis- 
souri prior to November 15, 1922. 

The compromise went before the Mis- 
souri Supreme Court in connection with 
an appeal taken by the companies from 
a ruling of Circuit Judge Nike G. Sevier 
of the Cole County Circuit Court who 
ruled against the seventy-three fire com- 
panies interested in the state court lit- 
gation. The companies had sought a te- 
view by the Circuit Court of the order 
of former Superintendent of Insurance 
Joseph B. Thompson made late in May, 
1930, which rejected the companies ap- 
plication for a 162/3% increase in fire, 
hail, windstorm and lightning insurance 
rates. If the compromise agreement | 
excepted by the Supreme Court it would 
set aside Judge Sevier’s adverse ruling 
which included an order that the $1,750 
000 of premiums impounded by the Cole 
County Circuit Court should be returned 
to the policyholders. 

The hearing on the compromise befort 
the Supreme Court on September 20 was 
brief, lasting only about ten minutes 
Former Attorney General John T. Barker 
and Floyd E. Jacobs of Kansas City, spe 
cial counsel for the Missouri Insurance 
Department in the rate litigation, ap 
peared for the Department. The attor- 
neys for the Department will split abou! 
$500,000 in fees to be paid from the im 
pounded premiums if the state and Fed- 
eral courts accept the compromise. The 
companies’ attorneys will get $1,000,0 
as their bit. 





BACKS F.H.A. MORTGAGES 


In a communication sent to the 1/8 
insurance companies, associations and ¢ 
changes doing business in Pennsylvania 
Insurance Commissioner Owen B. Hutt 
urges the companies to study the advat 
tages of investing in residential first 
mortgages insured by the Federal Hous 
ing Administration. A recent amendment 
of the insurance laws made it possible 
for companies licensed in this state 
invest in these mortgages. Commissiont! 





October 4, 


—— 
— 





Hunt’s action was in compliance with 4 
request made by J. Griffith Boardmat, 
Eastern Pennsylvania Director, F.H.A. 





HARTFORD FIRE DIVIDEND 

Directors of the Hartford Fire have 
declared the regular quarterly dividen 
of 50 cents a share, payable October! 
to stockholders of record September }4 
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COMMON ENEMIES 
TO GUARD AGAINST 
1 FIRE 9 LIGHTNING 
2MOTOR 10 MARINE 
ACCIDENT DISASTER 
J WINDSTORM 1 RAILROAD 
& TORNADO WRECK 
4 PERSONAL 12 FALLING 
ACCIDENT AIRCRAFT 
SSICKNESS 13 EXPLOSION 
& DAMAGE 14 RIOT&CIVIL 
CLAIMS COMMOTION 
7 BURGLARY 15 EARTHQUAKE 
BROBBERY I6FORGERY 
17 DISHONESTY 



























FIRE, controlled, is an ally of infinite power—man’s indispensable servant, but within 
its fiery heart lurks a DEMON of destruction. 

The cheerful FIRE that gently warms the home will DEVOUR without mercy if, even 
for a moment, our safeguards are relaxed. 











LOYALTY GROUP 


Firemen's Insurance Company of Newark,N.J. 1855 Milwaukee Mechanics’ Insurance Company 1852 
The Girard Fire & Marine Insurance Co. 1653 National-Ben Franklin Fire Insurance Co. 1666 
The Mechanics Insurance Co. of Philadelphia 1854 The Concordia Fire Insurance Co. of Milwaukee 1670 
Superior Fire Insurance Company 1671 The Capital Fire Insurance Company 1666 
The Metropolitan Casualty Insurance CoofNY. 1874 Commercial Casualty Insurance Company i909 


WESTERN OEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 


044 RUSM STREET, CHICACO, KLINOIS 220 BUSN CTREET, SAN FRANCISCO, CAL 
10 Park Place 


CANADIAN DEPARTMENT Newark, New Jersey SOUTH-WESTERN DEPT. 


461 BAY STREET, TORONTO. CANADA S12 COMMERCE STREET, OAWLAS. TExaS 
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Origin and History Of 
Fire Prevention Week 


MOVEMENT LAUNCHED IN 1911 





Fire Prevention Day Was Observed Un- 
til 1922; Since Then Campaign Has 
Lasted Entire Week 

Fire Prevention Week will be observed 
throughout the nation next week. On 
October 9, 1911, Fire Prevention Day was 
inaugurated and first observed through- 
out the United States. It began when 
the Fire Marshals’ Association of North 
America suggested that the fortieth an- 
niversary of this great conflagration be 
set apart for bringing home to the Amer- 
ican public the much needed lesson of 
fire prevention. Accordingly, the presi- 
dent of the National Board of Fire Un- 
derwriters sent an appeal to the gover- 
nors of the various states. 

As a result, many governors issued 
Fire Prevention Day proclamations, thus 
leading the way for an observance which 
became established as a national institu- 
tion. The campaign, led by the National 
Board of Fire Underwriters that year, 
as well as the years which followed, em- 
braced the cooperation of a number of 
national organizations such as the Cham- 
ber of Commerce of the United States, 
the National Fire Protection Association, 
the National Association of Credit Men 
and state and local bodies throughout 
the entire nation. Fire marshals, fire 
chiefs, insurance commissioners, cham- 
bers of commerce, civic organizations, 
schools, churches—in fact, the public at 
large, generally, has recognized the value 
of learning how to protect life and prop- 
erty against fire. 

Grows from Year to Year 


As time went on and the public be- 
came more conscious of the ravages of 
fire, a greater knowledge of the means 
of preventing fire became available, but 
perhaps the greatest factor in thus get- 
ting organized to fight fire was the man- 
ner in which the entire nation had joined 
hands to win the World War. Organiza- 
tion and action were the watchwords dur- 
ing those days, when every resource must 
be conserved to win the war. It was 
fitting then, in 1917, that former Presi- 
dent Woodrow Wilson should declare: 

“Preventable fire is more than a private 
misfortune. It is a public dereliction. 
At a time like this of emergency and of 
manifest necessity for the conservation 
of national resources, it is more than 
ever a matter of deep and pressing con- 
sequence that every means should be 
taken to prevent this evil.” 

In 1920 the President issued the first 
regular Fire Prevention Day proclama- 
tion but it was not until 1922 that the 
whole week containing Fire Prevention 
Day — October 9—was officially pro- 
claimed by the President of the United 
States as Fire Prevention Week, to be 
observed, as former President Warren 
G. Harding put it, “by every man, woman 
and child, not only during the week des- 
ignated in this pronouncement but 
throughout every hour of every day of 
the year.” 

Since that time each President in turn 
has proclaimed the week in October 
which contains October 9—the anniver- 
sary of the great Chicago fire—as Fire 
Prevention Week, an institution now so 
thoroughly established that each year in- 
dividuals and organizations in every 
state, city and town in the United States 
look forward to participating in its ob- 
servance. 

2,000,000 Pieces of Literature Distributed 


Beginning with the publication of its 
magazine, “Safeguarding America 
Against Fire,” the National Board of 
Fire Underwriters each year distributes 
throughout the nation more than two 
million pieces of literature for the ob- 
servance of Fire Prevention Week. Other 
agencies, including representatives of the 
stock fire insurance companies compris- 
ing the National Board, distribute up to 
more than 200,000 posters printed. 

Following the leadership of the Presi- 




















F ire Prevention Week does more 
than make people fire-conscious ... 
it makes them also keenly apprecia- 
tive of the economic necessity of 
fire insurance. North America 
Agents are provided with effective 


sales helps for converting this 


interest into premiums. 


See the North America full page advertisement in the 
Saturday Evening Post, October 5, Time October 7 and 
the October issue of Fortune. 


Insurance Company of 


North America 
PHILADELPHIA 


and its affiliated companies write practically 
every form of insurance except life. 


Founded 1792 

















“ALL-IN-ALL-OUT” RULE 





Philadelphia Agents Now Seriously Con 
sidering Application of the Rule 
In That City 
In the few weeks that have 
since the annual meeting of the peated 
vania Association of Insurance pg 
the attitude of Philadelphia agents ~ 
ward the “all-in-all-out” plan has taken ; 
decided change. At Pocono Manor 
Philadelphia men, while believing the 
the plan was a good one and merit’ 
adoption, sided with the thought of ¢h 
Pittsburgh delegation that it was not ° 
easily adaptable for a large city. ; 
However, since then the Pear] competi- 
tion has made itself felt even more an( 
as a result, the Philadelphia agents ar 
thinking quite seriously of adopting th 
rule in that city. The opinion being ex. 
pressed is along the line that the Peay! 
can best be fought with a united front 
and that the “all-in-all-out” plan yij 
unite all agents. Its proponents als 
point out that it will also aid in fightin 
mutual competition, which is becoming 
quite strong. The mutuals made a big 
inroad when they landed the insurang 
on the new Wanamaker Men’s Store an¢ 
the Wanamaker-owned Lincoln-Liber 
Building. , 
It is no secret that the Pearl has ¢. 
cured some big lines in recent weeks 
here. Agents naturally desire to holj 
their business. 





TAMPA BOOSTS LICENSE FEES 





Florida City to Require Every Company 
to Pay Flat License Fee of $200; 
Opposition Strong 

Every insurance company doing bus- 
ness in Tampa, Fla., after October 1, re- 
gardless of size or classification, will b 
required to pay a flat license fee of $20), 
according to an ordinance approved Sep- 
tember 23 by Mayor R. E. L. Chancey 
This represents an increase of approxi 
mately 100% over the former license 
fees, and twice the amount permitted for 
cities and municipalities in Florida m- 
der the Florida state law. The law spe- 
cifies that the city license shall not ex- 
ceed 50% of the state license, which is 
$200. 

City and state insurance officials have 
expressed grave concern over the ador- 
tion of the new schedule, approved }y 
Mayor R. E. L. Chancey over their vig- 
orous protests. They term the fee high- 
ly exorbitant and predict that its impo- 
sition will cause the withdrawal of 2 
number of companies from the Tampa 
field. The former license schedule pro- 
vided for fees ranging from $15 to $125 
most companies paying the top rate. 





ROCKLAND COUNTY MEETING 

The Rockland County Association ( 
Local Agents held a field day Thursday 
of last week at the Rockland County 
Club, Sparkill, N. Y. Following an a- 
ternoon of golf and dinner the hundred 
or more members and company mei 
present listened with interest to talks by 
Deputy Manager W. H. Geyer of the 
Suburban Exchange and Andrew | 
Bucksar, superintendent of the stamping 
division of the Exchange, who had bee! 
invited to clarify, for the benefit of the 
Rockland County agents, some phases ©! 
the new rules contained in the June 1% 
manual. f 

Alan Leggett of Nyack, president 0 
the association acted as toastmaster. 





dent of the United States, the governor 
of the various states, insurance commis 
sioners and state fire marshals all c 
operate with the National Board in cat 
paigns for the observance of the Wet 





in cities, large and small. Public officials 
chambers of commerce, fire departments 
theatres, hotels, restaurants, newspapet 
civic organizations, business men, trat 
associations, boy scouts and womel’ 


clubs all take part. Programs are @ & 


ried out in schools and churches, 4" 
talks on fire prevention are given ov 
the radio, so that a consciousness of 
dangers of fire is brought to everyom 
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ORGANIZED 1853. 
Amount $ Rate Premium $ 
lo (Cancidasotiaa af tho ftiosslatiana. ee 
and . mium 
a A Fact your clients — 
and leg ions for 
depreciat it would 
— should know! = 
business EE 
from the at noon, 
wail! Insurance in a at noon, 
against 4 le, except 
as here (Stock Company,) written and — 
to the ive days 
at each - ‘ ‘ om fire, 
iaiihis serviced by a responsible insur- 
ance agent, is WORTH MORE 
than any form of cooperative 
insurance involving uncertain 
, liability for losses of others. . 
— vided. 
—— — , poney e valid 
until countersigned by the duly authorized Agent of the Company at 
Strength «» ‘* Reputation «» Service 
Countersigned maae 
this. day of 19 Agent. 
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‘T ALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








A few days ago I received this letter 
from Laurence E. Falls, vice-president of 
the American of Newark and one of the 


country’s authorities on use and occu- 
pancy insurance: 

“Dear Ed: 

“During the time I was recovering 


from an automobile accident and from 
time to time, I have read your column in 
The Eastern Underwriter under the cap- 
tion ‘Tales of the Road.’ Your two very 
complimentary references to myself are 
much appreciated, particularly as they 
serve to remind me of pleasant visits we 
have had together. 

“I trust all goes well with you and 
continued regard, in 


assure you of my 
which I am sure Mrs. Falls would wish 
to join.” 
ee = 
E. G. Halle, a Man of Ideas 
E. G. Halle, former manager of the 


Western department of the Germania- 
National Liberty and long since passed 
on, organized his department about 1880, 
before which time he was a special agent 
for the New York Underwriters’ Agen- 
cy, then consisting of the Niagara, Citi- 
zens, Hanover and Germania (now con- 
ducted as a company), who combined in 
the first so-called underwriters’ policy to 
build up their business in what was then 
considered the wild and wooly West. 
Mr. Halle told the following story to Mr. 
Schumann, then secretary of the Ger- 
mania, ny the latter told it to me in 
1888, when I was a kid of, 18, and had 
no idea that I would ever be a fieldman 
myself. To resume: Traveling through 
the sparsely settled West with two other 
fieldmen, the other two told Mr. Halle of 
a restaurant, well known at that time 
for its good food and high prices, at 
which no one had as yet been able to 
get a good meal for less than fifty cents 
(a high price those days). Mr. Halle be- 
came interested and bet the others that 
at least he could procure a meal for two 
of them for less than fifty cents each. 

They took him on. When they arrived 
at that station restaurant he went in 
first telling the others to find a table, 
and that he would follow later. He went 
to see the manager and told him that he 
was a deputy sheriff and had in charge 
two prisoners, who were very docile and 
easily managed, but that the county had 
allowed him only thirty cents per pris- 
oner, and would he stretch a point and 
give the poor boys a decent meal for 
thirty cents apiece. 

Moved by sympathy and Mr. Halle’s 
well known eloquence, he said he would. 
Thereupon Mr. Halle sat down with his 
friends, the psuedo jail-birds, and won 
his bet. When leaving, the good-hearted 
manager said: “Don’t take it too hard, 
boys, and good luck,” to the men, who 
were hurrying out to catch the train. 
This, however, puzzled them, and when 
they asked Mr. Halle what the manager 
had meant saving “not to take it too 
hard, bovs,” Mr. Halle told them of the 
scheme he had successfully carried out 
to get a meal for them for thirty cents 


apiece. It takes brains to carry out a 
joke like this, and he “had” them, all 
right, both the brains and his friends. 
* * * 
A Plumber With Tools 
Recently I noticed in a smaller town 


a wagon which looked like a plumbing 
shop on wheels with the slogan: “We 


don’t send back for tools, we have them 
with us,” a remark which every house- 
owner will appreciate, for it is the invari- 
able rule for plumbers to come to a job 
with an apprentice and then send the 
boy back for tools, to charge all the 
traffic will bear. This up-to-date plumber 
was going after jobs with the tools, work- 
ing the city by sections, a clever idea, 
and I have not seen it done in any other 
place. I can’t just remember where it 
was, but I think it was at Oswego. 
x * * 


A New Word to Play With 


A word very much in vogue now, and 
there are fads . words, as well as in 
everything else, “Picaresque,” defined 
by Webster as Peotslane to a rogue, 
roguish, impish style, or having a rogue 
for a hero.” The newspaper men and 
novelists are playing with this new toy, 
like children. It has the same vogue 


that “ingenuous,” “contact him,” “in- 
trigue,” etc., etc., had. They run it to 
death and then it is forgotten. 

* * * 


Unwarranted Honors 

Gill, of Poughkeepsie—and every field- 
man knows good old Harvey—told me 
that some time ago when Bill Lennox, 
now deceased, of the Adjustment Bureau 
visited Poughkeepsie, N. Y., Gill met him 
at Smith’s restaurant and Gill greeted 
him “Hallo, Governor, how is everything 
in Albany?” An old lady, a friend of 
Gill’s asked him shortly after, “Was that 
the Governor ?” 
* * & 

Authors Falling Down on Ingenuity 


Like most traveling men I read the 
current five cent weeklies. Recently I 
have been pursuing several love-interest 
stories, not because they interest me in 
themselves, but to see how the novelist 
would get the superfluous male out of 
the eternal triangle of one woman and 
two men. During and after the war the 
“motif” was that at a convenient time 
the superfluous male would die in battle. 
After the panic of 1929, the superfluous 
man, having lost his money, would shoot 
himself at a convenient time, but those 
causes now being worn threadbare I fol- 
lowed this novel to the bitter end just 
to find out what plan lay in store for 
this man. In the last chapter he dies 
of pneumonia, which was kind of dis- 
appointment to me, after all the trouble 
I took. The author should have been 
kinder to me and at least had him die 
by being run over by an automobile, or 
having him fall down stairs while drunk, 
but to have him die in bed of pneumonia 
kind of let me down. So unprosaic. 

* * 


An Unrealized Ambition 


One of the unrealized ambitions of my 
life was that my wife would come up- 
state on her own initiative and surprise 
me and spend a Sunday with me away 
from home and children and household 
cares. But it never happened. 

x *« * 


Proper Reserve Is Desirable 

We make fun at the English for neg 
reserve and fondness for privacy, but I 
think some people could learn something 
from them in regard to privacy and not 
forcing themselves on others, i. e., re- 
spect for the individual’s privacy. They 
tell a story of a traveling Briton on 
the Continent who, when a_ breezy 
American who wanted to force attention, 
asked the son of Albion, without any 
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preliminaries, “What town is this we are 
passing?” replied “Ask the porter, he is 
there for that purpose.” 

They tell a story of old Marshal 
Bluecher, the Prussian militarist who, 
they say (although the British don’t ad- 
mit it), really won the battle of Waterloo 
for Wellington by out-marching Napo- 
leon’s Grouchy, who was coming with 
reinforcements at a critical time of the 
battle. He asked the war department 
for an orderly, and a young and ambi- 
tious lieutenant was assigned to him, 
admonished by the staff not to talk to 
the old man unless spoken to. During 
a long trip, during which no word was 
uttered by Bluecher, the young man 
could not repress himself, and remarked 
enly, “Your Excellency, the weather is 
fine.” Whereupon he was dismissed with 
a curt note: “This young man talks too 
much.” I think it was Bluecher, or it 
is also told of Moltke, of the Franco- 
Prussian War. 

These examples perhaps show the 
other extreme of reserve but are to the 
point. One particularly fresh youth 
years ago called me Mr. Hornbostel once 
after an acquaintance of two minutes, 
then the next moment Hornbostel. Then 
] told him my first name was Ed, or to 
be more familiar and intimate, “Eddie,” 
just to help him, although I was old 
enough tc be his father. 





Wisconsin Convention 


Speakers Are Announced 


William B. Calhoun, 
Wisconsin Association of Insurance 
Agents, and J. G. Grundle, secretary- 
treasurer, on their return from the Na- 
tional Association convention in Roch- 
ester, N. Y., announced the names of 
speakers and their topics at the two-day 
convention of the Wisconsin association 
at Sheboygan, Wis., October 10-11. Lead- 
ing the list are Charles F. Liscomb, 
Duluth, Minn., member of national exec- 
utive committee, “The National Associa- 
tion”; J. Dillard Hall, Chicago manager, 
U. S. F. & G., “Automobile Accident 
Conservation”; W. P. Robertson, Chi- 
cago, assistant to the president, Insur- 
ance Co. of North America. “Some 
Aspects of the Fire Insurance Business” ; 


president of the 


B. R. Wallinder, Madison, Wis., farm 
state agent of the Continental Fire, 
“Problems of Farm Underwriting”; A. G. 


Meredith, Oshkosh, Wis., state agent of 
the Fire of Philadelphia and president of 
the Wisconsin Fire Underwriters Asso- 
ciation, “Organizing the State.” 





SUSSEX FIRE DIVIDEND 
The Sussex Fire Insurance Co. has de- 
clared the regular quarterly dividend of 
1%4% on its preferred stock, payable Oc- 
tober 1 to stockholders of record Sep- 
tember 16. 
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Registered Mail Bureau 
Dinner Host to Gallagher 


Subscribers to the Registered Mail 
Central Bureau tendered a_ testimonial 
dinner to Vincent L. Gallagher, newly 
appointed Western manager of the Pearl, 
at the Hotel Elysee in New York City 
last Friday evening. While Mr. Galla- 
gher was secretary of the America Fore 
Group he took an active interest in the 
organization and promotion of the Cen- 
tral Bureau. It is in recognition of his 
services that his old associates in the 
Bureau honored him. Those who attend- 
ed included the following: 

M. W. Morron, G. G. Quirk, E. ] 
Perrin, Jr.. D. R. Sibley, F. J Hanratty, 
Charles O’Regan, R E. Hall, A. W. Bar- 
thelmes, H. A. Becker, L. A. Willian- 
son, Lamar Hill, R. A. Leeret, W. D. 
Hicks, F. L. Cowles, E. A. Drews, L. J. 
oe W. F. Boylan, H. W. Goodyear, 

S F. Law, W. A. Hebert. 

.. Lewis, S. T. Dunlap, J. F. Pur- 
cell, C. P. Butler, H. H. Reed, J W 
Sargent, L.. & Ross, Gc. < Long, Jr. 
P. W. Scheide, F. C. Hatfield, R. A 
Byers, D. C. Bowersock, J. C. Keegat, 
T. S. Deering, F. B. McBride, J. C. Brais- 





lin, G. A. Hunt, L. M. Baldwin, E. 6 
Proeschel, H. P. Esquerre, F. A. Doyle, 
J. F. Danaher, G. R. Kreutziger, Samuel 
Ludlow, Jr. 





STATE FUND PLAN LOSES 


The move to insure Madison, Wis, 
city school buildings with the Wisconsin 
state insurance fund rather than with 
the old line companies failed last week 
by a vote of three to one at a special 
meeting of the board of education, and 
the insurance will be renewed with the 
local companies as before. The nine: 
teen school buildings in the city are it- 
sured for $2,821,296. Assertions wert 


made that the rates of old line comp 
nies were high, and that reductions ™ 
fire insurance rates had not been # 
lowed in spite of purchase of fire & 
tinguishers to meet specifications. 
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AN EARLY AMERICAN INSURANCE AGENT 


a 


Ts the American agency system the A£tna Fire 





Group owes much. The debt is not wholly on one 

side, however, for the policy of appointing agents 
at distant points pursued from the start by our founders 
was a significant step in the development of a great 
national agency organization. 

So also was the granting of underwriting privileges 
to agents not in close touch with the home office. Before 
1819, an agent seldom if ever had authority to bind his 
company on risks. As early as October 2, 1819, Franklin 


THE AXTNA FIRE GROUP - 


CHICAGO 


NEW YORK 
ETNA INSURANCE COMPANY 
THE CENTURY INDEMNITY COMPANY 








ee 


Ripley, our newly appointed agent at Greenfield, Mass. 
issued under his own countersignature a $2,000 fire 
policy now in our possession. Certainly this was the 
first A=tna policy so issued and very likely the first 
issued by any American company. 

Surely Franklin Ripley, graduate of Dartmouth 
College, member of the Massachusetts bar, judge of the 
probate court, bank official, and the first of a long line 
of loyal A2tna agents belongs among the pioneer builders 
of the American agency system. 
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To Fire Insurance Field Men 


By Joshua K. Shepherd, 
General Agent, Little Rock, Ark. 


Joshua K. Shepherd, general agent of 
Little Rock, Ark., delivered what follows 
as part of an address at the recent grand 
nest meeting of the Blue Goose at Atlantic 
City. In addition to being highly regarded 
as an underwriter Mr. Shepherd is known 
as a civic leader, being particularly active 
in the Boy Scout movement in his state. 

No man is ever worth much to himself 
or the business in which he is engaged 
if he does not harbor a desire and pur- 
pose some day to be of helpful service to 
his time and generation, or to that which 
will immediately follow. Many fail in 
executing that purpose. Most men think 
that they can devote present hours to 
material gain, with some deviations in 
the field of personal pleasure, and after 
a while arrive at a place where their 
finances will permit some philanthropic 
activity which will justify all their previ- 
ous devotion to purely selfish advance- 
ment. But somehow this eventuality can 
seldom come about. 

Many have the opportunity to answer 
this worthy civic urge by participating in 
the local activities of their cities and 
communities, but such is denied to most 
of us who serve as fire insurance special 
agents and adjusters, for our very duties 
are such as to take from us the time and 
opportunity required for such participa- 
tion. It becomes necessary, therefore, for 
most fieldmen to look to some other 
avenue of activity into which to pour 
their personal service that might have a 
bearing upon bringing about some im- 
provement in mankind’s earthly pilgrim- 
age, or the happiness which their fellow 
citizens may have the opportunity of en- 
joying. 

Blue Goose Offers Investments 


The Honorable Order of The Blue 
Goose, International, is of itself a vehicle 
through which and by which in part we 
can meet this responsibility to our fellow 
man, for it affords us an opportunity to 
improve the lot of our competitors in 
business. Its field of influence now is suf- 
ficiently extensive to provide an outlet 
for an ambitious program, and to offset 
any thought that effort confined thereto 
is too restrictive. With its membership 
throughout America and Canada, and 
continuously refreshened by younger 
men each year coming in, the opportu- 
nity is ever present for the exercising 
of constructive helpfulness. 

There is a peculiar manner in which 
we a-bit-more-seasoned fieldmen owe an 
obligation to our juniors, and it grows 
out of the fact that in a very definite 
way our own training has come from 
older men in the insurance business, and 
in many case and to a great extent, 
from older men who were and are our 
competitors in the ordinary business 
sense. In few, if any, other fields where 
special mental equipment is required do 
we find men whose training thus has 
been given to them by their active com- 
petitors. In most other comparable voca- 
tions, it is necessary to go through an 
expensive training in colleges or encgi- 
neering schools. Simple sportsmanship 
therefore, should be a sufficient motive to 
urge us onward in support of the Blue 
Goose and the furthering of its objec- 
tives, and am convinced that, when 
they have had the opportunity of analyz- 
ing the situation and thinking through 
on it, this fine sportsmanship which so 
many of our men do possess will serve 
to bring about that for which Blue Goose 
hopes. 


Life Insurance Coverage 


On occasion there arises with some the 
question of the cost of participation in 
the Blue Goose life insurance coverage. 


Sometimes an individual feels, by reason 
of his particular age or condition of 
health or knowledge of life insurance, 
that he could procure equal coverage at 
less cost. In some cases this might be 
true; yet in most of such cases those 
individuals would gladly donate the dif- 
ference to the common good of their fel- 
lows in the insurance business, even 
though that particular good were of less 
consequence than is the fine value pro- 
duced by our life insurance arrangement. 
What I am saying is, whatever amount 
the average member of this organization 


thinks his insurance might be excessive, 
that excess is far less than that average 
good fellow would be willing to give to 
those peculiarly benefited by the protec- 
tion. I feel quite certain that we are 
going to look at our life insurance cov- 
erage less as a means of protection to 
the participant and more as an oppor- 
tunity for us to help some others, par- 
ticularly some older men who may not 
be able otherwise to procure insurance. 
Then a peculiar thing will happen: when 
we all participate on that basis, the value 
to each will be greatly increased, and the 
chances are that the cost will come down. 
It will be somewhat like that proverb 
referring to “the casting of bread upon 
the waters.” 

In our private vocations we are in the 
business of selling to others indemnify- 
ing contracts out of which money will 
flow to our policyholders only in the 
event that certain contingencies shall 
happen. In most cases, they never occur, 
but we do not hesitate to urge the busi- 


This IS news 


Aero Alarm INSIDE * 
Detects Fire OUTSIDE 


=== 
ness man to rearrange his budget: 

duce his pleasures, if necessary: a 
harder, if that be required, so here 
can pay the premium for fire insurance 
explosion insurance, windstorm, and i; 
the other kinds, telling him that it i 
better thus to sacrifice to be safe rather 
than risk the possibility of an uninsure4 
loss. Yet, as to our own lives, whic 
frequently are far under insured, we ar 
dealing with a fact that is certain x 
occurrence that comes about without an 
doubt, the only unknown factor dein 
the date thereof. Would we not be mor, 
intelligent if we put into our Personal 
practices and philosophy of life the prin. 
ciples of insurance — the very busines 
that earns for us our daily bread? 


PHOENIX, CONN., DIVIDEND 

Directors of the Phoenix of Hartforg 
have declared the regular quarterly diy. 
dend of 50 cents a share, payable (,. 
tober 1 to stockholders of record Sep. 
tember 14. 








A typical example of the efficiency of the Aero Automatic Fire Alarm occurred re- 


cently at a Milling Plant* in Denver, Colorado. The following excerpts from the 


report of the A.D.T. Central Station graphically tell the story of ‘“‘Aero’s” effec. 


tiveness in detecting fire when it starts. 


“Aero Alarm from the 





Milling Company received at Central Station 


at 1:31 a.m. August 25. Fire Department found that the fire was not in the building, 


but a small blaze on a loading dock outside was rapidly gaining headway. The heat 


from this fire had been drawn through a runway into the building, causing the alarm. 


A. D.T. 
Central Station Pro- 
tection Services 


“AERO” AUTOMATIC 
FIRE ALARM SERVICE 


~ . . 
SPRINKLER SUPERVI- 
SORY AND 
WATERFLOW ALARM 
SERVICE 
. . . 
WATCHMAN SUPERVI- 
SORY AND 
MANUAL FIRE ALARM 
SERVICE 
. + . 


BURGLAR AND HOLD.- 
UP ALARM SERVICES 


* Name on request. 


Controlled Companies of AMERICAN DISTRICT TELEGRAPH COMPANY 


155 SIXTH AVENUE « 





mG0T)> 


estimated at less than $50.” 
The “Aero” Automatic Fire Alarm literally “feels” the first breath of flame— 


automatically and accurately reports its location. 


A NATION-WIDE PROTECTION SERVICE 
AGAINST FIRE, BURGLARY AND HOLDUP 


NEW YORK, 


“If this outside fire had been given a few minutes start, undoubtedly it would 
have spread to the building itself, causing serious damage if not total loss. As it was, 
the fire department was able to extinguish the blaze without difficulty. The loss was 


By recommending “Aero” and other A. D.T. Protection Services, you can effect 
economies and obtain better protection for your clients while safeguarding continuity 
of premium income and clients’ good will. We shall gladly send a representative to 
cooperate with you. Write A.D.T., 155 Sixth Avenue, New York, N. Y. 


N. Y., 
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Fowler & Dieviaiite Inc., Culebendinn | 


Three Anniversaries This Month 


The sixtieth anniversary of the organi- 
ation, the tenth anniversary of the adop- 
tion of its present name and the fifty- 
eighth anniversary of its appointment by 
the St. Paul Fire & Marine would seem 
for the 
“anniversary 


ample justification 


October as 


to provide 
jes'gnation 


of 





CHARLES A. FOWLER 

month” by the agency of Fowler & Kav- 
anagh, Inc., 75 Maiden Lane, New York. 
John M. Whiton, who died about seven 
years ago, founded the in 1875. 
Two years later, on October 1, 1877, the 
St. Paul Fire & Marine placed its local 
representation with the office. In 1925 
—also on the first of October—the agen- 


agency 


cy’s name was changed from F. Merges 
& Co. to Fowler & Kavanagh, Inc. 


A landmark among New York under- 


writing organizations and one that has 


WILLIAM L. 


RODGERS 


for so long a period played a part in 
the development of the present modus 
operandi of fire insurance in this city, 
some additional historical data concern- 
ig it may be of interest. The present 
name is the fifth under which the agency 
has operated during its six decade career. 
riginally carrying the name of John M. 
‘hiton, it was changed to John M. 
Whiton’ & Co. in 1898, to Whiton & 


Merges in 1903 and to F. Merges & Co. 
in 1912. Mr. Merges started his career 
as Mr. Whiton’s office boy in 1880, when 
the agency was five years old. In 1888 
he was rewarded with an interest in the 


business and in 1898 the “& Co.” was 
added because of his further share in 
the ownership. Mr. Whiton retired in 


1912 at which time the name was changed 
to F. Merges & Co. and it was upon Mr. 
Merges’ retirement in 1925 that the Fow- 
ler & Kavanagh, Inc., name was adopted, 
the change again being considered ex- 
pedient to identify more closely the prin- 
cipals. 

Of its three present members, Charles 
A. Fowler, president; Joseph W. Kava- 
nagh, vice-president and secretary, and 
William L. Rodgers, treasurer, the two 
first-mentioned have been with the agen- 
cy during more than forty of its sixty 
years. As in the case of Mr. Merges, 
they started with the organization as of- 
fice boys, Mr. Kavanagh embarking upon 
his career a few months before Mr. Fow- 
ler. Both worked their way up through 





Blank & Stell 
KAVANAGH 


JOSEPH W. 


various positions in the office, Mr. Fow- 
ler becoming head of the city department 
and Mr. Kavanagh chief of the agency 
division. 

They have served and are now serving 
on various important committees of the 


New York Fire Insurance Exchange, 
New ra Board of Fire Underwriters 
and New York Suburban Exchange and 


sey in touch with all departments of 
the business. Mr. Rodgers joined the 
agency in 1902 and became head of the 
financial and accounting departments 
which, as treasurer, he continues to di- 
rect. 

The company representation of Fowler 
& Kavanagh, Inc., besides the St. Paul 
Fire & Marine includes the Eagle Fire 
of New York, Century of Scotland and 
the Milwaukee Mechanics’ for city and 
suburban fire business, and the Travelers 
for casualty lines. The Paul affilia- 
tion is that of Eastern department man- 
agers. In addition to fire, the agency 
also writes automobile and inland marine 
for this company. 





F. L. CURTIS AT ROCHESTER 

F. L. Curtis, New York state agent of 
the Springfield Fire & Marine and at 
the age of 80 years still on the job, last 
week attended the annual convention at 
Rochester, N. Y., of the National Asso- 
ciation of Insurance Agents. He has 
represented the company for more than 
forty-five years and is beloved through- 
out the middle part of the state by agents 
and fieldmen alike. 
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Blue Goose to Honor 


| Fire Chief McElligott 
| The New York City Pond of the 
Blue Goose will open its 1935-1936 
season with a dinner meeting on Mon- 
day evening, October 14, at the Drug 
& Chemical Club in New York City 
at which the guest of honor will be 
John J. McElligott, commissioner and 
chief of the New York City fire de- 


partment. The New York Pond will | 
express to Chief McElligott the ap- | 
preciation of fire insurance for the 


marvelous efficiency of the New York 
fire department. Samuel A. Mehorter, 
past most loyal grand gander, will 
render a report on the recent grand 
nest convention at Atlantic City. Din- 
ner will be served at seven o'clock. 


Company Relations 


(Continued from Page 1) 


in this year. We know that the record 
is abnormal and cannot be expected to 
continue, and it is our job to make our 
clients appreciate that fact. 

“We are willing to go to the mat for 
our companies in these matters. But co- 
operation is a joint proposition and if we 
cooperate with them in these undertak- 
ings we have a right to expect—I may 
say demand—that they in turn show a 
stronger cooperative spirit than has yet 
been in evidence. 

“The signs point to a 
standing of our position on the part of 
the companies. I can vo further and 
state that within recent months definite 
progress has been made. But the perfect 
understanding has not been reached. 

“Without full and free cooperation dis- 
integration must inevitably result. No 
business can withstand eternal bickering 


better under- 


and strife within its own ranks. Re- 
sponsibility lies not solely with us nor 
solely with our companies. It is joint 


and several, and when we make demands 
of the companies we must come with 
clean hands. 


Agents Pledge Cooperation 


“The new administration of the Na- 
tional Association dedicates itself to a 
platform of cooperation in the fullest 


sense of the word, strong in the faith 
that no worm of misunderstanding and 
mistrust can sap the vitality of an hon- 
orable business and an honest associa- 
tion.” 

For years the National Association of 
Insurance Agents and the Firemen’s of 
Newark have not been friends officially 
because of the old bank agency fight of 
over a decade ago. Years have passed, 
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witnessing the resignation of Neal Bas 
sett as president of the Firemen’s and 
the coming to terms with the Firemen’s 
of the Louisville, Ky., local board, which 
led the campaign against bank agency 
appointments. At the annual convention 
of the agents last week at Rochester 
three vice-presidents of the Firemen’s 


were present, another sign of better feel- 
ings. Lifting of the National Associa- 
tion ban against the Firemen’s and 


restoration of harmonious relations in the 
comparatively near future wouid not be 
at all surprising. 

One factor which has no doubt 
tributed to the present trend is the 
sistance rendered by companies through 
their regional organizations to agents in 
financial difficultic Although agency 
balance rules have in some cases vor ked 
hardships, in the large majority of cases 
agents who have been put under com- 
pany committee con‘rol have been bene- 
fited in the final anaiysis and restored 
to active agency control with back debts 
cleared up. 


con- 


as- 


WITH INSURANCE L LAW FIRM 

Carl Helm, for many years of counsel 
to the Hearst publications, on Oc’ober 
1 was admitted to partnership in the 
well known law firm of Powers, Kaplan 
& Berger. He will be engaged in the 
general practice of the law, and will also 
continue his association with the Hearst 
organization. 

Directors of the Aetna (Fire) of Hart- 
ford declared the regular quarterly 
dividend of 40 cents a share, payable Oc- 
tober 1 to stockholders of record Sep- 
tember 16. 
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October Is Anniversary Month 


10 Years Under Present Name Adopted 


October 


1, 1925 


98 YEARS REPRESENTATION OF ST. PAUL; 


COMPANY ENTERED 


OFFICE OCTOBER 1, 1877 


60th Anniversary of Establishmeat of the 
Agency By John M. Whiton 


One of New York’s oldest | 
insurance agencies, established | 
in 1875 by John M. Whiton, | 
operated from 1898 to 1903 as | 
John M. Whiton & Co., from 
1903 to 1912 as Whiton & 
Merges, from 1912 to 1925 as 
F. Merges & Co. and since Oc- 
tober 1, 1925 under the present 
name of Fowler & Kavanagh, 
Inc., is celebrating a trio of an- | 
niversaries during this present | 
month of October. | 

To give the highest type of | 
insurance service has been the | 
guiding purpose of this agency | 
throughout its long career. | 
Vigorous, alert and progressive | 


| lence, 


and with a _ background of 
sixty years’ accumulated exper- 
the representation of 
sound companies and_ the 
prompt and efficient handling of 
claims, this agency organiza- 
tion is in a better position than 
ever to render helpful coopera- 
tion to insurance producers. 


It takes this opportunity to 
express appreciation to the loy- 
al brokers who have contribut- 
ed towards this result. May 
we have the privilege of a call 
so that we can personally ex- 
press these sentiments? 





CHARLES A, FOWLER 
President 


PHONE BEekman 3-1367 





JOS. W. KAVANAGH 
Vice Pres. & Sec. 


WM. L. RODGERS 
Treasurer 


FOWLER & KAVANAGH, INC. 


75 MAIDEN LANE, N. Y. CITY 
MANAGERS 


St. Paul Fire & Marine Insurance Co. 
Milwaukee Mechanics’ Insurance Co. The Century Insurance Co., Ltd. 


The Eagle Fire Company of N. Y. 





CASUALTY DEP'T 


LOCAL and SUBURBAN DEP'T 
NEW YORK & BROOKLYN—N. Y. SUBURBAN & LONG ISLAND 


AUTOMOBILE DEP'T 
FIRE—THEFT—COLLISION—PROPERTY DAMAGE 


MARINE DEP'T 
ALL FORMS OF INLAND AND "ALL RISK" COVERS 


FIRE—INLAND MARINE—TORNADO and SPRINKLER LEAKAGE—EXPLOSION 
RIOT & CIVIL COMMOTION—TOURISTS FLOATERS—ALL CASUALTY LINES 


Binders Issued Covering Risks Located Anywhere in the United States or Canada 


LOSSES ADJUSTED AND PAID FROM THIS OFFICE 







































































D. M. Findlay Heads 
New Brokerage Firm 

FINDLAY-NOYES COMPANY, INC. 

Closely Affiliated With Charles F. Noyes 


Co., Prominent Real Estate Con- 
cern; Office Opens Oct. 10 





Findlay-Noyes Company, Inc., a new 
general insurance brokerage concern to 
operate in close affiliation with the 
Charles F. Noyes Company, Inc., nation- 
ally known realtors, will commence busi- 
ness October 10. Offices are at 225 
Broadway in the same quarters as the 
real estate firm. 

Duncan M. Findlay is president; Wm. 
B. Falconer executive vice-president; 
Charles F. Noyes, Harold S. Ford and 
Harry I. Harris, vice-presidents; Marcel 
S. Keene, secretary and treasurer, and 
Gilbert Coe, assistant secretary of the 
new insurance corporation. 

Mr. Findlay has been with John A. 
Eckert & Co., Inc. since 1928 as manager 
of its life department, which he organ- 
ized. He spent the previous four years 
with Hart & Eubank, whom he joined 
upon his graduation from the Harvard 
Business School in 1924. On at least 
two occasions he has been a featured 
speaker at sales conferences of the Life 
Underwriters Association of New York. 
Mr. Findlay is a son-in-law of Mr. 
Noyes. 

Mr. Falconer, Mr. Ford and Mr. Keene 
occupy official positions in the Charles F. 
Noyes Company, Inc. similar to those 
held by them in the new corporation. 
Mr. Noyes, one of the outstanding 
authorities on New York real estate 
values, is president of the Charles F. 
Noyes Company, Inc. 

Mr. Harris, who will be in charge of 
the engineering department, has been 
with John W. Thomas, Inc., insurance 
brokers, for the past fourteen years. He 
resigned as manager of its engineering 
department as of October 1. 

Mr. Coe, assistant secretary of the new 
organization, has been insurance manager 
of the Charles F. Noyes Company, Inc. 
for the past five years. 


Speakers Announced For 


General Brokers’ Dinner 


Insurance Superintendent Louis H. 
Pink of New York and State Industrial 
Commissicner Elmer F. Andrews will be 
the principal speakers at the tenth an- 
nual dinner of the General Brokers’ As- 
sociation, to be held on Wednesday eve- 
ing, October 30, at the Hotel Astor in 
New York. Mr. Andrews will speak on 
unemployment insurance. Former Super- 
intendent George S. Van Schaick will act 
as toastmaster. 





FORM NEW BROKERAGE FIRM 


George B. Hanford and Frederick W. 
Henderson, president and vice-president 
respectively of Hanford & Henderson, 
Inc., of New York, have organized a new 
corporation known as the Hanford & 
Henderson Brokerage Corporation to 
conduct a general brokerage business. 
The officers of the new company will 
be Mr. Hanford, president; Mr. Hender- 
son, vice-president; William J. Sager, 
treasurer; A. Lee Ferguson, secretary, 
and Edward van Lier, assistant secretary. 


Brokers and 
Agents 


II News 


===. 














Wn. A. Hanssler Gets 
Monarch for N. Y. City 


ALSO SUBURBAN—OUT-OF.ToWy 








New Agency at 80 John Street Com. 
menced Business October 1; Other 
Appointments Expected 





William A. Hanssler, whose withdrawal 
from Willis-Hanssler & Co., Inc., to open 
his own agency at 80 John Street was 
announced in these columns last week 
has been appointed to represent the Mon- 
arch Fire for the New York City and 
suburban territories, effective October | 





WILLIAM A. HANSSLER 


‘le will also act as the company’s bin¢- 
ing agent for country-wide risks. 

While the Monarch, being a member of 
the Pearl-American fleet, will provide the 
new agency with large writing capacity, 
it is understood that Mr. Hanssler ex- 
pects to announce the representation ol 
at least one additional company in the 
near future. 

Because of his prominence in the local 
brokerage community much interest has 
been taken in Mr. Hanssler’s new enter- 
prise. He enjoys a wide following, pat- 
ticularly among the larger brokerage 
houses. Mr. Hanssler’s early experience 
was gained with two prominent broker- 
age offices, Klein, Chapman & Co. and 
Morris Sarnoff. He joined the Pearl at 
the time the Hopps and Stevens mat- 
agement took over this company, and 
aided in the organization of the com- 
pany’s present United States plant. Pos- 
sessing a cordial personality and a wide 
knowledge of fire insurance, Mr. Hans 
ler has made successful progress in the 
agency field. 


i 





FRANK P. ALEPA 
ACCOUNTANT AND AUDITOR 


NEW YORK OFFICE 
140 WILLIAM ST. 
BEEKMAN 3-7637 


BROOKLYN OFFICE 
131 MONTAGUE ST. 
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Pass Tests for Agents and Brokers 


Fourteen out of a total of seventy-two 
candidates for insurance brokers’ licenses 
passed the qualification examination con- 
ducted by the New York Insurance De- 
partment in New York City on Septem- 
ber 16. The names of the successful 


candidates follow: 

Sol Bernstein, 455 East Fifty-second Street, 
klyn, N. Y. 2 p - 
_— Binstock, 270 Broadway, New York City. 
Isidore S. Frank, 1412 Broadway, c/o S. M. 

Hirsch & Co., New York City. 

Thomas M. Grafteo, 399 South Fourth Street, 

srooklyn, N. Y. 

Broward Milton Katzen, care John H. Feld- 
man & Co., Inc., 70 Pine Street, New York. 

Ronald C. MacDonald, 1376 Sixth, Avenue, 
care Century Book Shop, New York City. 

Benjamin Margolis, 271 North Avenue, New 
Rochelle, N. Y. ‘ 

William J. W. Merritt, 237 Larchmont Ave- 
nue, Larchmont, N. Y. | . 

Max M. Milder, 1694 Carroll Street, Brook- 
lyn, N. Y. } 

"Norman Paul, 1045 Brighton Beach Avenue, 
Brooklyn, N. et ; ae 

Edward J. Smith, care Hutchinson, Rivinus 
& Co., 99 John Street, New York Civy. 

Charles E. Tompkins, 894 Flatbush Avenue, 
care Fireside Properties, Inc., Brooklyn, N. Y. 

Max Walenitz, care Equitable Life Assur- 
ance, 393 Seventh Avenue, New York City. 

Eugene P. Walsh, 84 East 161st Street, New 
York City. 

Eleven out of forty-two candidates 
passed tests for brokers’ licenses held in 
New York City on September 25. Their 
names follow: 


Benjamin G. Ackerman, 130 William St., care 
John A. Eckert & Co., New York City. 

Raymond E. Bonnefond, Nassau Country Club, 
Glen Cove, N. Y. 

William S. Capalbo, 2022 East 21st St., Brook- 
ae 


yn, N. Y. 
_Charles H. Conner, 99 John St., New York 


City. 
Max Fink, 450 Seventh Ave., New York, N. Y. 
_ David T. Houston, 80 John St., New York, 


| 
Richard Hult, 120 Wall St., c/o The Mort- 
gage-Bond Co. of N. Y., New York, N. Y. 
James I, McGuire, 99 John St., c/o Indemnity 
Ins. Co., New York City. 

Mortimer S. Rosenthal, c/o Gladstone, Rich- 





JOINS HOEY & ELLISON 


W. J. Witschen to Handle Casualty- 
Surety Production; One of the Younger 
Popular Underwriters on Street 


William J. Witschen is now settled in 
Hoey & Ellison 
handling production of casualty and sur- 


his new post with 
ety business. He joins this prominent 
William Street agency after four years 
with the Norwich Union Indemnity as 
manager of its metropolitan office from 
which post he resigned a few weeks 
ago. Mr. Witschen is one of the young- 
er popular underwriters in the metropoli- 
tan fraternity and has a wide experience. 
He became well known in the 1924- 
i930 period when he was connected with 


the Indemnity Insurance Co. of North 
America as production manager in New 
York and later as manager of its metro- 
politan department. His earlier company 
connections included the Fidelity & De- 
-_ and Hartford Accident & Indem- 
hity, 





WORLD’S SERIES BROADCASTS 
In accordance with his annual custom, 
Secretary Charles Weller of the North 
British & Mercantile has issued invita- 
uons to jisten to the play-by-play broad- 
cast of the World’s Series baseball games 
at the company’s clubrooms, 85 Ann 
Street, Other companies acting as host 
during the World’s Series include the 
America Fore group, National Union and 
Brooklyn office of the National Liberty. 





WILLIAM A. BRADSHAW DIES 
William A, Bradshaw, dean of insur- 
ance agents in Jamestown, N. Y., died 
any morning at his home in that city 
od a short illness. He was 79 years 
me and a native of Brooklyn. He en- 
— the agency field in Jamestown in 
i l and served several years as presi- 
ent of the local board. 


- Cohen & Kirsh, 535 Fifth Ave., New York 
ity. 
_William T. Simonton, Asst. Treas., Dwight, 
Voorhis & Perry, Inc., 137 West 23rd St., New 
York, N. Y. 

Charles Austin Smith, 102 Maiden Lane, New 
York City. 

Fourteen out of thirty-four candidates 
for agents’ licenses_passed examinations 
held in New York City on September 25. 
The successful applicants are as follows: 
_John M. Connelly, 75 William St., New York, 


‘Edward T. Costello, c/o Goldin & Costello 
Agency, 316 Main St., Greenport, N. Y. 
“oe Fitzgerald, 75 William St., New York, 


if John Gannon, 75 William St., New York, 


William A. Lane, c/o Preferred Agency Inc., 
16 Court St., Brooklyn, N. Y 
», Norman Larsen, 350 

York, N. Y. 

_ Ellsworth R. Littler, Matthiessen Park, Irv- 
ington, N. Y. 

“ce A. McKew, 100 William St., New York, 


_.Anna_M. Mitchell, 62 W. Main St. Bay 
Shore, N. Y. 
as R. Seeley, 57 Lafayette Ave., Suffern, 


Fifth Ave., New 


Percy G. Southard, 371 Long Beach Road, 
Oceanside, N. Y. 
_Albert Stiefel, 2 Ave., Mt. 


Crary Vernon, 


x Lantis H,. Tillard, 75 William St., New York, 


Albert F. Valada, 
Corona, N. Y 


40-10 National Ave., 


Underwriters’ Golf Ass’n 
Holds Fall Tournament 


About fifty members and guests of the 
Underwriters’ Golf Association partici- 
pated in the fall tournament held on 
Tuesday at the Wykagyl Country Club, 
New Rochelle, N. Y. The winners of 
various events follow: 

Leg on championship cup—won by B. 
N. Carvalho, vice-president, Rossia. 

Low gross score—B. N. Carvalho—&. 

Match play against par—won by R. P. 
Barbour, United States manager, North- 
ern Assurance. 

Kickers’ handicap—won by T. B. Boss, 
president, American Reserve. 

Best ball foursome—won by L. C. 
Dameron, adjuster, and R. R. Clark, 
United States manager, Caledonian. 

Guest prize—won by W. L. Hadley, 
The Eastern Underwriter. 

Highest net score for guests—won by 
Evan Evans, vice-president, General Re. 

Lowest number of putts—won by A. C. 
Noble—27—chairman of board, Mer- 
chants. 

Low net handicap—Wilbur Ball, Cor- 
roon & Reynolds, Inc. 

A. C. Noble was elected president of 
the association for the coming year, B. 
N. Carvalho vice-president and L. C. 
Dameron secretary-treasurer. 








MONARCH 


FIRE INSURANCE COMPANY 


OF CLEVELAND, OHIO 


ANNOUNCES 
THE APPOINTMENT OF 


WILLIAM A. HANSSLER 


80 JOHN ST., NEW YORK 
(Room 916) 
Tel. BEekman 3-2570 


AS 


Metropolitan and Suburban 
Agent 


Nation-Wide Facilities 














Mainly Personal 





A. J. Smith of Zweig, Smith & Co, 
Inc., who has been having a busy time as 
president of the Association of Local 
Agents of the City of New York, chair- 
man of the executive committee of the 
New York Fire Insurance Exchange, and 
chairman of the pro rata adjustment com- 
mittee of the National Association of In- 
surance Agents—to mention only some 
of his present organization activities— 
left the day following the Rochester con- 
vention for Georgia, where in the vicin- 
ity of Augusta he will relax for about 
three weeks. » »* «x 

C. R. Rikel, Brooklyn agent, has been 
boosting Amherst to his friends, The 
reason is, Charles Robert Rikel, Jr., is 
now a freshman at that college. 

x * x 


Fred. B. Hoener of the Cavanagh 
Agency, Inc., is another Brooklyn insur- 
ance man gone collegiate. His son, Rich- 
ard F., is now a University of Alabama 
freshman. . £¢ « 

Harry I. Harris was appropriately fare- 
welled and presented with a brief-case as 
a remembrance by the staff of John W. 
Thomas, Inc., on Monday, the eve of 
his assumption of new duties as vice- 
president of the Findlay-Noyes Co., Inc. 

* * * 

William A. Hanssler is proudly dis- 
playing in his new office at 80 John 
Street a handsome onyx desk set, a 
“farewell” gift from the staff of Willis- 
Hanssler & Co., Inc. 

* x 


William C. Richardson of F. F. Rich- 
ardson, Inc., 123 William Street, is ex- 
pected back next week from a three 
weeks’ cruise to the West Indies. 

x * x 

Charles E. Wickham, local manager of 
the American of Newark, has returned 
from three weeks in Bermuda. 





ROYAL HONORS H. M. WARFIELD 


Presented With Watch at Dinner Mark- 
ing His Fiftieth Anniversary 
With the Company 

General Henry M. Warfield of Henry 
M. Warfield-Roloson Co., Baltimore, lo- 
cal managers of the Royal, was honored 
by the Royal at a dinner given last Fri- 
day evening at the Waldorf-Astoria in 
New York to mark the fiftieth anniver- 
sary of his association with the com- 
pany. United States Manager Harold 
Warner of the Royal-Liverpool groups 
presented to the guest of honor, on be- 
half of the company, a handsome dia- 
mond and platinum watch, suitably en- 
graved. In paying tribute to General 
Warfield’s accomplishments Mr. Warner 
outlined the many public activities to 
which he has contributed freely of his 
time and talents and expressed his sin- 
cere appreciation of the splendid service 
the General has rendered the company 
for over fifty years. 

He felt it was a record of which the 
General had every right to be proud, 
and he further expressed the hope that 
the firm of Henry M. Warfield-Roloson 
Co. might long continue as the Royal's 
resident managers in Baltimore, and add- 
ed that he would like to say how de- 
lighted they were to have General War- 
field’s partner and colleague, Mr. Rolo- 
son, present on this occasion. 

Accepting the watch, Mr. Warfield 
voiced his sincere appreciation of the 
kindly thoughts expressed, He started 
in insurance with a local agency in Bal- 
timore on September 1, 1884. The fol- 
lowing year he joined the staff of the 
Baltimore branch of the Royal as a 
clerk, later being appointed a_ special 
agent on January 1, 1896, he became res- 
ident manager. For years he served in 
the National Guard and was adjutant 
general for Maryland for eight years. 
He is president of the Board of Educa- 
tion of Baltimore and served twenty-four 
terms as president of the Baltimore 
Board of Fire Underwriters. Likewise 
he has been president of the Baltimore 
Chamber of Commerce for several terms 
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MARINE & AUTOMOBILE 








Marine War Rates Down Slightly 


American underwriters announced 
Wednesday changes in rates covering 
war, strikes, riots and civil commotion 
risks on general merchandise, excluding 
specie, raw cotton and burlaps and ex- 
cluding Italian flag steamers. Some rates 


FOR PROMPT SAILINGS 


To or froni the Untied Kingdom or Con- 


tinent of Europe except to or from or via 


Mediterranean 
To or from 
except to or from Italy or Italian Pos- 
sessions 

Note—If calling at ports in Italy or 


ee Da, eer eer ree 
From Italy or Italian Possessions....... 
To or transhipped in Italy or Italian Pos- 
SEGMONS (EN CAPIRTE).. «inci cccsccsaccence 


Benjamin B. Weaver Goes 


With Pearl in Philadelphia 


3enjamin B. Weaver, who for the last 
four years has been associated with the 
inland marine agency of Alan H. Bonito 
& Co., has joined the Pearl Assurance 
and will be assigned to the Philadelphia 
office of which P. H. Mell is manager. 
Alan H. Bonito is general agent for sev- 
eral companies for inland marine, includ- 
ing the Pearl. 

Mr. Weaver has had a long careet 
in insurance. He started with the South- 
eastern Underwriters’ Association and 
later was with the general agencies at 
Atlanta of Hughes & Yates and Rhett, 
Weaver & Ellis. In 1923 he joined the 
National Liberty and was advanced to 
the post of vice-president which he held 
until 1931 when he went with Mr. Bo- 
nito. 


G. B. FISHER, 3rd, JOINS AGENCY 

G. Burgess Fisher, 3rd, has entered 
the insurance office originally established 
in Hartford by his grandfather in 1872, 
the George B. Fisher Co., Inc., which 1s 
one of the leading agencies in New Eng- 
land. His father, G. Burgess Fisher, 
joined the agency when it was incor- 
porated in 1900 and for years has served 
as its president, as well as acting as Con- 
necticut state agent for Crum & For- 
ster. The younger Mr. Fisher is a grad- 
uate of Roxbury where he demonstrated 
exceptional scholastic ability. 





INSURANCE DEP’T MARRIAGE 

Miss Jessie M. Bachrach and Daniel 
A. Germaine, both of whom are clerks 
in the audit bureau of the New York 
Insurance Department, were married on 
Saturday, September 28, in Holy Inno- 
cents Church, Brooklyn. Mrs. Parrell, 
chief clerk of the department, was pres- 
ent with her husband, William J. Par- 
rell, who gave the bride away. Mr. and 
Mrs. Parrell are friends of the bride’s 
family for many years. After a wedding 
trip in Atlantic City the couple will re- 
side in Knickerbocker Village. 


R. S. STEADMAN LOSES WIFE 

Richard S. Steadman, veteran local 
manager at Newark for the Newark Fire, 
suffered the !oss of his wife on Tuesday. 
She died at her home in Pompton Plains, 


45TH WEDDING ANNIVERSARY 

Edward L. Kent, insurance agent of 
East Orange, N. J.. and Mrs. Kent last 
week celebrated their forty-fifth wedding 
anniversary. 

WESTERN BUREAU MEETING 

The semi-annual meeting of the West- 
ern Insurance Bureau will be held at 
Briarcliff Manor, N. Y., October 30-31. 


Mediterranean or Red Sea 


remained unchanged while others were 
lowered, fear that Great Britain and 
Italy may become involved in war having 
subsided somewhat. Following are rates 
which were lowered from the level pre- 
vailing since September 24: 


Additionals 
Wat War for Strikes, 
Water Warehouse Riots 
borne To and Civil 
Only Warchouse Commotions 
2Yc.% 3Y40.% lYc.% 
Va 30¢.% Sc.% 
W4% 55¢.% 5c % 
K% 4% 5c.¢ 
V,% 5c.% 


NEW JERSEY RATE CHAN _ES 
Through reclassification several tov-ns 
in New Jersey have had their basic fire 
Yesterday thx 
announced the 
changes: Harrington Park, 
Class D; Park Ridge, Class E; Ramsey, 
Class E; Rochelle Park Township, Class 
E; Rutherford, Class D, and Southard 
(Howell Township), Class H. Leon A. 
Watson, expert of the Schedule Rating 
Office, calls attention to the rule which 
provides that no return premium can be 
given by endorsement on account of gen- 
eral change of rates and rules or grad- 
ing of public fire protection. “We wish, 
however,” he says, “to call your attention 
to the fact that policies (written at class 
rates) covering in protected areas of the 
above locations, that were issued sub- 
sequent to the respective effective dates, 
may be endorsed as of said effective 
dates to take advantage of the reduction 
in rate.” 


insurance rates reduced. 
Schedule Rating Office 


following 


GREET COLONEL BARTHELMES! 

Following a business trip through th- 
Blue Grass country of Kentucky, includ- 
ing a visit at Louisville, A. Wesley Bar- 
thelmes, manager of the inland marine 
department of the America Fore group, 
has received a commission as a Kentucky 
colonel on the staff of Governor Ruby 
Laffoon. ’ 


INSTITUTE MEETS OCT. 22 
The Insurance Institute of America, 
Inc., will hold its annual meeting on 
Tusday, October 22, at the Hotel Penn- 
sylvania in New York. There will be a 
luncheon followed by the business ses- 
sion. 


Pearl License Revoked 
For 6 Months by N. C. 


AUTO FINANCE RISK IS CAUSE 


Company Says Any Alleged Violations 
Were Without Its or State Agent’s 
Knowledge 





Insurance Commissioner Dan C. Boney 
of North Carolina has revoked for a 
period of six months beginning October 
7 the license of the Pearl Assurance to 
operate in that state, holding that the 
company violated the state’s rate laws 
in the writing of the Morris Plan auto- 
mobile finance risk, and that brokers 
also attempted to distribute commissions 
illegally to persons other than regular 
licensed agents of the company in North 
Carolina. A hearing was held by the 
Commissioner on Wednesday last week, 
following which Commissioner Boney 
notified E. J. Greer of the Pearl at 
Cleveland, Ohio, of the action taken to 
suspend the license. 

The Pearl announced in New York 
that whatever purported violations exist- 
ed were entirely without the knowledge 
or consent of either the company or 
State Agent Sydney G. Stevens of the 
Pearl-American flect for North Carolina 
and Virginia. 

Following is Commissioner Boney’s let- 
ter in full: 

“In accordance with notice previously 
furnished you, a hearing was conducted 
in this office today, the Pearl Assurance 
Company, Ltd., being represented by 
your A. T. Chisholm, at which the fol- 
lowing facts were developed concerning 
the Morris Plan automobile finance risk 
which was underwritten by the Pearl As- 
surance Company, Ltd., in April of this 
year. 

“It appears that this risk was formerly 
solicited for your account by Bland and 
Co. of St. Louis, who came into this 
state and solicited the account without 
a license as required by law in violation 
of C. S. 6428. It developed that shortly 
thereafter, the account being solicited 
on a rate deviation basis, the Pearl As- 
surance Company filed with this Depart- 
ment a deviation in rate applicable to 
this risk which rate was 25% below 
manual, the deviation being justified by 
the attachment of a 3% monthly reduc- 
tion clause. It appears further that the 
rate actually used in underwriting the 
cars under this contract is 32 1/2% below 
manual, which is a violation of your 
rate filing. : 

“An examination of the policy contract 
discloses that it purports to have been 
countersigned as required under C. S. 
6430 by J. S. Whitehead Co., your local 
agents of Wilson, the signature being 
affixed by a rubber stamp fac simile. 
Mr. Whitehead testifies that he has 
never countersigned this policy and that 
he has never used a fac simile signature 
nor has he had a signature stamp in his 
possession. It would appear therefore, 
that in some manner someone has caused 
to be made a fac simile signature stamp 
of the Whitehead Agency and affixed 
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it to these policies without the Whi 
head Agency’s knowledge on 
ge J: ey eage or Consent 
thereby violating C. S. 6429, . 
Agency Commissions 

“It further appeared at this hearing 
and through evidence collected by the 
Department’s inspector, that an effort was 
being made to distribute the resident 
agency commissions developed under this 
contract to various and sundry agents 
in Asheville who did not represent the 
Pearl, the checks being forwarded direct 
from your foreign broker’s office to a 
local agency in Asheville, drawn in such 
a manner that they could only be cashed 
by various and sundry agents to whom 
they were endorsed and who were recom. 
mended to you by the assured, the Mor. 
ris Plan Bank, and the commissions to 
be distributed in this manner in order 
that the Morris Plan Bank may benef 
through this distribution to the extent 
of inducing other accounts to finance 
through the Morris Plan Bank, which 
borders close upon rebating. 

“The Department is in possession of 
other information indicating that the 
Pearl has underwritten several other 
contracts covering property located jp 
this state and procured the countersigna- 
ture of the Whitehead Agency but has 
not allowed nor remitted to the White- 
head Agency any commissions as proyid- 
ed under C. S. 6430. One particular con- 
tract being an underlying policy coy- 
ering Kress’ Stores 

“C. S. 6428 and C. S. 6429 specifically 
provide that all licensed companies may 
do business only through their regular 
commissioned and licensed agents lo- 
cated in this state and the solicitation of 
the Morris Plan account was done 
through a non-licensed agent and a non- 
resident of the state, as Bland & Co. 
did not secure a non-resident broker's 
license until August 5 of this year, some 
six months after the solicitation and 
completion of this policy. 

“Under these circumstances it is neces- 
sary that the Department in order to 
enforce the laws of this state, invoke 
the penalties provided by C. S. 6297 and 
C. S. 6431, for these violations, and you 
are therefore, advised that the privilege 
license of the Pearl Assurance Company, 
Ltd., is revoked for a period of six 
months, such revocation to become effec- 
tive ten days from this date, at noon, 
October 7, 1935.” 
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: Ketcham, Mich.; 
Y Mauk, Tex.; 
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r 
Clain, Ind.; DeCelles, Mass. 
Yetka, Minn.; Pink, N. 
Bowles, Va.; Ham, Wyo. 
Reserves Other Than JT ife.—Sullivan, N. H., 
chairman; Julian, Ala.; Bakes, Idaho; Palmer, 
Ill.; McClain, Ind.: Murphy, Iowa; Reed, Ky.; 
Ketcham, Mich.; Waters, Tex.; Carpenter, Vt.; 
Bowles, Va 


Social Insurance.—-Knott, Fla., chairman; 
Hammond, Del.; Conway, La.; Hanna, Md.; 
Smrha, Neb.; Sullivan, N. H.; Biel, N. M.; 


Earle, Ore.; Tobin, Tenn.; Waters, Tex.; Sims, 
i. Va. 
Agents’ Licenses 
Standardization of Agents’ Applications and 
Licenses.—Boney, N. C., chairman; Julian, Ala.; 
¢ 


Carpenter, Cal.; Marshall, D. Holmes, 
Mont.; Gough, N. J.; Bowen, Ohio; Hunt, 
Pa.; Daniel, Tex.; Smith, Utah; Mortensen, 
Wis. 


Taxation.—Smith, Utah, chairman; Blackall, 
Conn.; Murphy, Iowa; Hobbs, Kan.; DeCelles, 
Mass.; Ketcham, Mich.; Johnson, Miss; O’Mal- 
ley, Mo.; Holmes, Mont.; Earle, Ore. 

Unauthorized Insurance. — Holmes, Mont. 
chairman; Gentry, Ark.; Knott, Fla.; Yetka, 
Minn.; Sullivan, N. H.; Earle, Ore.; Dawson, 
5. D.; Tobin, Tenn.; Smith, Utah. 

Unfinished Business. — Harrison. Ga., chair 
man; Cochrane, Colo.; Hopton. N. D.; Cum 
mings, R. I.; Dawson, S. D.; Sims, W. Va. 

Valuation of Securities.—Pink, N. Y., chair 
man; Gentry, Ark.; Carpenter, Cal.; Blackall, 
Conn.; Palmer, Ill.; McClain, Ind.; Gough, ’. 


J.; Boney, N. C.; Earle, Ore.; Hunt, Pa; 
Smith, Utah. 
Workmen’s Compensation. — McClain, Ind. 


chairman; Julian, Ala.; Carpenter, Calif.; De 
Celles, Mass.; Yetka. Minn.: O'Malley, Mo.: 
Gough, N. J.; Pink, N. Y.; Read, Okla.; Hunt, 
Pa.; Dawson, S. D.; Tobin, Tenn.; Mortensen, 
Wis. \ 
Subcommittee — Workmen’s Compensation. — 
Pink, N. Y:, chairman; McClain, Ind. ; DeCelles, 
Mass.; Yetka, Minn.; Gough, N. J. J 
Interstate Liquidation and Reorganization. 
Pink, N. Y., chairman: Blackall, Conn.: Palmet, 
Ill.; McClain, Ind.; Holmes, Mont.: Hunt, Pa 
Convention Dates and Meeting Place.—Pab 
mer, Ill, chairman; Earle, Ore.; Daniel, Tex 
Company Ratines.—McClain, Ind., chairman; 
Yetka, Minn.; Johnson, Miss.; O’Malley, Mo; 
Gough, N. J.; Cummings, R. I.; Daniel, Tex 
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Court Decision On National Surety 
Purchaser May Be Known ‘Today 


Three Bids Filed All for More Than $7,500,000 Studied by 
Sup’t Pink and Advisers; They are Nasurco, Inc., Clark, 
Dodge and White Weld & Co., and “Buying Group” 


\ dramatic chapter in the history oi 
the National Surety Corp. will probably 
be enacted this morning in the County 
Court House, New York City, when Su- 
preme Court Justice Louis A. Valente is 
expected to receive from Superintendent 
of Insurance Louis H. Pink a specific 
recommendation (or rejection) as to the 
control of the company’s stock now in 
he hands of the Department. Three 
bids for purchase of this stock have been 
fled with the Superintendent, all for 
more than $7,500,000, and containing both 
cash and creditor’s participation features. 
Mr. Pink and his staff have 
given them considerable study, 
ating the importance of making the right 


advisory 
appreci- 


choice. 

William Street 
decision on Tuesday at a public hearing 
before Judge Valente. But Edward F. 
Keenan, attorney for the Superintendent, 
proposed an adjournment until today so 
as to give interested parties and the De- 
partment time to study the offers. The 
court agreed to the postponement. Be- 
cause of the intense interest in the mat- 
ter the courtroom was well filled, and 
among those present were William B. 
Joyce, former chairman of the company; 
Leo T. Kissam, well known attorney; 
M. B. Ignatius of Cabell, Ignatius, Lown 
& Blinken, representing a strong bank- 
ing group which had entered a bid for 
$7,000,000; and Thos. Kane, attorney 
at 150 Broadway, who made a bid of 
$2,000,000 in cash and $6,000,000 i in a cred- 
itor’s participation plan in the name of 
Nasurco, Inc., of which he is president. 

The third bid was entered by Shear- 
man & Sterling, on behalf of Clark, 
Dodge & Co. and White, Weld & Co., 
who were acting for themselves and their 
associates. By the terms of this bid, 
based on a plan for the reinsurance of 
the liabilities of the National Surety 
Corp., it was stated that that company 
would realize in cash more than $8,100,- 
(00. The organization of a new company 
is provided for which would acquire cer- 
tain assets and assume certain liabilities 
of th® National Surety Corp. 

The bids were accompanied by cash 
or certified check for 10% of the amount 
or the equivalent in marketable secur- 
ities as stipulated by the court. The 
need for a quick decision by the Super- 
intendent and the court was seen in the 


fact that all three offers expire in twenty 
days. 


was expectant of a 


Nasurco, Inc. Offer 


The offer of Nasurco, Inc. provided for 
purchase of the capital stock of the Na- 
tional Surety Corp. for $8,000,000 as fol- 
lows: 

1, Payment of $2,000,000 in cash on the 
effective date of the registration of this 
stock under the National Securities Act 
of 1933, and amendments thereto (but 
not more than forty days after approval 
of this bid by court order), of which sum 
not less than 10% in marketable secur- 
ities is herewith deposited. 

2. Then $6,000,000 by permitting credi- 
tors whose claims have been allowed, to 
Purchase this amount of stock at the 
Cost price of $80.00 per share plus inter- 
est, at anv time within a period of three 
months after final adjudication of claims 


of creditors, but not more than two years 
irom the date of approval of this bid. 


In his letter of submission Thos. A. 
Kane of Nasurco, Inc. said: 
“We agree on the expiration of such period, 


as creditors are hereinabove granted permission 
to purchase stock, to pay in cash for such stock 
as remains in the hands of the liquidator, un- 
subscribed by creditors, at the rate of $80 per 


share, plus interest. 

‘We agree to permit the appointment of three 
trustees, for the stock set aside for creditor 
participation, one to be a representative of. and 


designee, the Superintendent of Insurance, as 
liquidator, one to be designed by the under- 
signed, and one to be designated by the court.” 


B:d Submitted by M. B. Ignatius 


Acting for a strong banking group, the 
names of whom will be made public if 
their bid be approved, M. B. Ignatius of 
Cabell, Ignatius. Lown & Blinken sub- 
mitted a $7,600,000 offer on the following 
basis: 

1. The sum of $7,600,000 is offered for 
all of the presently issued and outstand- 
ing 100,000 shares of a par value of $10 
per share. 

To provide for direct creditor par- 
ticipation the Superintendent may with- 
hold from delivery at the present time 
an amount not exceeding 25% of the 
total issue, and for the stock actually de- 
livered we will pay proportionately on a 
basis of $7,250,000 for the entire issue. 

Should the Superintendent take advan- 
tage of this provision Mr. Ignatius 
enumerated the conditions which would 
apply: (a) stock retained shall be placed 
in a voting trust to be administered by 
three trustees, one of whom shall be 
named by creditors or by the Superin- 
tendent, the other by the buying group, 
and these two to select a third; (b) The 
shares withheld shall be available to the 
Superintendent for distribution or issue 
pro rata to creditors of the National 
Surety Co. *** but if the Superintendent 
should decide to dispose of it by sale as 
against distribution or issuance pro rata 
to creditors, he shall agree to first offer 
stock to nominee of buying group; (c) 
no part of withheld stock, or of voting 
trust certificates representing same, shall 
be offered for sale by Superintendent or 
by his assigns within a twelve month 
period from date the buying group ac- 
quires the stock of the National Surety 
Corp., and (d) assets of the National 
Surety Co. in liquidation will contribute 
to the expense of the buying group in 
having prepared for an offer for the 
entire 100,000 shares, the amount of such 
contribution to be agreed upon with the 
liquidator. 

3. This offer is made upon the under- 
standing that 
shall be delivered to the purchaser 
distinct understanding that Nationa! 
Surety Corp. has withdrawn or will withdraw, 
and, if not previously withdrawn, that the pur- 
chaser of its stock will cause the National Sur- 
ety Corp. to withdraw, all claims heretofore 
filed by the National Surety Corp. against the 
National Surety Co. in liquidation, and that such 
claims are not to be considered as assets of the 
National Surety Corp.” 

Along William Street it was surmised 
that the so-called buying group was thai 
organized under the sponsorship of E. A. 
Pierce & Co., which submitted a previous 


bid. 


“the stock 
with the 


Clark, Dodge & Co.—White, Weld & Co. 


Accompanying the offer of Clark, 
Dodge & Co. and’ White, Weld & Co. 
for $8,100.000 under which 4 new com- 

(Continued on Page 52) 
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Reduces Towner’s Rate 
Filing on Liquor Bonds 


SUP’T PINK "GIVES DECISION 


Deems Reememendel General Increase 
to 2% of Bond Penalty Unwarranted; 
Results of Hearing 


Superintendent of Insurance Louis H. 


Pink decided this week that premiun: 
rates for liquor bonds will be reduced 
below those proposed by the Towner 


Rating Bureau on behalf of surety com- 
1933, the rate 
charged for the required forfeiture bonds 
has been 1% of the bond penalty. A fil- 
these rates to 2% of the 
October 1, 1935, 
bureau which 
was strenuously protested by the State 
Liquor Authority and representatives of 
liquor licensees. 

The Department accordingly called a 
hearing, held on September 17, at which 
it was brought out that premiums re- 
ceived from December 5, 1933 to June 3, 
1935 aggregated $461,701 as compared 
with losses paid and reported totaling 
$207,739. While losses for the license 
vear ending on September 30, 1935 may 


panies. Since December, 


ing to increase 
bond penalty effective 


was made by the Towner 


be reported up to February 1, 1936, 
claims filed aggregated $255,000 up to 
September 10, 1935 and further claims 


against bonds of that year would be neg- 
ligible according to testimony at the 
hearing. Loss expenses total $11,754, 
making the aggregate of losses and loss 
expenses $266,754 or 57.28% of premium 
income. 

Bond forfeitures have been in heaviest 
proportion in the manufacturers and 
wholesalers classifications. The experi- 
ence in these classes justifies the in- 
creases in rates filed, it was held. 

Restaurants and Hotels 

The restaurant and hotel class involves 
the greatest volume of experience and 
the forfeitures have been in excess of 
the average in all but cities of less than 
100,000 and more than 50,000 population 
where the ratio has been low. The 1% 
rate should be restored for cities of be- 
tween 50,000 and 100,000 gp Sup- 
erintendent Pink decided. Not more than 
1%4% should be charged on such bonds 
elsewhere. 

The experience on bonds for liquor 
stores and clubs has been favorable and 
the rate of 1% should be restored, Mr. 
Pink held. A minimum premium of $10 
will be permitted. 





PLAN 60 JOHN ST. CAFETERIA 

A large cafeteria will be opened in 
the No. 60 John Street Building of the 
New Amsterdam Casualty about Decem- 
ber 1, 10,000 square feet having been 
leased to the Loufre Buffet Sandwich 
Shops. Entrances will be from John 
Street and Maiden Lane. 


Comp. Commission To 
Remain at 8% in N. Y. 


COST CONFERENCE DECISION 


Approve 4% and 10% Allowances Under 
New Dust Disease Plans; Raise Com- 
pensation in Wisconsin 


meeting of the Conference 


Field 


Tuesday’s 
on Acquisition and Supervision, 
held at No. 1 Park Avenue with James 
A. Beha presiding in his capacity as 
chairman, ccncerned itself largely with 
commissions to agents on workmen’s 
compensation business. 

Important decision No. 1 was that the 
8% commission for producers, allowed 
under the revised rates effective July 1, 
1935, would have to stand. This decision 
came after long and careful considera- 
tion had been given to the objections 
iodged with the Conference by a joint 
committee of brokers. It will be re- 
called that under the revised rates the 
top allowance was changed from 17% to 
15% of which brokers and local agcnts 
cot 8% 

The question of maximum production 
cost allowance in the payroll rates under 
the occupational disease coverage pro- 
gram for dust diseases was also decided. 
The Conference adopted the maximum 
allowance of 4% provided under Plan | 
and the 10% allowed under Plan II, di- 
viding them up so as to give local agents 
and brokers 2% commission out of thc 
4% in Plan 1 and 5% commission out of 
the 10% in Plan II. 

In the course of the negotiations with 
producers, which were held primarily in 
connection with workmen’s compensation 
matters, the brokers and agents raised 
points general in nature. The need has 
been thus created for the appointment 
of a special committee by the Confer- 
ence to discuss the general subject of 
acquisition costs with producers from 
time to time. 

Increase Wisconsin Commissions 

To producers of casualty business in 
Wisconsin it will be good news that in 
view of the approval of revised rates b} 
the state authorities, effective Novem- 
ber 1, which are more nearly adequate 
and closer to the filings made by the 
companies than those in force now (un- 


der which agents took decreased com- 
mission), the Conference is enabled to 
raise the commission of general agents 


and branch offices from 11% to 14%. Out 
of this local agents and brokers will get 
8%. As to Minnesota where the commis- 
sion scale was also lowered earlier this 
vear the Conference could take no final 
action as no state approval has been 
siven to the revised rates on file there 
Joseph V. Sei president, Arundel 
Corp. of Baltimore, one of the largest 
yeneral construction and dredging con- 
cerns in the world, is a newly elected 
director of the Fidelity & Deposit. 
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N. Y. Liability Forum 
Completes First Year 


HAS DONE SOME GOOD WORK 





Now Interested in Job of Improving 
Experience Rating Formula; B. 
W. Griffiths President 





The Liability Underwriters Forum of 
New York was a year old on October 1 
and in this short time has established 
itself in the business as a constructive 
factor. Its president and organizer is 
Burtis W. Griffiths, who is in charge of 
liability underwriting in the metropoli- 
tan office of the Ocean Accident. Its 
membership is composed of forty-five 





BURTIS W. GRIFFITHS 


companies, practically all of the carriers 
writing liability insurance here. John S. 
Turn, vice-president and general mana- 
ger of the Aetna Affiliated Companies 
in New York, is credited with being chief 
among those who encouraged the forma- 
tion of the forum a year ago and his 
judgment has not proved to be faulty. 
Here are the Forum’s accomplishments 
for the first year:. 

1. Built up a spirit of friendliness be- 
tween underwriters and a more prompt 
exchange of information between com- 
panies. 

2. Given a better understanding of 
rules and general application of the man- 
ual. 

3. Brought to underwriters improved 
knowledge of insurance statistics, Na- 
tional Bureau operation, safety engineer- 
ing, rate making and general education 
from bi-monthly lectures. 

4. Established better cooperation with 
departments of the National Bureau with 
especial interest in experience rating and 
service from the New York Rating Office. 

Program For New Season 


The next meeting of the Forum will be 
the annual election of officers in October 
and at a get-together on September 25 
Clarence Cole, Great American Indemni- 
ty, was named chairman of the nominat- 
ing committee. Instead of having month- 
ly luncheon meetings during the coming 
year there will be two informal dinner 
meetings. Business meetings of the fu- 
ture will be subject to call. At last week’s 
session William B. Taylor, assistant man- 
ager in the liability department of the 
National Bureau, spoke about recent 
changes in the liability manager, a sub- 
ject of keen interest. 

The Forum is especially interested at 
this time in the experience rating for- 
mula and has submitted suggestions to 
the bureau for its improvement in an- 
ticipation of a revision of the formula. 


Griffiths’ Background 
Burtis W. Griffiths, who organized the 


Forum a year ago, has been with the 
Ocean Accident for the past ten years. 


Aside from his insurance activity he 
leads a busy life in civic affairs in his 
home community of Allendale, N. J. He 
has just formed a local chamber of com- 
merce of which he is president; he is 
active in charitable organizations such 
as a nursing service, which is now being 
formed, and he is vice-president of the 
Holiday Observers, another charitable 
group. An authority on horticuiture and 
past president of the Garden Clubs of 
New Jersey, he is a frequent lecturer on 
this subject before garden club meetings. 


JOEL RATHBONE ON SICK LIST 








But Excise Pool’s Manager Is Improving 
and Expected Back on Job Soon; 
Capable, Conscientious Executive 
Joel Rathbone, who has capably man- 
aged the Excise Bond Underwriters’ pool 
for liquor bond business since May, 1933, 
when it got under way and who is one 
of the hardest working and most con- 
scientious executives in the business, is 
confined to his home with a breakdown. 
But it will be good news to his many 
friends that his condition is improving 
and that he is expected to return soon 
to his desk. Well liked by the surety 
fraternity, Mr. Rathbone has more than 
a quarter of a century of experience to 
his credit and is widely known for the 
fine reputation he established while vice- 
chairman of the old National Surety Co. 


Auto Deaths Drop 2.83% to 
Sept. 1, Aetna C. & S. Shows 


Demonstrating a newsworthy interest 
in the automobile accident problem the 
Aetna Casualty & Surety last week in- 
augurated a series of monthly accident 
flashes giving the estimated number of 
automobile fatalities in the United 
States. The figures compiled are for the 
first eight months of 1935 and are based 
upon telegraphic reports from thirty- 
three states. They point to 19,863 fatal- 
ities as compared with 20,411 in the same 
period of 1934, a decline of 578, or 2.83%. 

Decreases in the fatality record were 
recorded in these states: California, 
Delaware, District of Columbia. Florida, 
Idaho, Illinois, Indiana, Iowa, Massachu- 
setts, Minnesota. Missouri, Montana, 
Nebraska, New Hampshire, New Jersey, 
Oregon. Pennsylvania, Rhode Island, 
Utah, Wyoming. 








LEBBY 200% AHEAD 


William E. Lebby, state manager for 
California at Los Angeles of the Massa- 
chusetts Indemnity, reports that for the 
year to September 1 his agency was 
third in the United States as a company 
leader in volume of production of new 
business. His increase for the first eight 
months of 1935 has been 200% in new 
business. 


E. A. G. MANTON HONORED 


Shares E. R. Hardy Prize Award of In- 
surance Institute with E. D. Obrecht 
of Cedar Rapids, Iowa 

E. A. G. Manton, Americ Tterna- 
tional Underwriters Corp., wl has rank- 
ed first in casualty courses « the New 
York Insurance Society for th® Past few 
years, and Everett D. Obre.t,_ Inter- 
Ocean Reinsurance Co. of Cedar Rapids, 
Iowa, have been jointly awaided the 
Edward Rochie Hardy prize award for 
1935 of the Insurance Institute of Amer- 
ica. 

Each year the Institute’s educational 
committee makes this award to “the most 
distinguished student” of a graduating 
class. As their qualifications obviously 
warranted it, the 1935 prize of $75 was 
divided between the two winning candi- 
dates. 

Mr. Manton is an underwriter with the 
American International Underwriters in 
New York, and Mr. Obrecht heads the 
underwriting department of the Inter- 
Ocean. 








12 F. & C MEN GET DIPLOMAS 





Complete Insurance Institute Course; 
A. E. DeBevoise Awarded Twenty- 
five Year Service Medal 

Twelve men in the Fidelity & Casualty 
home office ranks were awarded diplo- 
mas last week, marking the completion 
of two-year courses in the Insurance In- 
stitute of America. The presentation was 
made by Hale Anderson, vice-president 
of the company, who conveyed the con- 
gratulations of Chairman Ernest Sturm 
and President Bernard Culver. 

Among those receiving the diplomas 
were J. Donald Sullivan, who shared half 
of the first prize in the casualty IIT 
course, and Robert Melzer and Harold 
Pennington, who together divided the 
second prize for excellence in the surety 
course, which for the last two years has 
been given by John C. Brodsky, also of 
the Fidelity & Casualty. 

Other certificates went to Oscar E. 
Heinz, Carl P. Scheuten, Martin E. Cor- 


rigan, LeRoy C. Ermisch, David S. 
Rounds, John J. Foley, George A. 
O’Leary, Frank Ricciardi and John 
Schroeder. 


Following these presentations, H. V. 
Upington, resident manager, metropoli- 
tan branch, presented a twenty-five year 
service medal to A. Elmer DeBevoise, 
local agent, located in the home office 
building, who began his career with the 
company in 1910. He is a descendant of 
Carel DeBevoise, who came to this 
country from Holland in the year 1659 
and settled in Brooklyn, and who was 
appointed the first schoolmaster of 
Brooklyn by Governor Stuyvesant in 
1661. 





Agents Fail to Beat Sir 
Brake Reaction Time 


Stanley F. Withe, publicity director, 
Aetna Casualty & Surety, gave a novel 
touch to his introduction of the reacto- 
meter at the Rochester agents’ conven- 
tion last week when he spurred on all 
comers to make a better brake reaction 
time than did Sir Malcolm Campbell. The 
famous British motor speedster took the 
test in New York and his time was one- 
fourth second. The average is five- 
eighths to three-fourths of a second. 

When the insurance men were told 
about Sir Malcolm’s record reaction 
time, they invariably said, “Oh, I can beat 
that,” but they find it is more easily said 
than done. The best test recorded at the 
Rochester meeting was about three- 
eighths of a second, which is much above 
average. The majority were five-cighths 
of a second. 

Among the prominent members of the 
National Association of Insurance Agents 
who inspected the Aetna reactometer 
and were tested for their reaction time 


Malcolm Campbell’s 
On AEtna Reactometer 


on the device were Walter H. Bennett of 
New York, secretary and counsel, and 
Kenneth H. Bair of Greensburg, Pa., 
newly elected president. 

There are a number of Aetna reacto- 
meters being demonstrated almost con- 
tinually throughout the country, and al- 
though it is a bit too early to form posi- 
tive calculations, some of the preliminary 
revelations are both interesting and prof- 
itable. For instance, the summary of 
tests made during the week of August 
17 to 24 at the Illinois State Fair, Spring- 
field, showed that men reacted in the 
average time of 547-1000dths of a sec- 
ond, while women on the average reacted 
in 604-1000dths of a second. The aver- 
age for 3,867 tests for men and women 
was 575-1000dths of a second. The test 
made at the Illinois State Fair further 
indicates that there is a difference in 
reaction speed between the morning and 
early afternoon hours and the late after- 
noon and evening hours, doubtless caused 
by a certain degree of fatigue as the 
day wears on. 


“Remember Jimmy” Fj 
of Fireman’s Fy, 


HAS ITS NEW YORK PREyy: 





Makes Hit with Select Grow in 
Emotion Appeal; Distribution 
Through Police and Traffic Office, 





“Remember Jimmy,” a new one 
safety talking picture with a grippin. 
emotional appeal, sponsored by the Fire- 
man’s Fund Group of San Francisco and 
which is now being given private show- 
ings throughout the country, made a big 
impression on a group of New Yorkers 
when shown here on Tuesday at the 
Castle Film Co., 30 Rockefeller Plaza 
On hand were Eastern Department of. 
ficials of the Fireman’s Fund Indemnity 
including Vice-President Richard Y. 
Goodwin, Assistant Vice-President Harr; 
F. Legg, R. S. Elberty, manager of en- 
gineering and inspection, and H. E. Kno 
block, assistant secretary. The National 
sureau of Casualty & Surety Under- 
writers was represented by James A, 
Beha and A. W. Whitney, respectively 
general manager and associate manager, 
J. J. Hall, E. E. Robinson and R. ¥. 
Monaghan. Police Commissioner L, J, 
Valentine sent one of his staff officers 
who was outspoken in his praise of the 
film. 

“I Love Life” Theme Song 


An interesting feature of “Remember 
Jimmy” is its theme song “I Love Life” 
sung by Charles Bulotti, San Francisco 
tenor, which is heard at frequent inter- 
vals throughout the film. The Fireman’s 
Fund engaged a Hollywood producer and 
professionals to do the film, and its pur- 
pose is to present the traffic problem 
from an emotional rather than statistical 
angle. 

It has already been shown in San 
Francisco, Los Angeles, Oakland, Chi- 
cago, Boston, Atlanta and Seattle. In 
New York City the plan is to show it to 
small groups of agents, then to distribute 
largely through police and traffic officials 
to the regular theaters. The company 
believes that it is an effective contribu- 
tion to the cause of auto accident pre- 
vention. 

The theme of the film is what happens 
to 10-year-old Jimmy, whose head is full 
of football. He and his family are mo- 
toring to the home of grandparents for 
a reunion. There is an accident which 
cripples Jimmy and sends him to the 
sidelines for life. It was caused by a 
young man who was courteous and 
thoughtful until he took the wheel of an 
automobile—but once in the driver’s seat 
he became a road menace of the worst 
tvpe. 

The physical suffering, heartaches, 
deprivations and tragic economic effect 
on this young family are seen as the 
story unfolds. 





BRIDGE LEAGUE OPENS OCT. 10 

The New York Insurance Bridge 
League will open its 1935-1936 season al 
the Pennsylvania Hotel on Thursday, 
October 10, and will hold tournaments 
every two weeks for the next eighl 
months. This league, which was started 
last February, is now fully organized and 
is looking forward to a big increase l 
membership and a variety of contract 
bridge events planned by its tournament 
committee. The initial section will com- 
mence play at 7 p. m. and attractive 
prizes will be awarded to the winning 
pair in all sections. 

Further information regarding met 
bership in this league may be obtaine 
from its secretary, R. A. Kearney, 39 5th 
Avenue, New York City. 


GENERAL AGENTS’ MEETING 
The American Association of Instr 





ance General Agents will hold. its 19% 
annual convention in Arkansas. either 4 
Little Rock or Hot Snrings. The exect 
tive committee met at Rochester, N. 
during the week of the convention of the 
National 
Agents. 


Association of Insurance 
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Yn the Production “Firing Line” 








Ewart W. Goodwin, broad-shouldered 
x-footer son of the late Percy H. Good- 
vin of San Diego, Cal., was a visitor in 
lvew York City this week following his 
attendance at the annual meeting of the 
National Association of Insurance Agents 
at Rochester. Not more than in his early 
hirties, Mr. Goodwin is carrying on the 
wbstantial local agency business built up 
\ his illustrious father and grandfather. 
The frm is now known as the Percy H. 
Coodwin Co. and is celebrating its six- 
teth anniversary this year. 

‘Ewart Goodwin has been in the firm 
nce 1929 and has more than demon- 
trated his ability as a business-getter. 
He spent his first few years on the out- 
jde building up a clientele. Friendly, 
intelligent and quick on his feet he found 
that new contacts were not so difficult to 
make when one is willing to hustle. He 
also interested himself in civic affairs 
and before very long his interest mani- 
fested itself in the Junior Chamber of 
Commerce of San Diego. For the past 
two years he has been president of that 
organization, which has a membership of 
20 and is a progressive body with var- 
ied interests. 

Staged Successful Track Meet 
Earlier this year the athletically in- 
clined of the city were treated to a track 
meet of sizeable proportions. Known as 
the Far Western A. A. U. Track and 
Field Meet, it was staged in its entirety 
by the Junior Chamber of Commerce and 
proved a big success financially and 
otherwise. Young Goodwin and his fel- 
low officers got the credit. On another 
occasion they put across the need for 
a bond issue so as to build a pipe line 
for a newly constructed dam. It was a 
matter requiring skillful handling. No- 
body in town was displeased when Ewart 
Goodwin’s organization was again given 
the laurels. 

San Diego having both ship yards and 
a large naval training school, the town 
abounds with sailors. The Junior Cham- 
ber of Commerce has taken the responsi- 
bility of keeping a watchful eye on these 
young fellows. It is important to keep 
them happy and contented, to give them 
the proper recreational facilities. “These 
are our objectives,” says Mr. Goodwin. 

Interviewed this week by The Eastern 
Underwriter Mr. Goodwin said the Roch- 
ester meeting was the fourth annual 
gathering he has attended. He is heart 
and soul in sympathy with National As- 
sociation ideals and hopes some day to 
be able to give more time to the work. 





APPOINT HARRY I. JACOBS 
The American Bonding has appointed 
the office of Harry I. Jacobs, 16-18 Clin- 
ton Street, Newark, N. J., as its general 
agent for the writing of burglary and 
plate glass coverage in Newark and vi- 
cinity, 
Mr. Jacobs was formerly resident vice- 
President of the late Consolidated Indem- 
nity & Insurance Co. and produced a 
large volume of business for that firm. 
Since the closing of the Consolidated he 
has been engaged in building up a prof- 
itable agency business. 


INDIANAPOLIS AGENCY GROWS 

The Indiana Insurance Co. and the 
Cooling-Grumme-Mumford Co., Inc., of 
Indianapolis are presently moving to new 
and larger quarters. A rapidly expand- 
ing business has made the move neces- 
Sary. Fifty persons are now employed. 
he agency’s officers purchased the In- 
diana, a stock company, back in 1922 
and have been successful in writing a 
general line of fire, windstorm and auto- 
mobile insurance. 





W. Goodwin, N. Y. Visitor; Following 
In Father’s Footsteps As Agency Leader 


But right riow, he says, he is kept plenty 
busy in running the Goodwin agency. 

He has some level-headed ideas on 
sales promotion and advertising, pointing 
out that one of the biggest needs today 
is to further the agent’s ability to sell 
creatively. He is convinced that too 
many fire and casualty men in the field 
are still in the order-taking class. 

While in New York City Mr. Goodwin 
made a number of John and William 
Street calls. He left for home yester- 
day. His agency represents as general 
agent the Great American Indemnity and 
Globe Indemnity in the casualty field and 
these fire companies: Great American, 
Liverpool & London & Globe, American 
of Newark and Camden Fire. 

His hobby outside of business is horse- 
back riding. He is a Leland Stanford 
graduate. 


Broker Wants Uniformity 
In Casualty Policy Symbols 


Uniformity in casualty insurance poli- 
cy symbols, often the subject of informal 
discussion in brokerage circles, is looked 
upon as a much desired accomplishment 
by Mervin L. Lane, who conducts a gen- 
eral insurance business in the Empire 
State Building, New York. Mr. Lane 
believes that if these symbols, which 
precede policy numbers on most casualty 
policies, were uniform it would mean 
less bookkeeping and less confusion. He 
says: 

“There are almost as many alphabet- 
ical and numerical symbols for policies 
issued on similar risks as there are al- 
phabetical designations for governmental 
activities. To be specific, on automobile 
policies the General Accident precedes 
its policy number by the letter ‘A’; the 
Maryland Casualty uses the number ‘15’ 
as a symbol; the Aetna Casualty & Sure- 
ty uses ‘CCAR’ and the Home of New 
York has ‘CA.’ 

“Now I will admit that once a clerk 
or broker is accustomed to doing busi- 
ness with any given company, the sym- 
bol immediately indicates the type pol- 
icy involved. But why make the job so 
confoundedly confusing ? 


“Why couldn’t uniform symbols be 


COAST TO COAST BY AIR 

T. D. Harvey, vice-president and di- 
rector of agencies of the Massachusetts 
Indemnity, flew by airplane directly from 
Boston to Los Angeles recently on a 
visit to the company’s southern Califor- 
nia agency, which is conducted by Wil- 
liam E. Lebby, state manager. Mr. Har- 
vey remained in Los Angeles four days 
and on his return trip East flew to St. 
Louis for a stop-off and then continued 
Eastward by plane. 





MUST GET APP A DAY 

Two enterprising brokers, making es- 
pecially good progress, have adopted an 
unbreakable quota for themselves of at 
least an application a day of new busi- 
ness. This is regardless of the class of 
business. In a recent week they wrote 
twenty accident policies. 





used by all companies? The advisabil- 
ity of doing this as to policy forms has 
already been realized by the companies, 
and it has simplified the business. 
this were done as to the policy symbols, 
I believe it would be a big help to com- 
panies and brokers alike.” 








The steady, sound growth 
of this Company reflects the 
confidence and satisfaction 
of its increasing number of 
policyholders and agents. 


BANKERS INDEMNITY 
INSURANCE COMPANY 


NEWARK, NEW JERSEY 


ONE OF THE AMERICAN GROUP 
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“Require All Applicants for Drivers’ Licenses 


To Be Insured,” Bronxville Agent’s Suggestion 


The joint legislative committee in New 
York State, which is investigating the 
automobile insurance situation with spe- 
cial emphasis on the advisability of a 
compulsory auto insurance law, has re- 
cently received a communication from 
Marland W. Rollins, Bronxville, N. Y., 
insurance agent, labeling the Massachu- 
setts act as a failure and making a num- 
ber of constructive suggestions. Ad- 
dressed to Senator Julius S. Berg, chair- 
man of the committee, the letter read in 
part: 

“In the first place, it has proved be- 
yond any question that the Massachu- 
setts compulsory law is an absolute fail- 
ure, no matter how you look at it. It is 
the writer’s personal opinion that it is 
almost impossible to make a compulsory 
law that will meet the necessity of the 
situation. It is known that the Massa- 
chusetts law was very carefully drawn 
and it has been my experience that near- 
ly all laws are so drawn that there are 
always mistakes, loopholes, etc. Of 
course, one of the main difficulties is the 
fact that many accidents are caused by 
out of state owners, commonly called 
foreign cars, and naturally any law could 
not apply to them. 

“Tt seems to me that there are two es- 
sential features in this matter. One is 
that the laws we now have should be 
really enforced and improved if possible 
The other point is the necessity for unt- 


HOSTS TO OUT-OF-TOWNERS 


Milwaukee Surety Ass’n Stages Go!f 
Tournament and Frolic on Home 
Grounds; Codard Gen’] Chairman 
The Milwaukee Surety Underwriters’ 

Association entertained fifty members of 

the Chicago association and guests from 

New York and St. Louis at the Bluc 

Mound Country Club in Milwaukee on 

August 21, as the sccond half of th« 

annual home-and-home golf tournament 

and frolic. The Chicayo contingent trav- 
elcd in a private parlor car, arriving at 





9 a.m. A nine-hole practice round was 
played before lunchcon, the actual 18- 
hole competition taking place in the 


afternoon, and trophies being awarded 
at a banquct in the evening. Bert F. 
Zinn, Continental Casualty, president ot 
the Milwaukee group, was toastmaster. 
A. J. Godard, Actna Casualty & Surety, 
was general chairman. 

James G. Meigs of Cope & Meigs, Mil- 
waukee, New York Casualty and National 
Casualty, won low gross honors with a 
Three were tied in the blind 
bogey, namely, R. C. Feldsmith, mana- 
ger of the surety department of the Con- 


score of 85. 


tinental Casualty in New York; E. G. 
Harnett, Metropolitan Casualty, St. 
Louis, and R. D. Duncan, Milwaukec, 


Fidelity & Deposit. 

P. O. Olstadt, surety manager, Conti- 
nental Casualty in Chicazo, won the prize 
for the longest drive on No. 1 by plaster- 
ing the pellet a goodly 28914 yards. The 
first half of the tournament was played 
at Chicago in June. 





LOBBY WINDOW DISPLAYS 

David C. Gibson, publicity director, 
Maryland Casualty, must have been on 
the job early at the Rochester agents’ 
convention last week, for that company 
had exclusive use of two of the most 
prominent windows within the lobby of 
the Hotel Seneca, convention headquar- 
ters, for a display of business building 
helps including page renrints of national 
advertising; copies of The Marylander, 
the newsy monthly house organ, and a 
generous showing of sales folders and 
direct mail letters. A giant map, in col- 
or, showing nation-wide claim and in- 
spection facilities. was the background 
of the display while in the foreground 
was an air view of the home office. 


form legislation in this matter in all the 
states, a condition which would be a 
great help in many other legislative mat- 
ters. It would seem as though the coun- 
try had sufficiently progressed to enable 
the different legislatures to take some 
uniform action. 

“One thing that I think should be done 
is to require that every applicant for a 
driver’s license should give the state at 
that time a certificate from some insur- 
ance company of reputation that he is 
insured. That is all very well so far as 
this state goes and would be a very sim- 
ple matter. 

“It would particularly appeal to me to 
see the highway department actually en- 
force the laws relative to suspending or 
taking away operating licenses. Appar- 
ently the state has been more than lax 
on this point. We have had many oc- 
currences when people of some so-called 
prominence do not even have to appear 
in court, let alone have their licenses 
suspended. This is a bad situation. Those 
of so-called prominence should at least 
set an example, if nothing else.” 

Summing up. Mr. Rollins’ conviction is 
that effecting insurance whenever a car 
is sold makes an unnecessary burden 
He says: “The insurance should be for 
the operator, no matter what car he op- 
erates, and it should not be necessary 
to have the insurance expire on 2ny par- 
ticular date, which only adds to the work 
of everyone.” 


WOLFF’S 20TH ANNIVERSARY 





F. & D. Resident Manager in Milwaukee 
Was a Founder and Early President 
of Local Surety Ass’n 

William M. Wolff of Milwankee is 
quietly observing the twentieth anniver- 
sary of his appointment as resident man- 
ager of the Fidelity & Deposit of Mary- 
land. In 1915 the company established 
a branch office in Milwaukee for the 
Wisconsin territory, formerly handled 
as general agent by the late Roger L. 
Merrill. Since that time eleven counties 
in Upper Michigan have been added. In 
1916 the premium income amounted to 
$56,547, while in 1934 it had amounted to 
$413,733. 

H. H. Thomas has been assistant man- 
ager since Mr. Wolff’s appointment; 
H. W. Pripps joined the office in 1918. 
Mr. Wolff was one of the founders and 
an early president of the Milwaukee 
Surety Underwriters’ Association, and of 
the Wisconsin Insurance Federation, of 
which he was president from 1923 to 
1925, and again from 1933 to 1934. 





CALIFORNIA SET-UP CHANGES 

With the resignation of Rolph, Landis 
& Ellis as general agents for southern 
California of the American Bonding, sub- 
sidiary of the Fidelity & Deposit, W. M. 
Walker, vice-president of the two com- 
panies in charge of operations in this 
field, has named Wilder, Reed & Wilder 
to represent the companies in this terri- 
tory. It is understood that this change 
in representation in no wav affects the 
continuance of Rolph, Landis & Ellis in 
their representation of the American 
Bonding in northern California. 


RESIGNS LOUISVILLE POST 

Edward Schle‘gh. superintendent claim 
department in the Louisville office of the 
Employers’ Liability, affiliated with the 
Brown & Martin agency there, has re- 
signed. After twenty years in the in- 
surance business he is going with the 
Louisville Railway Co. in charge of its 
claim department. 








ROCHESTER’S SAFETY WEEK 

This is Safety Week in Rochester, N. 
Y., by proclamation of Mayor Charles 
Stanton, who broadcasted this news over 
the local radio station. 








25 Years Old 


September 30 marked the twenty- 
fifth anniversary of the incorporation 
of the Royal Indemnity, which is an 
important company member of the 
Royal-Liverpool Group. Leadership 
of the Royal Indemnity is vested in 
Frank J. O’Neill, noted as a football 
coach, who came into the organiza- 
tion as general counsel in 1915. He 
was elected to the presidency in 1927, 
holds similar office in the Eagle In- 
demnity, and is also joint general at- 
torney of the Royal-Liverpool Groups 
in the United States. 

Starting out with $500,000 capital 
and $549,000 in surplus the company 
has grown to $2,500,000 capital and 
$2,500,000 surplus, and with total ad- 
mitted assets of more than $25,000,000. 
Its reserves for outstanding claims 
are far more than adequate. Its in- 
vestment portfolio is considered ex- 








cellent. 


H. Mosenthal Appeals to 


Bureau on Burglary Limits 


H. Mosenthal, head of the old time 
brokerage firm of H. Mosenthal & Son, 
inc., has appealed to the National Bureau 
of Casualty & Surety Underwriters ta 
reduce from $40,000 to $10,000 the mini- 
mum amount of burglary insurance re- 
quired to be carried by a silk house which 
has in stock more than $50,000 worth of 
cilk. The present requirement was estab- 
lished by the Bureau in 1923, when raw 
silk was $9 a point. The decline of price 
to $1.25 a point in 1934 is the basis for 
the appeal which estimates that not more 
than $10,000 worth of silk could be stolen 
in one truck load. 

As Mr. Mosenthal explains: “Many 
silk merchants and manufacturers have 
been complaining that they are com- 
pelled to carry an unreasonably high 
amount of burglary insurance in order 
to comply with the present coinsurance 
requirement. This complaint appears to 
us to be well justified.” 





NEW OKLAHOMA SETUP 

On October 1 the Fidelity & Deposit 
opened a new branch office in Oklahoma 
City. Simultaneously, the T. E. Braniff 
Co., Oklahoma general agents for the 
company for the past twenty-three years, 
announced that its sub-agents through- 
out the state would hereafter report their 
business through the E. & D.’s Oklahoma 
City branch. 

The new branch is in 
3ryan Leitch, former manager of the 
Company’s Houston office. W. T. Cor- 
telyou, formerly connected with the F. & 
D. branch in Kansas City, Mo., succeeds 
Mr. Leitch as Houston manager. 

The T. E. Braniff Co. will continue to 
represent the F. & D. in Oklahoma 
county. 


charge ot B. 





National Surety 


(Continued from Page 49) 


pany would be organized and a reinsur- 
ance contract be effected, was an ex- 
planatory letter addressed to Superin- 
tendent Pink. This paragraph from it 
is significant: 

“At the time of submitting to you the 
previous offer of our clients, and subse- 
quently, we explained to you and to cer- 
tain of your representatives that the 
offer was made in this form, instead of 
being an offer to purchase the stock of 
the National Surety Corp., because of 
our belief that our clients would not be 
justified at this time in making a public 
cffering of the stock of the National 


Surety Corp., as distinguished from the 
stock of a new company acquiring cer- 
tain of its assets and assuming certain of 
its liabilities. We remain of this opinion; 
and our clients are. therefore, still un- 
willing to make an offer to purchase the 
stock of the National Surety Corp.” 
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HOODOO DAY A SUCCEss5 





326 Accident Agents of 42 Co, 

Qualify For Black Cat Club by § 

ing 13 or More Policies 

The sales returns from Hoodoo Da 
Friday, September 13, show that a 
agents representing forty-two companie 
qualified for membership in the B| m 
Cat Club by selling thirteen or more =~ 
cident or accident and health policies «. 
that day. This may prove to be the bic 
gest single day’s production of this line 
ever reported as further additions to 4, 
list are almost certain to come in \ 
big increase over normal Production wa: 
shown by companies and agencies yi. 
out exception. 

The first Hoodoo Day sponsored }, 
the Accident & Health Review, Friday 
July 13, 1934, resulted in ninety-nin, 
qualifying with the required thirteen ap- 
plications. It sponsored the second ob. 
servance this year jointly with the Na. 
tional Accident & Health Association 
There were twenty-seven who qualifie/ 
this year for the second time. Foy; 
women agents were on the 1934 list, ty, 
of whom repeated this year, and ther 
were fourteen women among the ney 
qualifiers. 

Whitney Ferris, representing the Tl. 
nois Mutual Casualty at Kankakee, Ill, 
topped the list of qualifiers this year ip 
number of applications with _ thirty 
Dwight Mead, general agent, Pacific Mu. 
tual Life at Seattle, and president of the 
National Accident & Health Association, 
was among the qualifiers, with a person- 
al production of twenty applications, 

There has been some agitation recently 
for another Hoodoo Day on Friday, De- 
cember 13, but most of the companies 
seem to feel that the effectiveness of the 
Hoodoo Day approach would be lessened 
if it were used too often. 





Agents Fight to Retain 
Physicians’ Liability Risks 
The executive committee of the New 
York State Association of Local Agents 
Inc., held a meeting on Wednesday eve 
ning of last week at the Hotel Seneca in 
RKochester, N. Y., during the convention 
of the National Association. One of the 
subjects considered was the threat to 
local agents’ business offered by the 
Medical Society of the State of Nei 
York in trying to get its members t 
secure physicians’ liability insurance ani 
possibly other lines through one agett 
and placed with one company. Wm. L 
Austin, Albany, and Anton L. Schwab, 
Staten Island, were two agents to object 
to this attempt to have one agency cot- 
trol this business. 
Another subject up for discussion, a- 
lied with that mentioned, was the han¢- 
iing of insurance controlled by loaning 
institutions and banks by employes 0! 
those institutions rather than by loca 
agents. 





DEATH: AFTER THE CRASH 





Emotional Reaction of Motorist Unhur 

in Three-Way Collision Results in 8 

Foot Plunge Into Pit 

Automobile underwriters, accustomed 
to hearing stories of bad automobile 
smashups, will be interested in the ac 
count given by the National Safety 
Council of a motorist who escaped injury 
in a three-way collision at night but was 
subsequently killed. Hysterical at the 
consequences of the accident, the driver 
ran from the scene, but because of the 
darkness and his emotional condition, ht 
failed to see a pit that lay in his path 
and plunged 80 feet to his death. Say 
the Safety Council: 

“This is an unusual case because it it 
lustrates the effect an accident can havt 
on the human mind. A driver may spet’ 
down the highway or cut in and out 
trafic without a thought of the poss 
bilities, but once an accident has % 
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3 YEARS WITH MARYLAND 
President Evans and Senior V.-P. Bond 


Head Home Office Party at Anni- 


yersary Luncheon and Dinner 





Fifty members of the home office staff 
of the Maryland Casualty, led by Presi- 
dent Silliman Evans and Senior Vice- 
President Edward J. Bond, Jr., on Tues- 
day joined with the staff of the Phila- 
delphia branch office and at least 1,000 





JOHN W. DONAHUE 


members of the Quaker City insurance 
fraternity to pay public tribute to John 
W. Donahue on his thirty-fifth anni- 
versary with the company. 

A buffet luncheon, attended by more 
than 1,000, was held at noon in the Mary- 
land’s Philadelphia building. And that 
evening a dinner was given at the Penn 
Athletic Club in Mr. Donahue’s honor 
by his Maryland Casualty associates. 
Brief laudatory addresses were made by 
Messrs. Evans and Bond, and then Wil- 
liam H. Bartley, manager of the bond- 
ing department, Philadelphia branch, on 
behalf of Mr. Donahue’s associates, pre- 
sented him with a Governor Winthrop 
desk and chair. Choked with emotion, 
Mr. Donahue was hardly able to make 
brief response. His office was a mass of 
floral tributes and was filled for several 
hours with a never ending line of well- 
wishers. A huge floral “thirty-five” was 
on the wall outside of his office. 

Among home office men who were 
present in addition to Messrs. Evans and 
Bond were Vice-Presidents William T. 
Harper, Edward G. Lowry, Jr., Peter H. 
May, George E. Tribble, Bertrand H. 
Bratney, Secretary and Treasurer John 
A. Hartman, Auditor G. Murray Seal, 
Assistant General Counsel Austin J. 
Lilly, Assistant Vice-President E. E. 
Kolb and underwriters of the various de- 
partments. 


Beloved by Staff; Respected Outside 


Although happy over his anniversary 
Mr. Donahue, modest and shy, much pre- 
ferred to duck the publicity and adula- 
tion. But his associates, deciding other- 
wise, went ahead with celebration plans 
and invited leaders in the casualty fra- 
ternity of Philadelphia to attend. There 
is nowhere in the city that one can go 
and hear aught but praise for John Don- 
ahue. Always sympathetic and friendly, 
his door is never closed. Every member 
of his staff is welcome to bring him their 
problems, be they office boy or depart- 
ment head. 

Insurance men, too, come to John Don- 
ahue with their worries and cares. And 
the needy come to him with their 
troubles. It makes no difference what 








(Continued on Page 54) 















































Cash in on the 


FRONT PAGE NEWS 


HEADLINES shrieking of crime! Burglary! 
Robbery! Hold-up! Theft! That kind of news 
increases in volume as the bitterness of winter 
drives more cold, hungry men to desperation. 
The season for burglary—and for sales of “bur- 
glary” coverages—is opening up now. 


The U. S. F. & G. believes that burglary lines 
represent one of today’s greatest undeveloped 
sources of income for agents—a source in which 
agents can turn sales activity to immediate profit. 


For that reason, it has just placed in the hands 
of its agents a complete new kit of sales tools, 
equipping them to go after “burglary” business 
as they have never gone after it before. These 
same tools are available to any agent who is in- 
terested in associating himself with a company 
which spares no effort in helping agents make 
the most of their opportunities. 


WO. Sok & Go 


UNITED STATES FIDELITY & GUARANTY COMPANY 


with which is affiliated 


i & G PURE 


FIDELITY & GUARANTY FIRE CORPORATION 


Home Offices: BALTIMORE 





Originators of the Slogan: 


‘Consult Your Agent or Broker as You Would Your Doctor or Lawyer” 







































































Page 54 





Cut-Rate Insurance 


FOR CASUALTY RATING BOARD 


Penna. Commissioner Mas Given Much 
Thought to Plan He Tells Mutual 


Agents in Annual Convention 








Insurance Commissioner Owen B. Hunt 
of Pennsylvania, one of the compara- 
tively newcomers to the ranks of the 
National Convention of Insurance Com- 
missioners, gave an interesting insight 
as to what he hopes to accomplish while 
in office when he talked at the banquet 
of the National Association of Mutual 
Insurance Agents in Philadelphia last 
week. First, he strongly attacked cut 
rate insurance and said that his Depart- 


ment was receiving complaints almost 
daily which were immediately investi- 
gated. He contended that no company 


can sell automobile public liability and 
property damage insurance at cut rates 
and make money. “They should not be 
allowed to do business,” he declared. 

The Pennsylvania commissioner then 
argued that the insurance commission- 
ship, in a sense, should be removed from 
politics. He told his hearers that often- 
times the naming of a man to the post 
who knows nothing of insurance hurts 
the business. Further, he said, appoint- 
ment of a man unversed in insurance to 
head the Department tends to cut-rate 
insurance, 

For Casualty Rating Board 

A casualty rating bureau for the state 
is much to be desired, judging from 
Commissioner Hunt’s remarks as to its 
need. It was not a spontaneous thought 
of his as many of those present imagined 
as the commissioner, it was learned this 
week, has given considerable thought to 
the subject and has discussed it with 
leading casualty men of Pennsylvania. 
It is his firm belief that the courts would 
uphold such a bureau if it were organ- 
ized. 

An experienced casualty man himself, 
Commissioner Hunt knows the dangers 
lying inherent in cut rates and unethical 
fighting for business. Since assuming 
his post the first of the year he has 
made it plain that his first thought was 
the protection of the state’s policyhold- 
ers and, second, the placing of insurance 
on as high and sound a basis as pos- 
sible. He has minced no words in an- 
nouncing his stand to insurance men and 
insurance departments of other states. 

It is believed that the commissioner’s 
proposed casualty rating bureau would 
call for all companies to subscribe to it. 
No company or agency would be per- 
mitted to offer lower rates without first 
submitting the proposed rates to the In- 
surance Department and then satisfying 
the Department that its experience and 
financial position justified the action. 





H. & A. MANUAL REVISION 





Conference Executive Committee Meet- 
ing in Chicago October 8; To Review 
Manual Committee’s Report 
When the executive committee of the 
Health & Accident Underwriters Con- 
ference convenes in Chicago on October 
8 the big topic on the agenda will be the 
manual simplification upon which several 
months of hard work have already been 
spent. The manual committee of the 
Conference will be in session October 7 
undoubtedly to put the finishing touches 
on its report before it gets executive 
committee scrutiny. The objective is a 
four classification manual which will fol- 
low the general lines of the tentative 
draft presented at last summer’s annual 

meeting in Detroit. 


O’NEILL GROUP CHAIRMAN 

Frank J. O'Neill, president, Royal In- 
demnity and Eagle Indemnity compan- 
ies, has been named chairman of the 
casualty company group in the annual 
Red Cross roll call. 
















l 
Recent Court Decisions | 


Arteriosclerosis As A Disease 


In an action on a policy covering death 
by accident exclusive of all other causes, 
it appeared that the insured, a 58-year- 
old man who was admittedly afflicted 
with arteriosclerosis, died three days 
after injuring his head by slipping and 
falling on a rain soaked slope. 

On appeal from a judgment for plain- 
tiff in the Federal District Court for 
Nebraska, the Eighth Circuit Court of 
Appeals said, Preferred Accident v. 
Combs, 76 F. (2d) 775, that the difficult 
question presented arose out of the ques- 
tion whether or not the insured’s sclero- 
tic condition as a matter of law deprived 
plaintiff of right to recover under the 
policy in the absence of evidence that 
insured suffered an accident which would 
Lave caused his death in spite of that 
condition. On this question the decisions 
have not been uniform. 

The court said substantially that the 
normal physical changes that inevitably 
accompany one’s advance in years do 
not afford relief to the insurer under 
such an accident policy. “Such policies 
are issued to people of different ages just 
as they are to people of different physi- 
cal abilities. To have them mean any- 
thing, therefore, the protection they af- 
ford the insured must not be defeated 
by those expected and normal physical 
changes that inevitably come to all men.” 


Court’s Findings 


Arteriosclerosis, the court held, being a 
physical characteristic of years, cannot 
be termed a disease in the sense that 
defeats recovery under such a policy so 
long as it is normal, so long as it ad- 
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vances to no greater degree than is cus- 
tomarily found in persons of the same 
age. It must in the specific individual be 
more than normal to render it a disease 
within the meaning of an accident policy. 

“This view,” the court said, “is not 
without support in the authorities [many 
of whom it reviewed], although certain 
of the courts prefer to base their analy- 
sis upon principles of proximate cause. 
While it has been said that the cases are 
hopelessly in conflict and that any at- 
tempted reconciliation would only result 
in absurd and useless distinctions, many 
authorities suggest that the differences 
are perhaps more fancied than real. Al- 
most without exception in those cases 
wherein there appears language seem- 
ingly contrary to the above analysis, the 
physical degeneration of the insured had 
passed far beyond the normal state and 
had reached unquestionably the degree 
of disease.” 

In this case the testimony of the two 
medical witnesses conflicted on the ques- 
tion whether the insured’s arterioscler- 
osis was normal or abnormal. Whether, 
in these circumstances, the plaintiff had 
sustained the burden of showing that it 
was only normal to persons of his age 
was held to be a question for the jury. 
But this was the only question for the 
jury, and the court held it error in the 
trial court to charge that insured’s arter- 
iosclerosis “may or may not have con- 
tributed to the death of the deceased,” 
that it did so contribute being beyond 
question under the evidence. On account 
of this error the case was reversed and 
remanded for a new trial. 


John T. Harrison of Flynn, Harrison 
& Conroy, New York general agents, is 
back from a Canadian trip this week in 
time to attend the annual casualty-surety 
gathering at White Sulphur Springs. — 











99 John Street 
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Re-Insurance Co. 
Robert C. Ream. President 


DECEMBER 3ist, 1934 


- New York 





CAPITAL . . . . . « « $1,000,000.00 | 
Surplus (at Market Values) . . «. 2,574,975.70 

Voluntary Catastrophe Reserve e 500,000.00 
Reserve for Losses . . . «. « 2,690,601.13 
| Contingency Reserve . . . . 48,127.58 
All Other Liabilities . . . « 1,110,130.69 
TOTAL ASSETS . . . . . _ 7,923,835.10 

















NOTE: Securities carried at $739,222.50 in the 
above are d ited as required by law. 
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ce 
United States Fidelity & Guaranty ¢, 
with which is affiliated 
Fidelity & Guaranty Fire Corp, 
Home Offices: Baltimore, Md, 














Yancey Popular Figure In 


Insurance Counsels’ Rank; 


One of the popular figures at the 
recent annual convention of the Inter. 
national Association of Insurance Coup. 
sel, held at White Sulphur Springs, was 
Gcorge W. Yancey of Birmingham, Al. 
who has practiced law there since 19% 
He is a member of the firm of London, 
Yancey, Smith & Windham. During the 
past year Mr. Yancey has been the edj- 
tor of the Insurance Counsel Journal, g 
f ature of the association favorably voted 
upon at last year’s convention, which 
has served to bring its membership closer 
together. This is Mr. Yancey’s first ex. 
perience as an editor but he has done 
a constructive editorial job. 

Since 1928 Mr. Yancey has been a 
member of the Counsel’s executive com- 
mittee. He was acting president upon 
the death of Edwin A. Jones a few years 
ago, and then was formally elected presi- 
dent of the association for two full 
years, a worthy successor to Mr. Jones 
who was the Counsel’s pioneer leader 
He is still a member of the executive 
committee. 

Probably Mr. Yancey’s biggest wish in 
connection with the recent gathering at 
White Sulphur was that he would not have 
a repetition of the hold-up staged a year 
ago on the French Lick Springs golf 
course. He describes it as “the most 
exciting moment of my life.” He was play- 
ing in a foursome with John Luhn, vice- 
president of the Fidelity & Deposit; 
John G. McKay of Miami, and William 
O. Reeder of St. Louis. It was about Il 
A.M. Suddenly a masked bandit ap- 
peared on the scene as “we were putting 
cn No. 7 green. He intimidated us by 
a shot over our heads to such an extent 
that we were glad to hold up our hands 
and be relieved of our money at the 
point of a shotgun.” 

Making his report at the convention as 
editor of the Insurance Counsel Journal 
Mr. Yancey reported that the four issues 
of the past year had actually cost $1,00) 
less than the limit allowed. He felt that 
assistant editors should be appointed 
from different sections of the country s 
as to be on the scene when interesting 
cases or articles “broke.” He also recom- 
mended that Counsel members purchase 
binders especially prepared for the issues 
of the Journal, and that an index be 
started. The wholehearted appreciation 
of the association went to Mr. Yance} 
for his good work of the past year ani 
his suggested ideas were passed along t' 
the executive committee. 


J. W. Donahue 


(Continued from Page 53) 
their race or religion may be—they do 
not leave empty-handed. 

John Donahue, too, has done much for 
insurance and insurance men in Phila- 
delphia. He believes strongly in_ the 
highest ethics of the business. That 
agents should work with the companies 
in eliminating and halting companies who 
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stray from the path of ethical practice, 
and that the companies should join with 
the agents in helping to eliminate agents 
indulging in bad business practices. 

He is active in association affairs ané 
when any work is to be done his name 
will generally be found on committees 
doing the work. He will probably be 


among those doing most of the work. Bu! 
he won’t tell you so. 
ute to some one else. 


He’ll give the trid- 
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Declaring War 
\ | BADMASTER 
tame «6=On FIRE 


T is time to declare war on fire. 
Dwelling fires have increased about 
40 per cent in the last ten years. Ap- 
proximately 7,000 persons, half of 
whom are children, lose their lives in 
such fires in the course of a year. These 
lives and millions of dollars’ worth of 
property continue to be lost each year 
as the result of fires which for the most 
part could be prevented. 











THIS POSTER PREPARED AND DISTRIBUTED BY THE AUTOMOBILE 
INSURANCE COMPANY IN THE INTERESTS OF FIRE PREVENTION 








es 


Agents of The Automobile Insurance Company and of The Standard Fire Insurance 
Company have available a comprehensive educational program designed to help prevent home 
fires. In addition to the new motion picture film, “The Bad Master,” there are posters similar 
to the one illustrated, booklets on home fire prevention and other printed matter. 


Our representatives are invited to make use of this material to the end that lives and 
property which are needlessly destroyed through carelessness may be saved. 


THE AUTOMOBILE INSURANCE COMPANY 


AND 


THE STANDARD FIRE INSURANCE COMPANY 
OF HARTFORD, CONNECTICUT 


affiliated with 


THE ATNA LIFE INSURANCE COMPANY—THE ATNA CASUALTY AND SURETY COMPANY 
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Tn dreams into realities ... Provide 
protection for your family...Plan for your own 
golden October days...This is Metropolitan's 
message in a group of October magazines.* 
It will have an interested audience. 
What man does not wish to provide pro- 
tection for his family and at the same time 
assure his own security and comfort in the 
years to come? Show him how —through a 
well-balanced Life Insurance Program. 

** Business Week, Collier's, Cosmopolitan, Forbes, 

Nation's Business, Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, President 


ONE MADISON AVENUE, NEW YORK, N.Y. 
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